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WEBSTER DEALERS 
BENEFIT FROM THIS POLICY 





HROUGH war and peace, through depres- 

sion and prosperity, the F. S. Webster 
Company has steadily adhered to its policy of 
consistent advertising. No splurges in boom 
times, no deep cuts in depression times have 
interrupted the steady flow of merchandising 
aids from Webster. And our dealers find this 
policy profitable. 

For year after year, goodwill for Webster 
products has steadily grown. And year after year, 
Webster dealers have turned this goodwill into 
reliable profits, through thick and thin. 

Reproduced below are a few of this year’s 
advertisements from the Saturday Evening Post 
and Time Magazine. They will continue to sell 
buyers of carbon paper and typewriter ribbons 
the extra value of Webster merchandise — not 
just this year but every year. 

Tie up with these advertisements by featuring 


Webster products. You'll find it pays. 


Winning the War Requires Carbon Paper and T ypewriter Ribbons 


f.S. WEBSTER COMPANY censrioce, mass. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 





Office Appliances 


(To the Whrld's Principal Market Places) 


Founded by George H. Patterson and Developed Through Thirty-Four Years 
by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago. Telephones» Canal 3454. 


@ 
ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 
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A Questionnaire on Paper Work for the Office Manage- 

ment Executive 14 
The Place of Office Machines in the Coming Post-War 
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There’s Every Reason for Optimism in Post-War Ex- 

port 18 
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Display Contest 30 
NSA-IBSA Wartime Council Held in Chicago 34 
Fifth District Stationers Meet in Detroit 38 
Higgins Ink Co. Promotes Tehan and Cholet 56 
Henderson and Milne Move Up 56 
Canadian Stationers Hold Tenth Annual Meeting 72 
Transylvania Opens New Furniture Addition 85 
Fletcher Promoted by National Blank Book Co. 98 
Anderson Co. Boosts Business by Radio 112 
Parker “Quink” Advertising Display Program Adds 

New Impetus to Use of V-Mail. 120 
Seen and Heard in Southern California 123 
IBM Maintains Wartime Vacation Policy 131 
Yawman and Erbe Relocates in Chicago 131 
Fehring Joins Sheboygan Chair 147 
Mosler Receives Army-Navy “E” Flag 151 
Great Lakes Travelers Plan June Outing 155 
Corporal Sanchez—Typewriter Mechanic 163 
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Business Builders 31 New Equipment, Devices and 

Business Opportunities 4 Supplies 44 
Corporation Reports 9 News and Miscellany 56 
Editorial 32 O.A. Information Service 42 
For Our Country 115 Office Furniture, Wood and Steel 26 
Guest Book 50 Ol’ Doc Stork 119 
Here and There 33 Other Lands, In 54 
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Meetings, Dinners, Conventions. 58 Passed Away 86 
Missing Machines 9 Patents 8 
New Trade Literature 9 Weddings 120 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office of Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as - Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by Copyright, 1943, 
by the Office Appliance 


Company. 











These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
result from relations established 


customers. They do, however, offer their services in resolving any disagreements which 


ley i¢ 


through the journal. 
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Jam M /|/ THE SERVICE BUREAI 
_ | of Office Appliances is maintained for the exclusive 
Phe ¢ ( } 


i use of subscribers and advertisers. In the execution 
Ct ( é HII of its various commissions this bureau calls upon 
practic ally every member of the staff. It answers by 
| personal letters all inquiries upon matters germane to 
D HIT the field, it furnishes special reports upon articles ol 
office equipment, supplic s names of manufacturers of 


; any article wanted, puts man and job together, pre 
Mfg. | us pares advertising copy, furnishes list of desirable 
Work agents and dealers in nearly every country, aids for- 
Cor ; | eign dealers in securing U. S. A. lines, and in many 
ee l other ways performs useful service, all without charge. 
aa Subscribers in every land have made, and are making, 
pis | good use of this bureau; manufacturers in every set 
Ch ( I HI HI tion of the field have evidence of its proved value. 
ete” HHH Subscribers’ requests for catalogues to bring their files 
i up to date, or to replace the file in case of fire o1 
other form of destruction, are broadcasted in a bull 
, tin which is mailed frequently to leading manufac 
turers, 
| Gar 
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Quality Park Envelope Co 114 


R 
Record Products Co. loo 
Red Feather Products, Ltd 112 
Rite-Rite Mfg. Co 160 
Rivet-O Mfg. Co 156 


Roberts Numbering Mach. Co. 144 


Rockwell-Barnes Co 122 
Royal Typewriter Co 14 
Ss 
St. Johns Table Co 139 


Security Steel Equipm’t Corp. 162 
engbusch Self-Cl. Inkst’d Co 65 
Shaw-Walker Co 63, 78 


Sheatfer, W. A., Pen Co 


Shepherd, N, T., Chair Co 13 
Sheppard, ¢ E., Co 170 
Sherwin Plastics Corp. 134 
Shipman-Ward Mfg. Co 123 
Sikes Co., Ine., The 115 
Smith, L. ¢ & Corona Type- 
writer, Inc j 
Speed Key Mfg. Co 173 
Speed-O-Print Corp 157, 8 
Speed Products Co 141 
Staedtler, J. S., Ine 127 
Standard Record Co. 119% 
Starkey Paper & Supply Co.....167 
Storms, H. M., Co 172 


Sturgis Posture Chair Co 


T 
Technygraph Co., The 120 
Toledo Metal Furniture Co 169 
Cyposture Chair Co., Inc 126 


Lf 
Underwood Elliott Fisher Co 
Back Cover 


U.S. Typewriter Ribbon Mfg 


Cr 

l War Bonds Stamps 174 
\ 

Vail Mfg. Co 109 

Van Dyke Industries 148 

Victor Adding Machine Co 13 

Victor Safe & Equip. Co. 64 
Ww 

Wagemaker Co 14s 

Warshaw Mfg. Co 1 

Webster, FY. + Co. 

Weis Mfg. Co 67, 68, 69, 70 


Wells Office Furniture Co 110, 11 


Welty Pen Co 164 
Wilson Jones Co. 54 
Windsor Dupl. Supply Co 151 
Wonder Lock 156 
Wood Office Furn. Institute 118 


y 
Yawman and Erbe Mfg. Co 125 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Adding Machine Parts 
Amer. Writing Mach 


Stores I 


Ames Supply Ce 6 
Shipman-Ward Mf Co 2 
Adding Machine Rolls & Paper 
Rockwell- Barne ( 122 
Adding Machines 
llen, R. ¢ Business Machines 
Inc 104 
Amer. Writing Mact Store Div 
Monroe Cal Machine Co 15 
Smit I ( & Corona Type 
writers j 
Victor Adding Machine ¢ 137 
Adding Machines, Used 
Int'l Office Appliances, Inc 164 


Shipman-Ward Mfg. Co 


Adding Typewriters 
Underwood Elliott Fisher Back Cover 


Adhesives 


See Inks, Adhesives 


Arch and Clip Board Files 


Globe-Wernicke (¢ Ihe 17 
Rockwell-Barnes (¢ ‘ 
Shaw-Walker (¢ f 
Yawman and Erbe Mf Co 12 


Associations, Manufacturers 


Wood Office Furnitur Institute 118 
Atlases, Geographical 
Cram, George F Cr OR 


Bankers Note Cases 
Art Steel Sales Corp ’ 2 
General Fireproofing Co 
Globe-Wernicke (< The 


Victor Safe & Equip. Co td 


Binders, Catalogue and Periodical 


Acco Products, Inc S 
Aigner, G. J C x 
Amberg File & Index Co 60 


Master-Craft Corp Div. SW 
National Blank Book Co 


Sheppard, The ¢ B.. Co 170 

Wilson Jones Co 9 
Binders, Permanent Storage 

tunkers Box Co 61 

Master-Craft Cory Div. S.W ¢ 

Sheppard, The ¢ } wy 170 

Wilson Jones Co 9 


Binders, String 
Bankers Box Co ( 


Blank Books 


National Blank Book Co 17 
Rockwell-Barnes Co 12? 
Wilson Jones Co ) 


Blue Print and Plan File Cabinets 


Anderson-Hickey (¢ GS 
Art Metal Construction Co 8] 
Art Steel Sales Co 100. 1.2 
Browne-Morse €¢ TT 
Cole Steel Equipment Co 130 
Corry-Jamestown Mfg. Co 9 
General Fireproofing Co., The 2 
Globe-Wernicke Co he 
Peerless Steel Equip. Co 6x 
Pronto File Corp 74 
Shaw-Walker (< 63 ‘ 
Yawman and Erbe Mfg. Co 125 
Bond Boxes 
Art Steel Sales Corp 100, 1, 2 
General Fireproofir Co Mhie 


Globe-Wernicke Co Mhe 


Book Cases 


Art Metal Construction Co 8 
Browne-Morse Co 1 
Corry-Jamestown Mfg. Corp 91 
General Fireproofing Co rhe 2,5 
CGlobe-Wernicke Co he } 
Michigan Desk Co 4, 95 
New England Woodworking Co 142 
Peerless Steel Equip. Co 6S 
Shaw-Walker Co 63, 78 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mf Co 12 


Bookkeeping Machines 
I 


iderwood Elliott Fisher. Back ¢ I 
Box Letter Files 
Art Steel Sales Corp 100, 1, 2 
Cole Steel Equipment Co 10 
Globe-Wernicke Co The 17 
Hedges Mfg. Co lt 
Rockwell-Barnes Co 129 


Weis Mfg. Co t 68. 69. 70 





Brief and Zipper Cases 
Mashek, Frank, ¢ 92 
Master-Craft Cor Div. S.W ‘ 


Calculating Devices 
Meilicke Systems, Inc 
Shipman-Ward Mfg. Co 12 


Calculating Machines 


Aller K. ¢ Business Machines 
In 14 
Monroe Cal Machine ¢ 


Victor Addir Machine ¢ 


Carbon Papers 


See Ribbons and Carbons 


Card Index Boxes and Trays 








Art Metal Construction ¢ 81 
Art Steel Sales Corp s0G, 1,2 
Cole Steel Equipment Co 130 
Corry-Jamestown Mfg Co 91 
Farber, Louis H 12 
General Fireproofing ¢ “he 2 
Globe-Wernicke Ihe 17 
Gruide System and Supply Co x4 
Hedges Mfg. Co lt 
Imperial Methods ¢ 5 
New England Woodworking ( 142 
Peerless Steel Equip. Ce 168 
Pronto File Cory i 
Se i Ste Equipment Corp 162 
SI Walker ¢ t x 
W maker Co 1x 
Warshaw Mfg. ¢ l 
We Mfg. ¢ t 68, 69 0 
Wel Office Furniture Co 110, 111 
Yawman and Erbe Mfg. Co 125 
Cash Boxes 
Art Steel Sales Corp Or 2 
Cole Steel Equipment ¢ mi) 
General Fireproofing Co Ihe 4 
Casters, Caster Bearings, Slides 
Darnell ¢ 
Celluloid Envelopes 
See Envelopes, Celluloid 
Chair trons 
Boler Product ( 
Chairs, Foiding 
Farber, Louis H 2 
Chairs, Office 
Biow Associates 145 
Bright Chair Co 147 
Cramer Posture Chair Ce 160 
Domore Chair ¢ Ir 129 
Ehrlich Upholstery Work 131 
General Fireproofing Co Ihe 2. 53 
Gunlocke The W H Chair Co 149 
Harter Corp 138 
Jasper Chair Co 1138 
Jasper Seating ¢ 13t 
Kundtz, The Theodor Co 124 
Michigan Desk Co 4,9 
New Indiana ¢ r 
Nieman In t 
Shaw-Walker ¢ Li S 
Shepherd N I ( iir ( 
Sike (¢ Tr 115 
Sturgis Posture Chair C¢ 71 
Toledo Metal Furnit ( 16u 
Wells Office Furniture ¢ ee 
Chairs (Posture) 
Bright Chair ¢ 147 
(ramer Posture Cl} r ( 60 
Domore Chair ¢ Ir 29 
General Fireproofir ( rhe 2 
Gunlocke The W. H Chair ¢ 149 
Harter Corp 138 
Jasper Chair ¢ l 
Jasper Seating ¢ 13t 
Shaw-Walker ¢ t Ts 
Shepherd, N I Chair ¢ 
Sike a Phe 115 
Sturgi Posture Chair Co 71 
loledo Metal 1 nitur ( oy 
I'yp ire Chair ¢ I Let 
W oft Fur ( 110, 11 
Chairs, Tablet Arm 
Jasper Chair Co 
Jasper Seatir Co 13t 
New Indiana Chair ¢ 154 
Check Covers & Passbooks 
American Passbook ¢ 0 
Check Protectors & Writers 
Hall-Welter C¢ 164 
Checks, Stamped Metal 
Dayton Stencil Work 1 
Meyer & Wenthe, Ir 159 


Clip Boards M o & Volcer. 1 120 
See Arch and Clip Boa I oO I n Ribbon & eee 
Coin Bags, Trays & Wrappers m 5 Si, 85, SY, 9 
se Rint Ee "ee Red: Peather Prod Ltd 
Downey, ¢ ; ( Smi : p aie 
Copyholders Spe O-1 t ¢ 8 
Acco Produets, In¢ x > I Pay & S ( 
Copy Right Mfg. Corp 7 . r 
Dawn Mfg. Corp The \ Safe & 1} ( 
W ID s ( 


Franklin Table Co 
Wells Office Furniture ¢ 


Duplicating Machines, Used 


Costumers ( Du N ‘ 
Globe-Wernicke (¢ Phe 
Peerless Steel Equip. ¢ . Envelopes 
Shaw-Walker Co ‘ 8 Globe-Wer k ( € } 
Wells Office Furniture ( ( Q) Park |} e ( l 
\ lor r) 
Covers, Loose Leaf = ; 
Ellingsworth Mfg. ¢ Envelopes, Celluloid 
Crayons Markilo Co 
Dixon, Jos Cri ble (¢ 
Eradicators, Ink 
Dating Stamps H r Cor rhe 
Melind, Louis, C¢ 
Meyer & Wenthe, Ir Erasers, Rubber 
Rivet-O Mfg. Co B Per ( 
I) J Cr t Co ; 
Desk Lamps 
Dawn Mfg. Co Eyelets & Eyelet Fasteners 
Van Dyke Industries RK oO Mf Co 


Desk Pads ) 
a File Boxes, Fibre Collapsible 





Aigner, G. J Co 8 : 
Wagemaker Co 18 ss jes Box | 
Wilson Jones Co ; Barkle ‘ L. = , 
Db Safe & I k ¢ 
Desk Pen & Ink Sets - Wernicke: 
Sengbusch Self. Cl. Inksta ( f Gulde System & Supt , S 
Sheaffer, W. A., Pen ( Oxford Filing Supply ( “ 
I I } Cor 
Desk Trays " Mfg. ( 5, 69, 60 
Aigner, G J Co 8 
Ave. Akntal .ConsGibetion Ca - File Boxes, Metal 
Art Steel Sales Corp 10 Art Metal Construction, ( 
Corry-Jamestown Mfg. Co , ars eres Cort 00, 1, 2 
General Fireproofing Co Mhe 2 ; i i a ; ni gore 130 
Globe-Wernicke Co., Th Rese ie : ‘ 
Hedges Mfg. Co Globe-W ke ¢ In | 
Imperial Methods Co sy S Equip. ¢ 68 
Peerless Steel Equip. Co PY File Cort 
Shaw-Walker Co soem wells . 2. 
Weis Mfg. Co 67, 68 Shaw-Walker ( 8 
Yawman and Erbe Mfg. ¢ Victor Safe & Equip. 64 
W Mr ( ‘ 68. 6u a 
wee — pe aye 0 Filing Cabinets, Insulated 
Globe-Wernicke Co., The a “ ukes = : 
Victor Safe & Equip. ¢ \ Safe & Equip. ¢ di 
Wilson Jone Co 
Filing Cabinets, Metal 
Desks Ar Hickey (¢ 8 
Art Metal Construction ¢ 8 Art Metal Constru ( s 
Art Steel Sale Corp Lut Art Steel Sale Corp 100, 1. 2 
siow Associates I Mi ( ’ 
Browne-Morse Co ( Steel Equipment ¢ 0 
Corry-Jamestown Mfg. Co Cor Jamestown Mf ( ’ 
Farber, Louis H General Fireproofir ( Ihe 
General Fireproofing ¢ he 9 Glo Wernicke ¢ t 
Globe-Wernicke Co., The P Stee Equip. ¢ OS 
Imperial Desk Co s Pr File Corp | 
Indiana Desk (< s rity Ste Equip Cort 
Jasper Desk Co 1 Ss! Walker Co ( 7s 
Jasper Office Furniture ¢ \ r Safe & Equip. ¢ 64 
Leopold Co \ i Erbe \ ( 


Michigan Desk Co 4 


National Desk Co., Inc Filing Cabinets, Wood 
Olsen, O. C. S., Co \ Metal ¢ p ‘ 
Peerless Steel Equip. Co . Art Steel S ( YT) 
Security Steel Equipment Cory B ne-Morse ( " 
Shaw-Walker Co x Busine Efficier \ 1? 
Victor Safe & Equip. (% General Fireproofir ( he 2,0 
Wagemaker Co s Globe-We \ ( ‘p 17 
Vells Office Furniture ¢ l I | Methods ( 
Yawman and Erbe Mfg. Co 1 s Desk ( 
‘i in Desk ¢ ; 
Dictating Machines New England Wood \ P 
Dictaphone Corp p * Steel Equ ( m 
iu B Equip ( ; 
Dictating Machines, Used Re ty St Equipt Corp ’ 
Shipman-Ward Mfg. ¢ . Walker ¢ ; 
\ r Safe & Equip. ¢ ‘ 
Dictating Machine Records 1 eek 1e 
Standard Record C \\ Mfg. ( 8 69 70 
W Oft I 1 ( } 
Duplicating Machines & Supplies \ ‘ | M ( 


Amer. Writing Mach. Store Db 

\utocopy, Ini Filing Supplies 

Columbia Rib, & Carb. Mf ( ‘ Pr : Py 
Frankel Carbon & t , 

Graphie Duplicator C¢ 2 \ MI p Sy 9 
Harding, Milo, Co 
Heyer Corporation, The 
Ink Specialties Co 


Manifold Supplies Co 
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0 I K a ( ( \W f ( I 
Mail Distributors x 8 ‘I | ( 
. ' . ( « K I ( p S 1 p. ¢ x 
s « | ] iN I \I ( s J I ( 
Map Tacks I ( re a Equity ( | 
( Yr I ( Ss Walk ( x 
Maps > “ M ( \ s & Eq ( 
; , < i ! ( \W or I ( u 
I I ! ( 
Matched Office Suites < Typ R \ ‘ Telephone Accessories 
\I ‘ \ r Safe & Ky ( 
\ \ l ~ ( 
( Telephone Stands 
( \\ ( Rubber Stamps Art Me Const ( s 
| ‘ \I l ( \ S s ( 
s \ AS \ ( il | ft ( r" 
Memorandum Books Safes Globe-W ‘ I 
( . | 3 Ss 1 ( . 
; . , : s WW ( . 
B ‘ ‘ | Se P Yuw I Ml ( 
‘ ( We k ( Thumb Tacks 
Mending Tape . s I ( Grat?, Geo. B., ¢ 
M s \ ( Ticket Holders 
Metal Badges, Checks, Tokens, Ete s ¥ ‘ Va M facturit ‘ 
s i I ‘ 
S \ “ , Trimming Boards 
« \ Ame Pi La 
Moisteners Scrapbooks i I) 1 ( 
* eh Type, Typewriter 
= ‘ : Ar Writing Mach. Stores Div 
Numbering Machines ‘ Ames S y 
: 5 Secretary Desks Shipt Ward M ( 
: : . . a ‘ , > Typewriter Cleaning Material 
Office PAFECIOns and Railings G ; I ( ares. AM Afach. Store D 
‘ A ‘ \ ( ‘1 Supp ( 
Pads, Figuring 3s . ‘ ‘ ! ( 
‘ B . “ ‘ , G W a., ( 
es Shelving Ml I ( ( . 
, \ Ml ( ( s M « \ ie. 
Paper " M ( K I the Pro I 
| ( M K Oo Mf ‘ 
‘ ( | ‘ s Ward M ‘ 
( \\ ( \ r. S., 4 
Paper Clamps S » ‘ Typewriter Cushion Keys 
wall : Amer, W Mach. Stores Di 
3 Stamp Pads \ ‘ ( 
Paper Clips \ , ‘ P Key-Imy Mi ( 
P MI & W I s Ward M ( » 
‘ae ‘ | I ( s Ix Mf ( 
( Yr ¢ i ‘ : On ‘ s P ( 
‘ ‘s . ; Typewriter Cushion Knobs and Bases 
Paper Fastening Machines > x | ‘ Amer. Wr Mach. Stor ID 
| ‘ Ames Supply ¢ 
| re Stands for Office Machines P , dct’ Sr ( ’ 
Ml ‘ Suy ( Shipman-W Mfg. ¢ 
- | ( \ i ( is 
S & | \ s Ss ( Typewriter Parts and Tools 
| r I ( \ rs WwW t Ma St Li 
Paste (See I \ ae ; : : 2 : 
Pencil Sharpeners G Wernick ( I Shit n-W i Mf Co 8 
} it ‘ 
> Typewriter Table 
Pencils, Mechanical s I ‘ S sh $86 oe 1 OM 
, | > \ \i ( see Sta 0 i 
I ‘ = . : . Typewriters, Mfrs. of 
R , ‘ M I ( Royal Type ‘ 
- ? \\ ! “ ur : ‘ Sr ! is & Corona Type 
F neil Mechanical, Repairing Staples and Stapling Machines indies Fis! aide 
7 ; ; \ I tener ¢ F - 
Pencils, Paper Wound Mark Mi ( Typewriters, Rebuilt and Used 
bb P ‘ s s ( Amer. Writit Mach. Stores Diy 
\ Ml fu ( Ss man-Ward Mf 
Pencils, Wood Cased Lead I : ‘ ' 
r ‘ Staple Extractors Visible Systems Equipment 
( ( as ‘ 0 \eme Visible Records, Inc 
s s | Aigner, G. J ar s 
Penholders Stencils, Brass Art M ‘ ction ¢ . 
D n St \\ Diebold Sa & Lock ¢ 
Globe-Wernick ( The 
Pens, Steel Stenographer’s Note Books Master-Craft D S.-W 
; N nal Blank Book ¢ Natior Blank k ( 
Kock B ( Ss Walke ( ( 
Pins and Pin Containers Sheppard, The (¢ | Co ) 
! Stools \ Ss & Equity ‘ 
Platen Typewriter ! ( re Wil ( 
\ \\ Ml Poledo Me 1 ( Y Erbe Mfg. ¢ 
, “ wis ; , Wardrobe Racks 
N England Woo orkin ( | 
Postal Seales Storage and Transfer Cases 
HW > ‘ \ Metal ¢ I ‘ Waste Baskets 
Presentation Covers Art Steel S Ss Art Steel Sales Corp 00, 1, 2 
‘ ' & I p I i B ( Cole S Equipment ¢ 
, I k ( I & ( Cor Jar vI Mf Cort ’ 
Oxf | e p ! ne-M ( General Fireproofing Co Mhe 2 
( lame Mi ( Globe-Wernicke Co., The 17 
Publishers G ral I prox I Peerle Steel Equip. ¢ 8 
; St , n Globe-W r I ( | j Shaw-Walker ¢ ‘ 
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The rate for 


SITUATIONS WANTED 











MECHANICS WANTED 


WANTED, OFFICE MACHINES 


ire Office Chicage 


Appliances, 





WE ARE INTERESTED in any new product wt 
paper, wood, cloth, or similar materials 0 
experience insures your idea successful promotior 
Company Kankakee Illinois 


STATIONERS SUPPLY MANUFAC 





WANTS AND LOR SALE 


classified adi 


BUSINESS OPPORTUNITIES 


TURERS Patent 


lvertisements is eight cents a 


word, minimum charge, $1.6 


REPRESENTATIVES AVAILABLE 





Liberty Ave Pittsburgh, P 


MECHANIC, draft BURROUGHS, MOON HOPKINS, Elliott-Fish« Re ft 
ige Applicant must be physically fit and with a ining and Machines, and evervthing in t} fice S 
experience on servicing office machines, preferably proc t f UEFCO number and we will quote high | he. Internat 
$250.00 per month and bonus Employ nt w he t} irge thice quip ina. Ts i Rroadwat XY, \ ( 
ment company in Honolulu, Hawaii Ap] P.O. B 4, San Mate 
Califoraia. Give cetahs of expertence DICTAPHONES EDIPHONES 1 t specia 
: ind purchases of dictating equipment. Writ 
ONE EACH TYPEWRITER, Adding Ma 1 ( r Mechani Pictaline Wachine Ch etn a Scars —ae 
Attractive Salary ind Commissior prop ti Miu ¢ I'vnewriter Ex 
hange. Muncie, Indiana \DDRESSOGRAPHS, —Duplicat Dict es, Multigray 
rider vpewriters ddit \I f \ t f -EE M 
ADDING MACHINE MECHANIC, also Typewriter, A graph, Mult rh sien pov Fae sag hats 7 
1 ruitt Office Ma | 3 ('} 
graph Mechanic Good salary Pruitt Office M { N Las : = 
Chi 
“S VISIBLE EQUIPMENT bought I f We 
1 GOOD ALL AROUND typewriter a } whit hanic wit} on of esate tag od ind Inter : CN it | cto | 
vood character and ability” reference Cit f 65.000 | tior Midwest til . nel ee: 1 5x : ba , r 7 P " : t W 
Dealer for Royal Typewrit ind A. B. Diek M g Ad I'-1s¢ what Visible Equipment ; } aa%4 3 


Dealers. E. H 


Heinemar 


KARDEX 


reconditioned cabinets, par ‘ 
prices to dealers for purcha ¢ Get 

} 1 ide fror Nathan, Inc 45 Broadw N \ 

‘ inufacturing 

Amberg File Index GUARANTEED REBUILTS, KARDEX 
refinished, thoroughly rebuilt f 
priced Used equipmer! vel 

rovel Equipment Co., 56 Broadwa N \ N.. 3 


erit and profit sold to stationery trade at h many ther 
channels including government agencies. Made POST WAR KARDEX, ACME, POSTINDEX t é g 
MFG Nationally advertised; many ders hand for instant bought and sold. We spe P { F , f f 
manufacturing after wat Impressive record pher el ile Will to dealers Commercial Card Svst Grand St \; \ 
‘ due to liquidation, tangible issets, dies quipment, ete r S10.000 
plus rovaltv when in manufacture PRINCIPALS ONLY INVITED I QUANTITY OF RAND p et | f I 
details write to Box T-187, care Office Appliar Chicag Thousands of interlocking tubs the. ¢ ith { kK 

Commercial Card Syster Gi “tf Ne \ ( 
A SALES ORGANIZATION with national distributi g offices rni 
dealers and commercial stationers desil t nufacturer DICTAPHONES AND EDIPHONES 

office desks who would be interested in making one series of desks for prices Adding Machit Sale e ( oo Py 

Intensive promotion Address F-67, care Oft Appliance Chicago land, O 














ACME, all makes use hie Aine eaioment:. Ti 






SALESMAN WITH REMARKABLE RECORD it t! ind de MANUFACTURER'S REPRESENTATIVI 
field, now in the West, seeks sales agency r othe | g First preter tional line for Hne \W M t t North D . Da 
ence is Southern California but will consider the in West . Nebraska lowa Ml \l u Oft p 
Sout Good sales producer and a good organizer plishment ited in Chicago Loo} l I 
have brought him wide recognitior imong l ture to Oe ercial St t ( l Ww s re 
Reference that wil nfirn il tatements Ad Oft Repeat merit wi t g \ Off 
Appliances, Chicag \ppliance Cr . 
SALESMAN WITH WIDE EXPERIENCE and we ted with t ‘ 
in southern states, also Middle West, desires n e connection SALES LETTERS 
Thoroughly informed on such writing material | i ibbor 
ind carbons, al tationer supecialtie ‘ t First LETTERS WILL BUILD SALES I 
ho. ft territor I Soutl ( Mi W p reve I sales You nee the Se 
pportunity is 7 ‘ Refere Adadre I (tt \y P ottar ’ | 
Chicag Addr H. M. Goldt ) 
STATIONERY SALESMAN with twels ears experiel hy nes 
dealer and a number of vear s repr enta t th 3 
vil visible equipment t I is per neetior TRADE SCHOOLS 
preferably in the East hore capal re S ti or 
to F-68 nn Aen AD OlIANt Chiea WEBER TYPEWRITER-MECHANICS SCHOO \ 
vt Homestudy Course Our t ent ‘ tir 
EXECUTIVE, furniture and supply ia Division 2, Canton, Ot 
lalified in sale product development p t ma 
vement: desires chang il ine ffering tab ] ! ge ( 
Address F-66, care Office Applia Ch re FOUNTAIN PEN REPAIRING 
PURCHASING AGENT Have had \peri t tice Ipp WELTY'S REPAIR ALL MAKES FOUNTAIN PENS, D P Per 
ne ind 21 vear is purchasing agent \ I hanige t Repaired at standard 4 W espe feat CONKLIN 
Address F-¢ Office Applia ( SWAN, WATERMAN, WAHL, PARKEI WELTY, SHEAFFER, MOORI 
ete but in repair the We feature G Per oint ane 
SALESMAN AGE 44 Seeking position in the S s West Repairing Mail all mak to ONE 1 hett } (4 
SARC GX BEE C! ling off DI 1 printing. Now employes ASK ABOUT NEW WELTY PENS, § Os List 
in give A-l referer Address F-64 e Office Appliances, Chicage Welty Pen and Repair | State St., Chicag 
MANAGER WANTED ADDING MACHINE PARTS, TYPE, ETC 
4 MIDDLE AGE EXECUTIVE wit! ¢ hilit ge « LARGE STOCKS of new I \ y ( ting M p 
dratting imstrument drawing ite phot tating printing ivailable Quotatio ¢ | \ 
handling full line f K & E, et ae Salary Dehn, Jr 64 Olst Ave On ( 
el irate vith experience ind hy t { I é ‘ hy 
both end Address, T-IS re Off Ay Chicag 
FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
SALESMEN WANTED ELLIOTT-FISHER Burroug Ml H \ w-( e M 
hine Dictaphones, Edip ! { ( i Ott 
SALESMAN to handle Government bids in’ W u vhere Cr 29 S. Well st Cr e 
f well-known tvpewrite Ipp iter Box T-1s ‘ Ott \] t 
I 2nd Street. New York. N. \ ELLIOTT-FISHER Ma ( \ g \ ( t B g 
1 Monroe Caleulator Type t tice rr 
LEADING tationer ha ir p ne pe iles d Teeter-Warsh ¢ 40 N St AY | ‘ W 
Knowledge of lar fic ipmer ent Pe 
hent position esident of New Eng , M exemly ELLIOTT-FISHER ich u y 
State experier ferences | I Sul t phot flice equipment, bought Wo. ( C'aswe 
Giustave Fischer Craign Roa West Hart Contr Bldg., Milwaukee, Wi 
SALESMEN Experienced; exclusi I ef BURROUGHS, MOON HOPKINS, 1 tt-Fishe B ‘ e Mael 
nage ad (126) in tl j ¢ Ivy ture Cl ( | MW St Comptometers Il makes t cht ! ‘ D Mar 
New York Cit S. llth, Minneapolis, M 
BURROUGHS Duplex Moon H Bookkee uy M K le 
All types office machines bought Fort Pitt 1 ( 64 


Or 


OFFICE APPLIANCES 
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PATENTS 




















5 eee f 
opies of patenta shown here can be obtained . | E A x te 
om the Commissioner of Patents, Washington, , : r } é 

C., for ten cents each in cash, poatoffice | 317,080 F 
ney orders or certified check. Stamps and ] 2,317,086 t 
personal checks not accepted ‘ 
2,316,756 
317,170 
Typewriter Desk \ 3 ( 
( I 
~ N } 
SS ee 
Mailing Piece ! B. Berk RS) ae, I 
\ 4 } a a 
g: 2,317,576 
‘ * ar 
Typewriting Machine \\ i : 
( t 2,317,284" 417.345 2,317,497 
~ N a ~ 
‘ df 
Cushion Support for Furniture H j . > yi i 
' : May soon nC HOA pond 
Calculating Machine I K = 4 > 
‘ | \ _M R Pe, ad ‘3 
~ \ s : ‘ 
2,317,748 x ; 2,318,077 
. > 7,934 
Typewriting Machine R B 
t s N \ 317,64 2,318, 00 
( I 
ae \ ie 
~ s ( & 4 
Typewriting Machine \\ | A ’ Pe] ¥ 
\ XN \ 
’ > sia ‘ 
( . 318,241 
sookkeeping Machine ! M 2,318,132 2,318,192 2,318,239 
I N \ 
, ‘ t 
Envelope M \\ W ve | 7 
‘ I so. H | 
‘ \ tite ae wee | | 
\ . . ( 3 =f 
Binder \ 4 Pete ‘ } { 
\ } O Cor ‘ 
\ ~ 2 = z z 2,318,489 
: : yA 2,318,446 si as 
Envelope \ M Thor > 2,318,510 
r ot} } ‘ I 2.318.425 2,318,431 
I \ 
Ss ( \ 
Label Dispenser RK ~ 4 yy 
> rs ) 
{ 4 a 
Article Handling Device 
\ ‘ 
( I R er, N. Y cy 
, My t ‘fl 
Checkbook Holder A ae | en ; an —— & 
0 WV m | 418,80 -* ~~ 2,318,8 cL im 
o \ | . 2,318,941 
, Y \ 2,318,828 = 
Business Machine Mounting Means : 
} f { gy é ~» > = 
I ( N York ix. ! 
, " ' ‘ 


e \ CG v : 
Platen Mechanism M I | 
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| a 





























2,316,95 2,518,99 
Suspension File | I) I 
a) } ~ 
\ 
= ‘ ( M ns ” ; & é 4, 7 
Brief Case | . \ - [ Y 7 « 
L _ . = yi * P ff ais = \ 
2.31 S85 
Automati Stop for Counting Machines > 329,438 2,519,568 135,550 135,643 
~ \ \ oO I eR 8, 9, 8 , 
oO fo Ay 2,319,506 
S N Gr 
S Combination Loose Leaf Notebook, Paper 
Container and Accessory Kit Boe r : ee ; , a oi Manifeldine Resister and Methed WW 
¥ : * m : R I c} I poration of Delaware G. Borchers, Hoboken, N. J issignor t 
ae , - ; \ Septe 0, Ser N ) \utogray Register Compar Hoboken, J 
Visible Record A \ CG t, MI . tion of New Jerse Application Sept 
( : af 8 ROR Phonograph s Yerko } B yi Ser Nc t58.90 Granted May 
~ . : " Cor Dictaphone Corporatior N 27 Stenographic Machine. Johr 
> Calculating Machine. a i ‘ k N \ f Ne York Ay t «} igi I) issignor to Stenographi 
, Novem! S N 849. Granted M IY corporation of Tlinois. Applicatior 
; " * \ , ' Serial No. 309.582. Granted May 
es is x is RS Filing Case ] 1. Seelman, M 138 Fastening Device. Daniel A 
Seelmat aboratories leceasé late of Chicage | by Elme 
s Combined Typewriting and Computing ad . ene sedis fn po : , Fe Me R eile ras 
iene I cok Mahal Witees Wee pa \ . . No. 456,461. Granted M I Long Island City. N. Y.. a corporat 
f Dp : \ tior 4 York Applicatior Decembe lf 10 
< 7 \f Q Punch. Vv. St. Louis, Oal 2. Granted May 18, 194 
k I t W Jones (¢ Chicago. I - woe essage Book. Andrew J. Kennedy, & 
1 f M huset Application Apri Nast e, Tenn assignor to The y Register Con 
Ring Binder \\ s I 19 S ~ Granted Ma 4 pany D Ohio ory 1 f Ohio Applica 
. 7, “ Q Loose Leaf Binder. Hov 1. Hence { M 9, 1942. Seria 132,945 Grante 
J ; R . ‘ F rt La Coope M 8 4 
Punch.  ¢ } Ay Kenm : ca ae oe nashaster. N is 9 319.55 Progressive Extension Drawer Slide 
aac” * e x York \ October 2 142. Seria Owen D. Pren Muskegon Heights. Mict Appl 
- ' XN ( ‘ M a4 ! June 15 1940. Serial No 10.79 Grante 
Q ( \ : i 
Cap and Clip for Fountain Pens Jame M Is 94 
\ Orat N. J issignor to TI 158 Pencil. Isidor Chesler, Oceanport, N. J 
Card Filing System l ( P ( * I Summit x | signor to Eagle Pencil Company, New York, N. 
” > cf nN \ Ap tion Jt 7 ' wrporatior f Delaware Application January 
G M s : SHh8 jranted Ma 19 Serial No. 373,406. Granted May 18, 194 
Lead Clutch for Pencil 4 Ml 8,9 Invoice Container Alfred J Hopk = 
"SN MI I ( I G O'Hara Er pe ¢ DESIGN PATENTS 
\ \ ( 1 ! f Illinois Ap ition 
~ NS P, I Se N x Grante Ma ( Design for a Combination Lamp, Per 
petual Calendar, and Container Edward Lee Jone 
0 US eco se Ge R ! 1, Va Application December 15 942, Serial 
Shorthand Typewriting Machine ‘ sect e Continuou: R agin anaes eae a \ 09038. Granted April ”) 1943 
we ¥ y < \y Ar s Book 4 In i 64 Design for a Combination Paperweight 
s s N S80 ‘ Y ‘ -D are N and Stamp Dispenser. Francisco V. Raymundo, Attl 
‘ ws X O11 1 ore Mas Application December 10, 1941, Serial 





Drawer Slide \ H. Rak iy 4 j : XN 04 ‘ Granted May 4, 1943 














NEW TRADE LITERATURE 








(Catalogs, pamphlets, broadsides, folders and other publicity 
materials recently released) 

Gunn Furniture Company has announced the reduct f its line 
‘fice furniture, and has issued a new price and specif tion bool effective 
May 1, superseding all previous lists. Copie f the ne price list may 
be obtained by writing to the Gunn Furniture ¢ npany at Grand Rapid 
Mich 

Diebold Safe and Lock Company |i: t ned new and attractive 
folder describing its line of SAFE-T-STAK file Featured are letter files 
tabulating files, invoice files, legal file ind check d rd Those 
interested In receiving copies of thi er shout idare the mpany 
it Canton, Ohi 

Dennison Manufacturing Company, Framingham, Mass. \ix merchant 
find that labor and material shortages are not the I problems whiet 
onfront them when they attempt t do” their own window Ideas at 
lacking, too, but Dennison Manufacturing Company ffer olution to 
this problem in its latest issue of “Display Ide Phi ittle booklet 
distributed free of charge by the company and contains many refreshing 
new ideas for late spring and summer window trin While the ideas pre 
sented are unusual, the installation of the windows i ide easy by detailed 
instruction and illustrations All of the ideas illustrated can be installed 
with a minimum of time, labor and expense since the basi iterial used 
is Dennison crepe paper. Particularly timely ideas in this isst ire “Garder 
Window,” suggestions for “Father's Day patriotic displa for the current 
holidavs and many other interesting trin including g window 
There are also interior displays designed t matel wine 
shown 

Shaw-Walker Company, Muskegon, Mich. nt f that new wa 
edition of the OFFICE GUIDE is now in. cireulatior It features time 
savers and space-savers for the wartime flice hi mad ed treamlined 
catalog was built to make multiple of Shaw-Walker dealer ilesmen 
because it makes it easier for their customers to place rders by phone 
r mail. Many Shaw-Walker dealers | e already reporte that it has beer 
extremely helpful in their sales work 





MISSING MACHINES 





t 


The following companies ask dealers everywhere to be on the lookout for 
office machines (described and numbered beside the firm’s name) which 
ire reported lost, stolen or strayed. Information concerning the where- 
abouts of these machines should be forwarded to the company concerned 
at the carliest opportunity 

Office Machine Dealers Association of New York, N. Y. L. ©. Smit! 
No. 8-10 1031736 has been reported stolen. It is believed that this machine 
vill be offered for sale either to a private rortoa deale Repair depart 
ents are asked to check carefully the seria i machine 
epaired and to report any information n the above ichine to H. G 
Convery, Secretary, 258 Broadwav, New York, N. ¥ 


American Typewriters Company, 301 North Broadway, Oklahoma City, 


Okla. Royal Portable typewriter P-20479 e] ter nissing Ar 
word concerning the whereabouts of this machine should be sent direct] 
» the company named above, in care of Nona M. Reyr d Manager 





CORPORATION REPORTS AND 
FINANCIAL NOTES 


Art Metal Construction Company ani hsidiarie I 4 Net profit 


share mpares 


rime Apr. 29 





SSU6 519, equal to &3.10 a 


in 1941 (New York 


W. A. Sheaffer Pen Company.—(. R. Sheaffer, president of W. A. Sheaffer 





Pen Company, in his remarks to stockholders the 1 for 
42, said exceptional demand for St fT | time p prevailed 
throughout the year 

He further said Early in 1942 it be e necessal t d ntin 
pening of new accounts By April we ere faced with the extremely d 
tasteful task of instituting a rationing progra of our own Even witl 
this program in effect we could take no more orders after October 15 du 
to our heavy backlog. The difficulty of our positior indicated by the 





fact that for the vear we have to cancel § 7 
rationing program and = later cessatior f lf 1 g 

Balance sheet of the « mpany as f Februa rn 4 hows current 
issets at the close of the period, including § 87.28 } il nted t 
$5,729,282, and current liabilities were S82 gon hi mpare vith east 
of $1,105,706, current assets of 84,834,098 and rrent liabilities fs 70.58 
it the end of the preceding veat Inventorie were $3,256 eainst 
$2,308,120. (New York Wall Street Journa M 4 

Smith (L. C.) & Corona Typewriters For quarter ended Maret net 
Income $361,308, for like 1942 quarter, net income S$408,577 New Yor 
Herald-Tribune, May §.) 





BUSINESS OPPORTUNITIES 














Lines Wanted for Iceland. Baldvin Pal I tationer ited at Revk 
javik, Iceland, writes that he is keenly interested in establishing contact 
with American manufacturers of rulers, d y | np ind sheet 
tracing paper, drawing instruments, sort tT sel pple ind variou 
other stationery articles. Mr. Palsson, a rding to his letterhead, handles 
ill kinds of stationery. On his letterhead he indicates his banking conne« 
tions as one in Reykjavik, and Barclays Bank Limited, 20-28 Holborn, Lor 
don E. (. 1. It is recommended that manufacturers write to Mr. P 5 
nd give information about their ware Including pl! 

Representation in Michigan. George Morris, R. | Db. N Bangor 
Mict formerly ssocinted with Tallman Rob . Compar ind Sta 
ioners Loose Leaf Company, plans to. se > manu turer I 
tive covering the lower peninsula of Michig Ha roth d t 








Will consider proposition nvolving either method 


dealers 


i) 
2s. 


PARAGRAPHIC 
PREVIEWS 


of 
This Month’s Special Features 











local 


TIMELY GADGETS. The ability 


needs and special demands may prove to be an important 


to satisfy 
source of profit for the stationer and office supply dealer. 
How the Paul Anderson Company of San Antonio, Texas, 
supplied the items to fit the special needs of the Army 
and the Air unfolded by Tim 
Harvey, retail sales manager of the company, as told to 


B. C. Reber, page 
*« 


STANDARDIZING PRICING FOR PROFIT. It 


makes little difference whether a dealer figures his per- 


Force is dramatically 


> 


on 23 


centage of profit on the basis of cost or as margin on 
the selling price, so long as he adheres strictly to one 
method or the Otherwise he may lose money or 
be penalized by the OPA. Merish, on page 11, 
presents an enlightening treatment of this common busi- 


other. 
Fred 


ness malpractice, and how to correct it. 


* 


STREAMLINING WARTIME OFFICE REQUIRE- 
MENTS. In a timely article on page 22, W. F. Hoefer, 
president of Allied Carbon & Ribbon Mfg. Corporation, 
has prepared an interesting dissertation on the new les- 
sons in efficiency, economy and adaptability that the war 
is bringing home to the manufacturer, dealer and con- 


sumer. The elimination of convenient, but dispensible, 
grades, the selection of high-grade raw materials, and 
the devising of substitutes which, in many cases, are 


superior to the old product, says Mr. Hoefer, are but a 
few of the innovations which may be profitably carried 
into the post-war period. 


* 


THE FUTURE OF EXPORT TRADE. 
period, America, with its 
facilities, must take the lead in supplying foreign de- 
mand. A. F. Bakewell, export manager of the Victor 
Adding Machine Company, believes that the growth of 
the airplane as a transport factor, our merchant marine, 
and the diminishing importance of the policy of isolation 


In the post- 


war tremendous production 


will all be important factors in building an export trade 
of unprecedented proportions. 
future of export trade appear on page 16. 


W 


ACRES OF DIAMONDS. The 
to wartime regulations, military goods production, new 
legislation, and shift in employment, has reached an all- 
time peak. New forms are being constantly added to the 
dealers’ stocks. the dealer should 
uncover, says A. R. Skibbe, Associated Stationers Supply 
Company, on page 13, and most of them are good for 
money-making repeat business. 


* 


NTOMDA CONFERENCE. and 
office machine attend NTOMDA’s 
Eighteenth Annual Meeting at Kansas City, June 21 and 


His personal views of the 


“forms” market, due 


These are “diamonds” 


Every typewriter 


dealer will want to 


Full details appear on page 20. 










War Bonds 
and stamps 


FOR FREEDOM'S SAKE 


During the month of May over one million of the na- 
tion’s retailers were furnished copies of the new “Min- 
ute Man” poster, “For Freedom's Sake.” Painted by 
John Atherton, an artist who has gained distinction both 
as a fine’ and “commercial,” the poster's harmonious 
coloring of bronze and green, its atmospheric charm of 
a New England village, its powerful silhouette quality, 
have earned for it a high approval. 


Each retailer who is a fiscal agent of the Treasury, 
that is, those retailers who are actually selling War 
Bonds and Stamps, will be awarded the new “Minute 
Man” decalcomania, which will henceforth identify 
merchants who are “War Active Retailers.” 


Participation in this War Bond and Stamp sales pro- 
gram is a patriotic service that offers a means of sub- 


stantial civilian contribution to the war effort. 
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Standardize Your Methods of Pricing. to 
ASSURE PROFITS UNDER PRICE CONTROL 


FFICE appliance dealers, in 

the past, have figured sell- 
ing prices by two methods: mark- 
up and margin on Selling price, 
sometimes changing from one to 
the other at whim, which was 
bad business before GMPR because 
it often resulted in an erroneous 
calculation of profits and a busi- 
ness loss. To this hazard is now 
added the possibility of penalty 
for violation of the Emergency 
Price Control Act of 1942 and this 
holds true regardless of what form 
of price control is put into effect, 
whether prices are ceilinged as 
per store, as per line, whether the 
margin is frozen, and so on. 

The following case history re- 
cently reviewed shows how haz- 
ardous it is to confuse a percent- 
age on Sales with a percentage on 
cost. 

Dealer X assumed that his sell- 
ing prices were adequate for 
profit because he had included 
every item of expense in overhead 
and based his overhead percent- 
age on current figures, not more 
than twelve months old, and 
added the customary percentage 
of net profit. In round figures, 
this is his condensed profit and 
loss statement for twelve months: 
Sales $100,000 100% 
Cost of sales 60,000 60% 


Margin of profit 
on sales 
Overhead 


$ 40,000 40% 
35,000 35% 


Net profit on sales .$ 5,000 5% 


By FRED MERISH 


a. 
ty 


Notice that overhead is thirty- 
five per cent, net profit five per 
cent, making forty per cent total 
on Sales, yet, in setting selling 
prices, Dealer X used this formula 
on the purchase of $1,200 worth of 
merchandise for resale: 
Cost of goods 
Add forty per cent mark-up 

for overhead and net profit 480 


$1,200 


Selling price $1,680 
Dealer X was figuring overhead 
and net profit, in this case, on 
cost (thirty-five per cent for over- 
head, five per cent for net profit), 
as Shown by the experience figures 
on his profit and loss statement, 
and he was chiseling himself on 
sales as you will see by the follow- 
ing calculation: 
Cost of goods 
Add forty per cent margin 
for overhead andnet profit 800 


$1,200 


Selling price $2,000 

In this calculation, overhead 
and net profit are computed on 
the selling price (forty per cent 
of $2,000 or $800). In the former 
computation, where the mark-up 
on cost was used, the differential 
was $320. If we re-arrange the 
foregoing figures in line with the 
profit and loss statement set-up, 


we can probably make visualiza- 
tion clearer, to wit: 


Sales $2,000 100% 
Cost of sales 1.200 60% 
Margin of profit 

on sales $ 800 40% 
Overhead expense 700 35% 
Net profit on sales...$ 100 5% 


Loss Instead of Profit 


According to the yearly state- 
ment, Dealer X’s customary net 
on sales was five per cent or $100 
on this lot of merchandise, when 
margin was figured on the selling 
price. By switching to mark-up 
on cost, he went in the red for 
$200 and lost his normal net profit. 
In view of the fact that the pre- 
vious twelve months showed a net 
profit of five per cent, Dealer X 
was following customary proced- 
ure by estimating five per cent on 
current business but the estimated 
net profit must be computed in 
the right way. The dealer must 
keep in mind the method he used 
in arriving at this percentage of 
spread on the profit and _ loss 
statement and _ stick to _ that 
method in figuring future Selling 
prices 

If March 1942 is continued as 
the base-period against which to 
compute ceiling prices, the dealer 
should use the current percentage 
of spread between cost and sell- 
ing price in the Same manner he 
used it in March; otherwise, he 
penalized 


~ 


may lose money or be 








by the OPA. If the method of a1 
riving at ceiling prices is changed 
he should be equally consistent 
and use the percentage of spread 
between cost and Selling price in 
the same manner he uses it dur 
ing whatever base-period is de 
creed. In some cases, where a 
-hange in computing the spread 
iepresses the price for a product 
or service under that which it was 
a Similar item or service 
was sold in the base-period, there 
isn’t likely to be a holler from 
OPA, but if you inadvertently 
should charge a higher price be- 
cause the computation was 
changed from mark-up on cost 
to margin on Selling price, or vice 
versa, without making a change 
in the percentage figure to take 
‘are of the differential. you may 
be penalized when your sales are 
audited against your base-period 
records by OPA auditors 

One thing to remember. Price 
ceilings or no price ceilings, you 
still have an overhead and must 


make a net profit, which should 





MARK-UP AND MARGIN 
TRANSPOSITION CHART 


MARGIN MARK-UP 
Per cent of Per cent 
selling price of cost 

5.0 5.3 
7.0 Fe 
10.0 11.1 
12.5 14.3 
15.0 17.7 
17.5 21.9 
20.0 25.0 
22.5 29.0 
23.0 29.9 
24.0 31.6 
25.0 33.3 
26.0 35.0 
27.0 37.0 
27.3 37.5 
28.0 39.0 
28.5 40.0 
30.0 42.9 
31.0 45.0 
32.0 47.1 
33.3 50.0 
35.0 53.9 
35.5 55.0 
37.0 58.8 
37.5 60.0 
38.0 61.3 
39.0 64.0 
40.0 66.7 
42.8 75.0 
47.5 90.0 
50.0 100.0 


This table shows that it makes a big 
difference whether you add the per- 
centage of spread, including over- 
head and net profit, to cost or selling 
price. The percentage may be cor- 
rect but if you apply it incorrectly, 
you may suffer loss or an OPA pen- 
alty. Inconsistent pricing is a greater 
hazavd for the duration than in pre- 
war times. 





be accurately computed on your 
goods to keep clear of penalties 
or loss. You can use either mark- 
up on cost or margin on sales and 
make a profit as long as the per- 








MR. MERISH 


centage provides enough dollars 
to cover current overhead outlay 
and the desired net profit. But to 
prevent penalties, involved detail 
and misunderstandings—for the 
duration of price control, at least 

use the same method of comput- 
ing the gross profit that you do 
in the base-period set by OPA, 
whether it remains March 1942 or 
is changed to another period and 
method of computing 
ceilings is used. When the spread 
is figured on sales, accountants 
call it “margin,” when figured on 
cost, they call it “mark-up.” The 
erm “gross profit” is really a mis- 
nomer because the difference be- 
tween the cost of goods sold and 
the selling price is not really profit, 
inasmuch as overhead must be 
deducted before the real profit or 


another 


net profit earned 
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OFFICE APPLIANCES 


Strange as it seems, some deal- 
ers still do not realize that it 
makes a difference whether a 
forty per cent gross profit or mar- 
gin is computed on cost or sales 
but the foregoing tabulations show 
otherwise. Dealer X should have 
added sixty-six and seven tenths 
per cent on cost to equal forty per 
cent margin on the Selling price, 
100 per cent on cost to get the 
same result in Selling price as a 
fifty per cent on sales computa- 
tion, and So on, as per the accom- 
panying table. To switch methods 
without changing percentages is 

business malpractice that will 
cause greater havoc today than 
BPC (‘Before Price Ceilings) be- 
cause it was possible to “up” prices 
then to cover such errors in cost- 
ing 

From our experience, we are 
convinced that the reason why 
Gealers have not been consistent 
in using mark-up or margin is a 
superficial understanding of the 
problem and the fundamentals 
underlying it. The tables in this 
article show breakdowns of the 
pricing processes used in arriving 
at selling prices via mark-up and 
margin percentages so that the 
dealer is given a comprehensive 
understanding of the fundamen- 
tals underlying both methods. 
With these fundamentals clearly 
in mind, he should have no trouble 
pricing sales profitably so that he 
can survive until the postwar pe- 
riod ushers in an opportunity to 
make substantial profits without 
the stringent controls now in 
effect. 














COINCIDENCE: J. E. Grady, who conducted a large world-wide 
business in rebuilt typewriters as proprietor of the Rebuilt Type- 
writer Company some thirty-five years ago, was sales manager for 
the old Rockwell-Rupel Company, now Rockwell-Barnes Company, 
prior to entering the typewriter field. Wesley A. Stanger, one time 
editor of OFFICE APPLIANCES, was a salesman for Rockwell- 


Rupel, working under Mr. Grady. 


By coincidence they called on 


succeeding days last month at OFFICE APPLIANCES’ headquar- 
ters to pay their respects. Both Mr. Grady and Mr. Stanger remain 
active in the office appliance industry, the former in Detroit; the 


latter in Newark, N. J. 


LAUREL: To the Domore Chair Company goes the honor of 
being among the first to pay tribute to the “White Collar Worker” 
in advertising copy. The white collar worker is the “unsung hero” 
of this war—the one who uses the tools provided by this industry 
to keep the economic system in function despite manpower short- 
ages. Domore’s tribute is a deserved laurel. 





“Acres. of Diamonds.” 
SALES POTENTIALS IN OFFICE FORMS 


RE there any retail station- 

ers who are not deeply con- 
cerned by merchandise scarcities 
and who are not almost feverishly 
searching the market for mer- 
chandise—old, new or alternate? 
If there are any who are excep- 
tions to today’s prevailing mer- 
chandising conditions, I have not 
heard about them. Obviously, all 
wide awake and aggressive retail- 
ers need and want merchandise to 
sell to supplant the huge loss of 
sales resulting from merchandise 
that is no longer obtainable be- 
cause of wartime economic con- 
ditions. 

The offerings of good substitute 
items are few and far between 
and naturally most raw materials 
that logically could enter into the 
production of substitute merchan- 
dise are just as critical and diffi- 
cult to secure as are standard 
materials that go into the pro- 
duction of regular branded goods. 
Thus, the production of substi- 
tutes is limited and _ definitely 
curtails sales potentials in that 
particular direction. 

Diversification of merchandise 
lines has and is being tried, but 
here, too, there are very definite 
limitations because of manufac- 
turers’ commendable policies of 
refraining from opening new ac- 
counts in their sincere desire to 
do the best job they can under 
all restrictions to furnish goods 
to their old, established customers. 

Have you ever read “Acres of 
Diamonds”? If not, this is a par- 
ticularly good book for small busi- 
ness men—especially stationers 
to read during these times. In 
and out of it, you will discover the 
key to digging diamonds out of 
your own stocks or from the 
stocks of your regular supply 
sources of things that still are 
available and may continue to be 
available for the duration. I have 
particular reference to “forms” of 
all kinds for the general office, 
factory, warehouse and traffic de- 
partments of American business. 
Social and economic conditions, 
wartime rules and regulations on 
business, production of military 
goods, swing and shift in employ- 
ment, legislation of all kinds, and 
the unusually heavy movement of 
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MR. SKIBBE 


freight and other transportation 
facilities, all help to create the 
biggest “forms” market ever ex- 
perienced in the history of the 
stationery trade. Surely here are 
acres of diamonds for those of us 
who will see this marvelous op- 
portunity and will gear ourselves 
inventory-and sales-wise to cap- 
ture this new and profitable busi- 
ness! 
Current Sales and Future 
Business 

Another diamond that appears 

out of the nowhere, as a result of 





MR. SKIBBE SAYS— 

“Social and economic conditions, 
wartime rules and regulations on 
business, production of military 
goods, swing and shift 1n employ- 
ment, legislation of all kinds, and 
the unusually heavy movement of 
freight and other transportation 
facilities, all help to create the 
biggest ‘forms’ market ever experi- 
enced in the history of the station- 
ery trade. Surely here are acres of 
diamonds for those of us who will 
see this marvelous opportunity and 
will gear ourselves inventory- and 
sales-wise to capture this new and 
profitable business.” 





taking action now in the intensi- 
fied sales promotion of forms of 
all kinds, is the solid and endur- 
ing foundation that you are lay- 
ing simultaneously for the future 
sales and profits of your own busi- 
ness. Experience has, or should 
have, taught every practical sta- 
tioner that office forms once sold 
and firmly established in the 
market produce the maximum in 
automatic and profitable repeat 
sales year after year, with just an 
occasional sales push and em- 
phasis on new and _ improved 
numbers from time to time. 

Keep in mind that new forms 
are being added constantly to the 
Sstationer’s stocks as legislation 
and economic conditions create 
the need for such new and sim- 
plified office forms. Never has 
there been a greater need or a 
wider and more urgent demand 
for management, clerical, general 
office, warehouse, and _ traffic 
forms than under present-day 
conditions which call for the 
maximum in office efficiency and 
routine and the minimum use of 
vital manpower. Men, money and 
materials must be conserved care- 
fully, and most of the forms that 
are to be found in the stocks of 
manufacturers, wholesalers and 
retailers, when put into every- 
day use by American business, 
become the Keys to wise and pru- 
dent use of manpower; and this 
is true in factories, warehouses, 
and traffic departments as well as 
in offices. 

We, here in the Associated Sta- 
tioners Supply Company, in order 
to help our dealers uncover the 
diamonds that definitely are to be 
found in the acres of their own 
markets, have spent considerable 
time and money in research and 
in the development of a very 
modern catalog of special forms 
of all kinds which is intended for 
distribution by our dealers in 
their own markets. This catalog 
and our suggestions and recom- 
mendations for sales promotion 
are in the mail now, and we are 
certain that we are furnishing 
the right sales tools so that our 
dealers can dig up those diamonds 
of profitable sales right in their 
own back yards 











A Questionnanre on Paper Work for 


THE OFFICE 


NTER-OFFICE MEMO 
Date: May 20, 1943 

From: Walter Lenni 
To: Frank Blume 
Formula For Bette. 
Paper Work 
We've just finished reading proot 
n the story you sent from Nela 


yt 
Al 


SON 


Park and have been wondering 
forms 1n 


1e Stricker Plan that might help 


nere werent some 


ur readers? If they are as good 

stuff you've been sending 

reat many office executives 

probably could adapt them fol 

1e 1] Own LS¢ Please Se € wnat 
1 can find WL 


INTER-OFFICE MEMO 
Date: May 21, 1943 

From. Frank Blumer 
7 Walter Lennartson 
Subject: Thirty Questions 
headed this memo 
hirty questions” I had no idea 
games. Questions can 
ms. Look at the de- 


elopment of medicine, the long 






r questi 


engineering 
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achievements of 


ets and Keeps his office organ 
zed, to keep pace with production 
in the plant, must ask himself a 

t of the searching questions that 
answer questions. And, if progress 
is to result, both the questions and 
the questioner must make sense. 


Some thirty individual questions 


require an answer before any 
fice executive can know whether 

piece of paper work is doing 
more than necessary or less than 
is required to make it completely 
iseful. Answering these questions 
and putting the answers on a 
pecification Sheet gives the office 
man the equivalent of a fact-find 
ng microscope 

There are WO reasons, today, 


1 ffice executive must 
maintain simplified but complete 
records. Not only does his own 
business depend upon them, but 
the government must be kept fully 
informed 

Shaping the course of our war 
he immediate future is 
Controlled Ma- 


erials Plan, ne essentlal alloca 


nation-wide 





Fourth in a Series of Studies 
of ‘’The Stricker Plan,’’ 
Which Has Been Put into 
Effective Function in the 
Statistical Department of 
The General Electric Com- 
pany Lamp Department, 
Nela Park, Cleveland 





tion of all basic manufacturing 
materials to each of the war con- 
tractors of the United States. In 
order that government may al- 
locate available raw materials 
wisely and well, and get them in 
time to men and machines where 
they can be processed without 
delay, an entirely new basic group 
f control records must be evolved 


Ol 


American Business Dilemma 


All the studies made prepara 
tory to the passage of this new 
legislation, however, clearly in- 
dicate that our American dilemma 
has two horns. Not only has gov- 
ernment made too many requests 
for data from business but many 
records of key manufacturers are 
so inadequate that they cannot 
possibly yield vitally needed infor- 
mation. To meet new needs, gov- 
ernment must co-operate to its 
fullest ability and business must 
begin, at once, to revise incom- 
plete basic records 

In the long, leisurely hours of 
peace an executive who needed 
information on men, machines or 
processes could study his problem 
in the plant and carry back to his 
desk a solution arrived at by per- 
sonal contact at the source. He 
had, or, just as important, he 
thought he had an immediate an- 
swer to the problem. Spot-checks 
are Still possible, and in great and 
growing production-empires still 
can be effective, but they leave 
great gaps in essential records 
that can handicap both adminis- 
trative executives in business and 
control-officials in government. 

The men and the machinery of 
war production have been mobil- 
ized and the controlled allocation 
of critical materials is well under 


MANAGEMENT EXECUTIVE 


way. The time is at hand when 
the paper-work control of both 
manufacturing and _ materials 
must also be mobilized, more 
closely co-ordinated than ever be- 
fore. Step by step, business must 
overhaul its paper work. First, the 
gaps in essential records must be 
stopped. Next, new and necessary 
records must be fitted to existing 
office procedures and -personnel. 
Then, old and new records must 
be related to each other to effect 
possible economies. When _ both 
have been surveyed, there is a 
specific likelihood that _ better 
office procedures will result. 

Some business records are de- 
tailed and voluminous. Others are 
so brief and inconclusive that 
they offer only indications of the 
condition and capabilities of the 
business. If the requirements of 
both types of business are basic- 
ally the same and the facilities 
for the production of vital records 
relatively equal in scope, then 
there is need for the simplification 
of voluminous records and an 
amplification of inconclusive data. 
A happy medium will produce the 
control-records necessary to con- 
tinuously efficient war production 
and, at the same time, furnish 
government with a usable record 
on which allocations can be made. 

In the Stricker Plan, a single 
form determines the inter-related 
components required to determine 
a sound end-result. Its use clearly 
establishes ways to develop all of 
the necessary parts to comprise 
complete yet simplified reports for 
both business and government. 
Because this one form permits the 
review of existing work and es- 
tablishes the base for the pro- 
duction of new data, it becomes a 
potential formula for all work. 
Striker’s questions are sharp and 
critical. If an office manager will 
study his answer, he can prevent 
lagging paper work from slowing 
production, and make the office 
bear its full responsibility in war 
work. By mail tonight, I’ll send 
you all questions. 


* 


INTER-OFFICE MEMO 
Date: May 21, 1943 
From: Frank Blumer 


To: Walter Lennartson 
Subject: Questions that Answer 
Questions. 

However an Office functions, 
whatever the work to be done, the 
fundamentals of any sound plan 
will remain unchanged. Whether 
an office man asks his questions 
and makes his changes all at once 
or one by one, eventually he will 
arrive at the same conclusion 
This Stricker Plan, it seems to me, 
puts first things first. Here are the 
questions he asks about every 
paper work job in his office 
Answers to this first group of 
questions is most important. 

What is required? What is the 
purpose of the report? Does real 
need for the data exist? Who are 
the principal persons interested? 
Can any other existing tabulations 
serve the purpose? 

When real need has been deter- 
mined, then it is necessary to find 
an answer to a second group of 
questions. The speed with which 
essential reports can be originated, 
made up, and distributed depends 
largely upon the time and thought 
devoted to the answers of the 
questions which follow: 

What data are needed? What is 
the best source? What degree of 
accuracy is required? Are even- 
thousands sufficient? Will esti- 
mates serve? Are whole percent- 
ages adequate? Is checking proce- 
dure sound? What arrangement is 
best? Can standard size forms be 
used? Is typewriter reproduction 


possible? Are columnar arrange- 
ments suitable, margins and no- 
menclature uniform for related 
reports? What is the period of 
issue and number of copies 
needed? 

Answers to the next’ three 
groups of questions help to deter- 
mine the speed with which work 
can be accomplished. Each group 
should be given careful consider 
ation and adequate answers ar 
rived at before the work is begun 

What terminal facilities must 
be provided? How long should 
original data be kept? How long 
should completed work forms and 
copies be held and how many 
shall be filed? 

What changes can be made in 
environment? Are poor ventila- 
tion, inadequate lighting and 
faulty noise control wasting hours 
that their correction might save? 
Have equipment and arrangement 
been considered in relationship to 
flow of work? 

Is measurement of work and 
time fair to workers? Has the 
mass of routine office work been 
reduced to a clear pattern to make 
schedules of completion attain- 
able for all workers? 

Only when all the questions 
which precede the next group 
have been answered can work be 
assigned. Here are two groups of 
questions having to do with the 
assignment of work and its super- 
vision. Both groups justify careful 
study. 
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How is work assigned? Does it 
consider individual aptitudes? Is 
there a trained reserve of work- 
ers familiar with each type of 
operation? 

Then, does the schedule avoid 
peak loads as far as possible? Is 


the existing supervisory _ staff 
capable of establishing, reviewing 
and revising the paper work that 
must be done? 
Any executive who will take this 
list in hand, start out to find not 
but all the answers, quickly 
will arrive at the conclusion that 


one 


this is no simple game of ‘Thirty 
Questions.” The problem has mat 
ted hair and long, sharp teeth 


but all of these questions are 
sharp and critical enough to bite 
deeply into the soft spots in paper 
work production. When all the 
problems have been brought to 
the surface, business will have 
evolved better records and gov- 
ernment can continue to get the 
data essential to continuous war 
production 
*. 
INTER-OFFICE MEMO 

From: Walter Lennartson 
To: Frank Blumer 
Subject: Stricker Plan 

I hope you are giving our read- 
ers aS complete a picture of that 
Nela Park operation as you’re 
giving me. I’m getting my teeth in 
it! Now, what about looking up 
some case histories. You told me 
the plan was based on some 3200 
Studies. What do they show? 
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An Executive Questions Himself in Planning for Action on Problems of ‘Office 
Science.’ The thirty queries recommended are presented in the accompanying article. 











The Place of Office Machines 
IN THE COMING POST-WAR PERIOD 


N MAKING any plans for the 


post-war period, 


cern of all members of the office 


} 

i 
+ 
L 


he first con- 


machinery industry is reconver 
sion and a return to production 
of typewriters, adding, calculat- 
ing, bookkeeping and all the 
ther office machines that have 


+ > } . ] . ¥ 
become an integral part of effi 
cient management Aside from 
the tft hniec ] letail 1? rolved re 
ne ecnnl Cal aetausS invoivea, re 


conversion presents the qualita- 
tive as well as the quantitative 
problem Most office machine 
manufacturers, who today are 
making motor parts, carbines, in- 
struments and other precision 
products for war, will want to set 
up their manufacturing process 
to include some of the experiences 
gained and the raw materials used 
in war materiel production 

We can agree 


on production and sales during 


+ 


hat restrictions 


the war years will have created a 
pent-up backlog of customers to 
the extent that all production of 
office machines in the first year 
or two after the war will be sold 
much too readily. While it is only 
natural that each manufacture! 
will try to produce aS many units 
of his particular machine or ma- 
chines as he possibly can, peak 
sales will last only until the back- 
Thoughtful plan- 
icient post-war produc 
} 


log 1S Satishea 


t d include a great deal 
of attention to the normal years 
Although this 


S. 


that are to follow 
period of peak sales will not be a 
true index of normal post-war 


+ + 


sales volume, some aspects of 1 
will become factors in sustained 


business after the wal 


A Seller’s Market 


Aggressive selling, for instance, 
will not be necessary for the first 
peak demand, but the sales staff 
will still be an important consid- 
eration. To the customer the sales- 
man who calls on him is the com- 
pany he represents. The so-called 
order-taker” can handle this 
business only during the period 
while orders are there to be taken 
Sales training is a laborious and 
costly process, as all manufac- 
turers of office machines Know, 
and the necessity of building up 


whole new sales staff from 
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nothing could well spell the dif- 
ference between success and fail- 
ure. For that reason the manu- 
facturer who has retained at least 
a Skeleton sales organization dur- 
ing the war years, will have a 
distinct advantage over one who 
has disbanded his sales staff com- 
pletely, or let salesmen drift away 
one by one of their own volition 
until the sales organization no 
longer exists 

A seller’s market will result from 
the demand for new office ma- 
chines, since during the war years 
all offices will realize how very 
important efficient business ma- 
chines can be to any business. It 
will therefore be only natural that 
all users will want new machines 
almost simultaneously, after hav- 
ing to do without for so many 
years 

It is likely that in some intances 
this excess demand might make it 
necessary for some manufacturers 
to formulate some sort of definite 
policy about, to borrow a word 
from wartime usage, priority of 
orders. While it should not reach 
the PD form stage, users of large 
numbers of a given type of ma- 
chine usually pay less per unit 
than the buyer of one or only a 
few machines. Theoretically, the 
latter is a better customer from 
the profit angle, but the large 
customer is very important be- 
cause of volume. A definite deci- 
sion might have to be made about 
the order in which first demands 
of customers are Satisfied, and this 
decision may affect future normal 
business relations between manu- 
facturer and customer. 


Over Three Hundred Million 
Dollars in Sales 
‘Markets After the War,” pub- 
lished by the Bureau of Foreign 
and Domestic Commerce, presents 


a hypothetical analysis of our 
economy in a post-war year, in 
which, as a result of maximum 
employment, the gross national 
product is calculated to reach the 
level of 165 billion dollars, based 
on 1942 price levels. As a re- 
sult of the trend revealed by past 
relationships of the office machine 
industry to total volume, the hypo- 
thetical volume of business for 
this industry should reach the 
figure of 330 million dollars, or 
slightly more than double the 
amount attained in 1940. 

Our direct concern is with this 
330 million dollars of domestic 
business that office machine man- 
ufacturers might expect as a re- 
sult of a gross national product 
of 165 billion. Please note that 
exports are not included in this 
hypothetical projection, although 
in this industry exports are al- 
ways a Substantial part of total 
production. Imports, however, are 
included but in the office machin- 
ery field these are a negligible 
factor and can be disregarded. 


Prosperity and Office Machines 


This volume represents 0.2 per 
cent of the hypothetical gross na- 
tional product although, with the 
exception of 1941, sales volume 
never reached that proportion. 
The average ratio over the thir- 
teen year background period was 
0.1616 per cent, and in 1933 office 
machine sales were only 0.1108 
per cent. However, like other cap- 
ital goods, office machines re- 
spond to periods of prosperity 
much more sharply than other 
goods, and it is only reasonable 
that this increase in a period of 
full employment could approach 
this level, possibly even exceed it. 

If average ratios were to be used 
to forecast volume of business, the 
period from 1937 through 1941 
would serve as a better index, and 
in this period the volume of busi- 
ness was 0.1843 per cent of the 
gross national product, which 
would indicate that in an economy 
of full employment the least that 
could be expected for the office 
machine industry would be a vol- 
ume of 304 million dollars, or 
roughly just about 8 per cent 
less than the hypothetical volume 
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set forth in “Markets After the 
War.” 

Actually, many factors will have 
to be considered in attempting to 
analyze this figure to see what it 
could mean for the individual 
manufacturer or the producers of 
a given type of machines. The 
biggest single factor will be pre- 
paredness of the individual or 
group to do their part in an econ- 
omy of full and productive em- 
ployment. 

Planning for what is to come is 
an important part of such pre- 
paredness. It would be illogical to 
assume that the office machine in- 
dustry will automatically do a 
330-million-dollar business sim- 
ply because the gross national 
product might be 165 billion in a 
typical post-war year of full em- 
ployment, just as it would be ri- 
ciculous for a given manufacturer 
to assume that his share of that 
volume will be thirty-three mil- 
lion dollars simply because his 
business usually constituted ten 
per cent of his industry. He 
knows that as the result of his 
effort and ingenuity in finding 
new sales outlets or developing 
better machines, the volume for 
his industry reached a certain fig- 
ure. The volume is the result of 
efforts of individual members, not 
the starting point from which 
members of an industry take a 
share. The potential volume is 
based on results in the past, and if 
the members are on their toes to 
the extent that they were in the 
past, and if all problems are sat- 
isfactorily solved, the potential 
should become fact as the result 
of their joint efforts in this di- 
rection. 

Some of the factors that are 
bound to affect the industry as a 
whole can be listed and discussed 
briefly in subsequent paragraphs, 
others that might be individual 
for a single manufacturer or that 
might affect all makers of a cer- 
tain type will be problems for the 
individual or group to solve, just 
as company policy or group sales 
practices are decided by the indi- 
vidual or the members who are 
affected. 

Even a prophet could not hope 
to answer the first question that 
will immediately arise! “How 
long will the war last?” “Markets 
After the War” arbitrarily assumes 
that 1946 will be a typical post- 
war year. In other words, recon- 
version and all the necessary other 
readjustments from a war econ- 
omy to a period of productive 
peacetime occupations will have 


taken place by the end of 1945 
War has brought us innumerable 
controls over almost all phases of 
what we liked to consider our nor- 
mal life, and therefore in addition 
to flexibility, any plans for a re- 
sumption of peacetime activities 
after the war must be taken into 
account, in addition to the time 





A SELLER’S MARKET 
AFTER THE WAR 


A seller’s market will result from 
the demand for new office machines, 
since during the war years all offices 
will realize how very important efh- 
cient business machines can be to 
any business. It will therefore be 
only natural that all users will want 
new machines almost simultaneous- 
ly, after having to do without for 
so many years. 

It is likely that in some instances 
this excess demand might make it 
necessary for some manufacturers 
to formulate some sort of definite 
policy about, to borrow a word from 
wartime usage, priority of orders. 
A definite decision might have to be 
made about the order in which first 
demands of customers are satisfed, 
and this decision may affect future 
normal business relations between 
manufacturer and customer. 





element, the possibility that some 
of these controls might be neces- 
sary for some time after the war 
to prevent potential distortions in 
the distribution of raw materials, 
possibly even finished products 
How long these controls are re- 
tained will be most important to 
all industries that might be af- 
fected. 


Benefits May Not Occur 
Immediately 


As mentioned before, the first 
large-scale demand immediately 
following the end of hostilities 
will not constitute an index of po- 
tential post-war business. It is 
very probable that there may be 
a definite recession following the 
first turmoil of activity as a result 
of having to do without during 
the war years. It is the sustained 
level of a peacetime economy of 
full employment that is impor- 
tant and it should be adequately 
planned, not just hoped for as a 
natural phenomenon. In order to 
reach it, each individual manufac- 
turer must contribute his share, 
and that share is worth planning 
To borrow a term from one of the 
members of the industry, efficient 
production will be a problem of 





logistics. It will mean that there 
will have to be the right number 
of the right machines produced 
in order to be in the right sales 
office at the right time. 

During the war years virtually 
all production of office machines 
was destined for use of the armed 
services. Once the war is won, 
these machines will be released 
from duty simultaneously with the 
men who will be returning to the 
peacetime jobs that will result 
from present planning for post- 
war production. The usual pro- 
cedure followed in dealing with 
surplus equipment of any Govern- 
ment agency is to turn it over to 
the centralized procurement office, 
where it is retained for use in 
filling requisitions from other 
agencies 


Plans for Surplus Equipment 


Equipment that is outworn 
through use, or too outmoded to 
be put back into service, is sold 
at auction. Most of this equip- 
ment would therefore be held for 
reassignment to other offices, al- 
though the large number of these 
machines may make it necessary 
for a major part of them to be 
sold regardless of condition or 
age simply for lack of adequate 
storage space. No definite plans 
have been made in this respect, 
however, and the above is merely 
a conjecture. 

It might therefore be advisable 
to consider disposing of these ma- 
chines abroad to satisfy first the 
most immediate foreign demands 
of the regions where our troops 
happen to be when the war ends. 
In addition, this policy would 
make it unnecessary to transport 
such machines back here only to 
find that some of them would be 
exported again to supply some 
part of the large foreign demands 
that new machine manufacturers 
will not be able to handle. 


Export Sales Not Like Topsy 

Exports have not been consid- 
ered in the projections that ‘“Mar- 
kets After the War” has made for 
a typical post-war year of full 
employment. Manufacturers of 
office machines know how impor- 
tant a part exports were of total 
business and, after allowing for a 
peak demand in the first immedi- 
ate post-war period, export mar- 
kets will respond to sales promo- 
tion in very much the same 
manner as they have in the past. 
Even export sales never just hap- 
pened! They had to be planned 

(Turn to page 19, please) 











Shares. Evory Reason for 
OPTIMISM IN POST-WAR EXPORT 


HEN the war is won the 
United States, through a se- 
ries of circumstances, will emerge 
the greatest industrial nation the 
world has ever known. American 
business, regardless of whether 
we like it or not, will be forced to 
take the lead in rebuilding the 
economic life of the entire world 

Most people can foresee a tre 
mendous volume of domestic busi- 
ness in the early post-war years 
but few of them realize the tre- 
mendous demands that will be 
made on our productive capacity 
in the way of export trade. Most 
of the factors upon which they 
base potential domestic business 
are also present in the export out- 
look 

At the end of this war, unlike 
the conditions that prevailed at 
the termination of World War I, 
debts owed us by foreign nations 
will be largely in commodities, 
since the bulk of our help to our 
allies has been in the form of 
Lend-Lease 

While our allies, no doubt, will 
be able to furnish us certain raw 
materials as an offset in the early 
post-war years, the fact remains 
that as far as manufactured goods 
and many types of foodstuffs are 
concerned, those nations will still 
need to draw upon America’s pro- 
ductive capacity. 

America has that productive 
capacity. It is estimated that 
our manufacturing facilities have 
been increased at least one-third 
Since the fall of France. That in- 
crease probably is not far short 
of the combined production facili- 
ties of all of Europe. There can 
be no question of the tremendous 
pent-up demands for American 
goods throughout the world. Few 
people, however, realize how much 
money European governments and 
their nationals have on deposit in 
the United States. This, together 
with long-term credit which will 
have to be extended in the inter- 
est of world political stability, 
adds up to a condition in the 
early post-war period, at least, 
which cannot help but be re- 
flected in a tremendous increase 
in export of food, civilian goods 
and machine tools 

The last war awakened the 


By A. F. BAKEWELL 


Exsort Manager, 
Victor Adding Machine Company, 
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giant potentialities of Russia as 
Hitler has found to his sorrow 
There is every reason to believe 
that this war may have the same 
effect on another giant. For the 
first time in centuries the Chinese 
people have a feeling of unity and 
nationalism that may well lead to 
a development just as rapid as 
that which has occurred in Russia 
during the past twenty-five years. 
Suppose, for instance, that 
China’s millions in the next gen- 
eration raised their national 
standard as the Russians have 
The thought and its implications, 
as far as American trade is con- 
cerned, seem almost unbelievable. 
Suppose that instead of “oil for 
the lamps of China” we were 
called upon to furnish the tur- 
bines, generators, bulbs and the 
thousand and one other things 
that are needed when the oil lamp 
is discarded for the magic of elec- 
tricity 
South American Market 

So much for the overall picture 
of world export trade as it ap- 
plies to Europe, Asia and the Brit- 
ish Empire. Nearer to home we 
have another export market in 
which all the positive factors we 
have been speculating upon exist 
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in an even more favorable ratio. 
In planning for export sales of 
office equipment in the early post- 
war years, our thoughts turn first 
to South America. 

The South American countries 
will have a tremendous backiog 
of demand for all types of manu- 
factured goods because they felt 
the pinch of scarcity even before 
the people in the United States. 
This was due to the fact that they 
did not have the immense inven- 
tories in the hands of dealers and 
wholesalers which cushioned the 
shock of curtailed production here 
in this country. 

Equally important is the fact 
that the United States is buying 
tremendous quantities of almost 
every type of raw material and 
paying prices that leave South 
American producers a substantial 
profit. In some cases the United 
States, to prevent economic col- 
lapse, is paying for items, such as 
bananas and coffee, on which 
she cannot take immediate deliv- 
ery due to shipping problems. In 
addition, we are doing everything 
possible to sharply expand Latin 
America’s production of tin and 
rubber, commodities which for- 
merly came almost exclusively 
from the South Pacific. 

This means that two powerful 
factors are working for a tremen- 
dous volume of post-war export 
to the Latin American countries. 
Demand is constantly growing 
and dollar exchange, to satisfy 
those demands, is being accumu- 
lated on an unprecedented scale. 

The war and the submarine 
menace, which has cut down 
available shipping, are speeding 
up the industrial development of 
many Latin American countries. 
This industrialization, as was the 
case in our own country during 
the nineteenth century, will be 
confined at first to the production 
of the essential civilian needs 
such as clothing, housing, and so 
on. Such industrial development 
will tend to make the import re- 
quirement for specialized equip- 
ment, such as office machines, 
greater than ever before. 

While South American coun- 
tries are not actively belligerent 
in the world conflict, most of 


them have cast their lot with the 
United States for a United Na- 
tions’ victory. Politically, the ma- 
jority of the Latin American na- 
tions and the United States are 
closer together than they have 
been for fifty years. This fact is 
bound to exert considerable in- 
fluence in economic relations dur- 
ing the post-war years. 


Influence of Air Transport 


The tremendous strides made in 
air transport as a result of the 
war is another important factor. 
Again, America with its produc- 
tion facilities, especially in the 
field of heavy bombers, enjoys a 
tremendous initial advantage. 
This fact, coupled with the great 
strides made by privately owned 
American air transport organiza- 
tion, will mean that the United 
States should be supreme in the 
skyways. 

This is a very real advantage in 
a continent where distances are 
great and surface transportation 
facilities are limited. 

Much the same can be said of 
ocean transport. The merchant 
fleet of the smaller European na- 
tions have suffered tremendous 
losses during the war. The defeat 
of the Axis nations, no doubt, will 
be accompanied by total annihi- 
lation of their cargo ships. The 
English merchant marine has suf- 
fered heavy blows which cannot 
be immediately repaired and the 
demands of the Empire will keep 
her fleet well-occupied outside the 
Caribbean and the South Atlan- 
tic. America’s great shipbuilding 
program, despite our own heavy 
losses, will assure us finishing the 
war with a merchant marine far 
greater than that with which we 
entered the war and one which 
will probably outshadow any other 
afloat. 

Another factor which must be 
considered is the attitude of Gov- 
ernment toward export trade. It 
would appear that the theory of 
isolation, which in the past two 
decades has had a great influence 
on our approach to world trade, is 
due to take a less prominent part. 
This in itself means that world 
trade, both as a means of helping 
to liquidate the cost of the war 
and as an instrument of world- 
wide political stability, will come 
to the fore. 

These are all natural advan- 
tages to us in the early post-war 
years. They will not become per- 
manent advantages in the South 
American market unless they are 
used wisely. Export trade closely 


resembles domestic trade _ in 
that within any competitive sys- 
tem it will eventually go to the 
vendor who offers the most for 
the money and who has the mer- 
chandise which is wanted. 

This means that the American 
manufacturer who seeks to build 
and hold a market in South 
America must strive as earnestly 
and intelligently to give his South 
American customer what he 
wants, when he wants it, and at 
the right price, as that manufac- 
turer does in the case of his do- 
mestic customer. The exporter 
cannot depend upon his own opin- 
ion or hearsay. He must know his 
Latin American market as inti- 
mately as his domestic market 
He must be just as aware of the 
local preferences of Rio de Janeiro 
as he is of those of Indianapolis. 
No amount of governmental en- 
couragement or help can take the 
place of personal initiative. 


Trained Sales Representatives 

In order to build solidly for the 
future, our representatives con- 
tacting South American customers 
must be broad-gauge, thoroughly 
trained and seasoned men, well- 
grounded in the fundamentals of 
business administration, finance, 
production and sales. Naturally 
such a man must be adaptable 
enough to adjust himself to the 
customs and practices of the peo- 
ple he contacts. He in turn must 
have sufficient authority to en- 
able him to make decisions on all 
but the most unusual cases right 
on the spot. 

The export manager, in turn, 
must have sufficient rank in the 
organization that his reeommend- 
ations both as to product and 
policy will carry as much weight 
with management as those made 
by sales executives in charge of 
various phases of domestic mar- 
keting. The acid test on this 
phase of operation will come in 
the early post-war months when 
pent-up demand will make alloca- 
tion of early production between 
domestic and export customers 
necessary. 

The man power demands of to- 
tal war have reduced most export 
departments to skeleton organi- 
zations as it has other divisions 
whose normal function is th? 
promotion of sales. The manufac- 
turer who is thinking of increas- 
ing his export sales in the early 
post-war years, must plan to re- 
build and increase his pre-war 
export department. In overall 
planning this phase of his opera- 


tion must receive equal consider- 
ation with rebuilding his domestic 
sales organization. All possible 
preliminary work should be done 
now. It is only by the same kind 
of careful planning being given 
to domestic sales programs that 
we manufacturers can hope to 
make the most of the great op- 
portunities open to us in the Latin 
American market. 

Hitler said a lot of things that 
weren't true and many of them 
could better have been left un- 
said. He voiced one truth, how- 
ever, that American industry 
should remember. Modern indus- 
trialism cannot be successfully 
confined by arbitrary political 
boundaries. Commerce is not a 
one-way street. The world must 
trade on a basis that is advan- 
tageous to all. 

° ~<a 
PLACE OF OFFICE MACHINES IN 
THE POST-WAR PERIOD 
(Continued from page 17) 
and worked for, just as the goal 
each manufacturer sets for him- 
self in the post-war era will be 
worth planning and working for. 
Each manufacturer can best tell 
about how much more he has to 
produce to take care of export 
markets, in addition to the role 
he sets for himself in the domestic 
post-war economy. 

Saturation of the market and 
the question of replacements in a 
typical post-war year have not 
been mentioned, since too much 
could be written on both subjects. 
Replacements will take care of 
themselves in time, and by means 
of better and more efficient ma- 
chines; also, I think the industry 
will agree with me that satura- 
tion with office machines is too 
far off to present an immediate 
problem. 

A hypothetical projection for 
the industry is purely a mathe- 
matical procedure. Attainment of 
his potential is a personal prob- 
lem for each manufacturer that 
he, and he alone, can solve. Its 
solution depends in large part on 
what he is doing today, and what 
plans he has for the future. Sim- 
plification of machines or reduc- 
ing the number of models may 
be the right answer for one; con- 
centration on one type and elimi- 
nation of subsidiary types may 
be planned by another. It is defi- 
nitely their problem, and if these 
lines simply serve to show the 
importance of planning now for 
what is to come, the chief pur- 
pose of this article will have been 
achieved 














Eighteenth Vl. j. 0. M.D. A. Convention 
WILL BE A GREAT WAR CONFERENCE 


YPEWRITERS have gone to 

war. And every typewriter and 
office machine dealer in America 
has an important part to play in 
providing and supplying the ma- 
chines that are so badly needed 
by the fighting forces and by war 
industries 

NTOMDA’s Eighteenth Annual 
Meeting, to be held June 21 and 
22 at the Muehlebach Hotel in 
Kansas City, Missouri, will, there- 
fore, be a war conference in every 
sense of the word. Top executives 
from Procurement, the War Pro- 
duction Board and the Office of 
Price Administration will  per- 
sonally be on hand to tell dealers 
exactly what they can do to serve 
America’s war aims most effi- 
ciently America’s leading and 
most successful dealers will also 
be there to tell what they are 
doing to carry forward the gov- 
ernment’s program and to adjust 
their businesses to the _ times. 
There will ample time sched- 
uled for plenty of questions and 
answers 


Why Every Dealer Should Attend 


There are a host of good rea- 
sons why every typewriter and 
office machine dealer should turn 
his steps toward Kansas City this 
month. The Kansas City dealers 
are exceptionally fine hosts 
any dealer who attended the 1936 
convention there will attest that 
fact. The program will be tre- 


Assembly Will Convene 
in WMuchlebach Hotel, 
Kansas (ity, Mo., 
June 21 and 22 


ws 


mendously worth while, not only 
for the purpose of meeting old 
friends, but to enable every puz- 
zled dealer to find out what’s ail- 
ing his business, what the leaders 
in the field are doing, how the 
present maze of complexities can 
best be solved, and what the gov- 
ernment officials feel is the best 
procedure for getting the best re- 
sults under present conditions. 

Dealers attending the Kansas 
City convention in June will be 
accomplishing a twofold end 
that of gaining information neces- 
sary for carrying on business, and 
improving their organizations so 
that they may do better jobs of 
sending typewriters to war. 

Top Executives Will Be There 

For the Office of Price Admin- 
istration, Harvey C. Mansfield, 
associate price executive, Con- 
sumers’ Durable Goods Price 
Branch, and Ellis C. Bishop, office 


machine unit, Consumers’ Durable 
Goods Price Branch, will address 
the Conference. For Procurement 
there will be William G. Turquand, 
used equipment and machinery, 
War Production Board, and James 
P. Ward, Sr., typewriter procure- 
ment committee. For Rationing, 
Joe Hicks, ration chief, Office of 
Price Administration, will be there. 

All of these men will come to 
Kansas City from Washington to 
bring trenchant, worthwhile mes- 
sages important to every man and 
woman in the industry. It is prob- 
able, too, that the executives of 
the regional offices will be on 
hand so that they, too, can learn 
what they can do to send type- 
writers to war. 


Valuable, Practical Information 


Outstanding dealers will ap- 
proach their subjects from the 
standpoint of showing what they 
have done and are doing to meet 
the current situation. Here are a 
few of the subjects that will be 
discussed: 

“How We Get and Train Type- 
writer Mechanics.” 

“How I Have Adjusted My Busi- 
ness to War Conditions.” 

“How I Keep the Repair Work 
Rolling In.” 

“How We Re-negotiated Our 
Lease to Meet Present Condi- 
tions.” 

“How We Get the Utmost In- 
come from Rental Stock.” 





KANSAS CITY MEN WHO ARE PREPARING FOR THE 


CONVENTION NEXT 
MONTH.—Front row, left to right! Sam Hindman, Lamont H. Wood, Sr., Robert 
Randazzo and David C. Neuhaus. Back row: V. Randazzo, R. Manchester, J. B. 
Sizemore, S. Steeves, E. Chaffee, C. F. Fidler, and Lamont H. Wood, Jr. President 
Irwin Vincent and Executive Secretary Harry Turner were present at the meeting 
but they arrived after the photographer had left. They were late in putting in an 
appearance because drenching rains held up the train from Topeka. 
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“How to Build Good Will Now 
for Post-war Results.” 

“How We Changed Our Service 
to Fit Changes in Community 
Needs.” 

“How Can We Get More Type- 
writers for the Government?” 

“How War-time Advertising Will 
Help Us Later.” 

“How to Treat Customers.” 

“How We Got Closer Co-opera- 
tion Among Dealers.” 


Strong National Committees 


NTOMDA, now approaching the 
1000 mark in membership, is an 
organization of dealers working 
together for their common inter- 
ests. It is necessary that associa- 
tion work be carried on by strong 
committees and the following 
association committees, made up 
of leaders of the industry, will 
do everything possible to make 
NTOMDA’s War Conference a 
huge success. The committees 
that have been appointed by 
President Irwin Vincent and from 
whom brief reports will be heard 
are: 

Government Co-operation Com- 
mittee: Clarence Bush, chairman; 
Clarence Bills, Don MacDonald 
and William Wolowitz, all of 
Washington, D. C. 

Ethics and Standards Commit- 
tee: W. J. Garrison, chairman, 
Marietta, O.; James J. Sheehan, 
Providence, R. I.; A. H. Kellstedt, 
Peoria, Ill.; Stanley Stemp, Madi- 
son, Wis.; Sam Hutter, New York, 
N. Y.; W. R. Shilling, Pittsburgh, 
Pa.; E. A. Hug, Chicago, II; 
C. Elmer Anderson, Pasadena, 
Calif.; J. J. Lemmon, Houston, 
Tex. 

Legislative Committee: J. W. 
Densford, chairman, Shawnee, 
Okla.; William Clausing, Chicago, 
Ill.; O. A. Bloom, Lincoln, Nebr.: 
L. M. Deans, Atlanta, Ga.; Ernest 
Raphael, Boston, Mass.; W. H. 
Estment, Richmond, Calif.; John 
Sizemore, Kansas City, Mo. 

By-laws and Constitution: Leo 
W. Adler, chairman, Cleveland, O.; 
R. Y. Preston, Knoxville, Tenn.; 
J. Paul McWilliams, Little Rock, 
Ark.; John LaHiff, New York 
N. Y.; A. H. Kellstedt, Peoria, IIl.; 
C. E. Bush, Washington, D. C. 

Nominating Committee: O. A 
Olson, chairman, Detroit, Mich.; 
J. J. Lemmon, Houston, Tex.; 
Dorr Doane, Portland, Ore.; Joe 
Heaton, Pawtucket, R. I.; Irvin 
Ritchie, New York, N. Y.; Robert 
Randazzo, Kansas City, Mo. 

Auditing Committee: Al 
Schlecht, chairman, Cleveland, O.; 
R. J. Walsh, Phoenix, Ariz.; Stan- 
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ley Stemp, Madison, Wis.; A. W. 
Peters, Battle Creek, Mich.; Mar- 
jorie Vowell, Chicago, Ill. 


Kansas City Dealers Head 
Conference Committees 

Irwin Vincent, president of 
NTOMDA, is honorary chairman 
of the War Conference. Robert 
Randazzo, president of the Kan- 
sas City Association and a director 
of NTOMDA, is general chairman, 
and Harry Turner, executive sec- 
retary of NTOMDA, is executive 
secretary of the Conference. 

It takes a lot of able and experi- 
enced men to put on a Confer- 
ence of the importance and mag- 
nitude of NTOMDA’s Eighteenth 
Annual Meeting. The association 
is fortunate in having as its host 
an organization as high-calibered 
as the Kansas City association. 
They have had a wealth of experi- 
ence and are splendid dealers, as 
the success of the Greater Kansas 
City association testifies. The 
War Conference committees are 


headed by able Kansas City deal- 
ers, and the members of the com- 
mittees are all well Known as 
leaders in the industry. 

Final plans for the 1943 War 
Conference were drafted at a 
meeting of the Kansas City Type- 
writer Dealers Association, Tues- 
day, May 18. This meeting was 
also attended by Irwin Vincent, 
president of the National Type- 
writer and Office Machine Dealers 
Association, Harry Turner, execu- 
tive secretary, and Mr. Frazier of 
the Crane Printing Company, all 
of Topeka, Kansas. An indication 
of local enthusiasm for the na- 
tional conclave was demonstrated 
by John Sizemore of the Reliable 
Typewriter and Supply Co., one of 
the most energetic and outstand- 
ing dealers in Kansas City, when 
he announced that he had already 
obtained his advertising quota for 
the War Conference Program. 

The following War Conference 
committees have been appointed 

(Turn to page 164, please) 











Jhis. Amazing War 


TEACHES EFFICIENCY AND ECONOMY 


IVE and learn” is a time hon- 
ored slogan, and we may well 
yrofit by this. History teaches us 
that progress is the inevitable re 
sult of wars. Our present war Is 
no exception We are making 
great strides forward during this 
trying period and we can reason- 
ably expect to make even greater 
progress afterward, when today’s 
findings are again applied to com- 
mercial pursuits 
The manufacturer, dealer and 
consumer alike are getting a salu- 
tary lesson in efficiency, economy, 
and adaptability that will bring 
about definite and far reaching 
changes. A thorough house clean 
ing is the order of today. This 
applies to our mental attitude as 
well as our physical inventories 
and business methods that have 


outlived their usefulness long ago 


Efficiency for Manufacturer 

We learned that due to the 
large sized orders that are placed 
constantly by the Government, as 
well as by consumers, a far 
ereater uniformity of products re- 
sulted than all the so-called tests 
and checks could ever hope to ac- 
complish. The human equation 
was too potent a factor to over- 
come. Obviously it’s good business 
to streamline your requirements 
in quantity as well as quality; 
study your purchases in the light 
of today. For example, there are 
available new carbon papers, so 
constructed as to weight of tissue 
and versatility of ink film that 
they are capable of doing all the 
work that formerly required spe- 
cial sheets of different weights 
and finishes 

This new modern type of carbon 
paper does excellent work on 
standard typewriters, noiseless 
typewriters, silent typewriters, 
and so on. It produces from one to 
nine copies and retains most of 
the economic advantages of a 
standard weight sheet coupled 
with the manifolding qualities of 
a lightweight carbon. This per- 
mits considerable condensation of 
purchases, eliminating  trouble- 
some and costly specials. Think- 
ing and studying pays dividends 
to all concerned 

The shortages of certain raw 
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materials, thought indispensable 
yesterday, brings the ingenuity 
and resources of the research de 
partment, the chemist, the en- 
gineer and the_ well - schooled 
practical man into full play. We 
predict startling changes in the 
near and far future in our indus- 
try. We pride ourselves on having 
some tangible evidence of this 
prediction available even at this 
early date. When necessity and 
experience join hands, the result 
for the better is inevitable. 


Economy 

Under this vital heading rests 
the future of the industry. Use- 
less and expensive methods will 
have to be ruthlessly removed 
from where they are enthroned as 
general overhead. Waste motions 
and wrong application must be 
held to a minimum or their cost 
must, as usual, be passed on to 
our friend, the final consumer. 

We must face the fact that the 
consuming public is entitled to 
get real merchandise for money 
expended. High-powered sales 
presentations, glib-tongued spell 
binders, and kindred methods, 
While they are amusing and the- 
atrical, will be replaced with a 
presentation of cold facts based 
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on merit alone and the predomi- 
nating voice will be that of the 
merchandise itself or, rather, its 
performance on the firing line of 
actual usage. The alert dealer and 
his well-schooled staff will have to 
apply themselves studiously to the 
job requirements of the consum- 
ing public, thus performing a 
vital function for both the manu- 
facturer and consumer alike. 

Economy is a word used rather 
loosely at times; the price of mer- 
chandise is frequently misleading. 
We have found greater economy 
and far greater stability by se- 
lecting the best raw materials 
obtainable. 

Typewriter ribbons and carbon 
papers are guaranteed for years 
and only high quality and purity 
will stand the test of time on the 
shelf of the dealer or in the ware- 
house of the consumer. When ar- 
riving at a cost, all facts must re- 
ceive equal and careful considera- 
tion. 

Adaptability 

Growing old is just losing one’s 
ability to keep up with the 
changes that are daily taking 
place, especially in the stress of 
war. For example, a lot of fuss 
was kicked up in the matter of 
metal spools for typewriter rib- 
bons. 

The Government, rightly so, 
stopped the promiscuous use of 
metal for all non-essentials. Fi- 
nally, due to the ingenuity and 
fine engineering by the leading 
spool manufacturers, a new fibre 
spool was created and adopted. 
This new product, with some ex- 
ceptions, proved itself not only 
equal to the requirements, but, 
due to its light weight, saved con- 
siderable money in delivery 
charges to our friends. A definite 
step forward in our opinion. 

To come anywhere near what 
the consumer is rightfully entitled 
to for his patronage of our prod- 
ucts, our old idea of packing must 
undergo some definite changes. 
Our merchandise must be well 
packaged merchandise, attractive, 
efficiently put up, light in weight, 
resistant to moisture and other 
climatic changes, and so on. “Eye 
appeal” is not enough. 

In closing, one must kear in 


mind that this war will end. We 
will then be confronted with the 
inevitable choice of whether we 
can invade and hold the foreign 


markets, with its merciless com 
petition and conditions, or wheth- 
er our business frontiers will be 
swept away by the influx of for- 


eign-made merchandise. The real 
test of adaptability will then be at 
hand. Keep your mental powder 


dry 


TIMELY GADGETS BUILD SALES 
Jtems. Needed by Army Personnel Brung Good Returns 


N THE final analysis, successful 

and constructive business 
achievement is not due only to 
good financial backing, an un- 
usual location, or other assets 
that contribute to success. The 
initiative and foresight of the 
management and personnel are 
factors of powerful influence. In 
San Antonio, Texas, there is a 
firm that effectively illustrates 
this point. It is the Paul Ander- 
son Company, and the manner in 
which it has increased stocks of 
merchandise in the face of re- 
strictions, and has shown a splen- 
did increase in sales, as well as 
satisfied customers, makes an in- 
teresting story, one which other 
stationers may read with interest 

and profit. It is told by Tim 
Harvey, retail sales manager for 
the firm: 

“During the past six months, 
and particularly since the start of 
the current year, we have shown 
a good increase in our retail sales, 
have increased the number of pa- 
trons coming into our store, and 
have shown a good profit on all 
such transactions.” 

“This may be attributed in no 
small part to a line of gadgets we 
have brought out for helping the 
Army personnel — particularly 
those in the aviation branch—in 
carrying out their work in an effi- 
cient and constructive manner. 

“One of these gadgets that has 
proven highly popular is what we 
call our ‘Machine Gun and Ar- 
tillery Protractor.’ It is used for 
determining the firing range. This 
was designed by our engineers, co- 
operating with local Army per- 
sonnel, and is produced in our 
own store. It has now been on the 
market for several months and 
we have sold thousands of them, 
not only to those men stationed 
in the immediate vicinity, but to 
others all over the country who 
have learned of them through of- 
ficers and enlisted men transferred 
to other posts. 

“This little instrument was 
brought out after only a_ few 
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weeks of effort. We sold hundreds 
within a few weeks after they 
were first introduced. A new com- 
pany or outfit would be brought in 
to one of the local Army camps, 
see what those already present 
had, and immediately come in for 
protractors. 

“Another item that has _ sold 
well is the ‘Pilot’s Flight Log 
Book, with one section set aside 
for night flying and another for 
day. 

“Then we have a time chart, 
made up of a card to which is at- 
tached a revolving disc that gives 
the current time in any area. 
Then there is a_ co-ordinator 
which will point off the directions 
desired. 

Gadgets Made of Celluloid 

“The majority of these little 
gadgets are made of transparent 
celluloid. They are stamped out 
and marked in our own shops, 
and, when produced in good quan- 
tities, the production cost and 
selling cost are in proportion. 

“In addition to these, we have 
leather covers for duty rosters, 
morning reports, sick reports, and 








AIR RAID SIREN! Get the adding 
machine and the typewriter into the 
vault. Thus humorously does Cartoon- 
ist Ericson illustrate the relatively 
great value of office machines under 
the restrictions of a war economy. 
(Ilustration courtesy of Banking, New 
York, N. Y.) 





so forth. These, too, enjoy a good 
sale 

“San Antonio is a good Army 
town; it has always been. In ad- 
dition to Fort Sam Houston, there 
is Randolph Field, the West Point 
of the Air; Kelly Field, Camp 
Normoyle, Duncan Field, and 
other fields in the immediate vi- 
cinity. This, as may be readily 
appreciated, offers a fine oppor- 
tunity for simple _ instruments 
that will assist enlisted men in 
their work. We have developed 
these instruments after careful 
study, securing approval by Army 
officials before going into produc- 
tion and sale. 


“While much of our interest has 
been confined to the creation, 
production and sale of these in- 
struments, we have not neglected 
the civilians who are our normal 
customers. For instance, we have 
an expert fountain pen repair 
man who cleans, adjusts and re- 
yairs all makes of fountain pens. 
This has proven a real service to 
many office workers and business 
men, as well as other patrons. 

“Our real progress, however, has 
been in the design, production 
and sale of instruments those 
needed by our Army men in Car- 
rying out their duties. We have 
at present around fifty such in- 
struments, some that are stand- 
ard and are purchased from the 
manufacturers, and others that 
we have designed and produced 
ourselves. And we expect to pro- 
duce more as the need arises. The 
Army men visit our store, and, in 
our conversations with them, we 
learn what they need. Then we 
get busy and bring it out.” 

The experience of this firm is 
one that other stationers might 
well give serious consideration. 
With our Army personnel reach- 
ing into the millions, the need for 
instruments of such nature may 
be readily appreciated. Whether 
purchased, or made on the prem- 
ises, they find a ready market, 
bring a good price, and pave the 
way for other sales. 














WPB Form PD-1X— 


ITS FUNCTION AND OPERATION 


N ORDER that we might best 
i understand the use and _ pur- 
pose of Form PD-1X, which orig- 
i} planned and designed 
or the use of the automotive job- 
ber and hardware distributor and 
handlers of similar commodities, 
it might be well to review the defi- 
nite need for this form in the pres- 
ent priorities program. 

Having strictly in mind the need 
of the stationer, whose services 
include the selling and distribu- 
tion of office supplies, drafting 
room supplies, commercial furni- 
ture, visible equipment and safes, 
we find that the whole program is 
quite clearly defined under the 
present CMP program. 

Broadly speaking, we have the 
following classifications which 
represent the source of business to 
the stationer manufacturers, 
utilities, insurance companies and 
banks, retail and_ professional 
firms, educational institutions, 
Army, Navy, Maritime Commis- 
sion, Lend Lease, foreign purchas- 
es, and civilians 

Close observation of the pro- 
gram today will clearly define 
the ratings required as well as the 
ratings allowed under the several 
classifications. All types of busi- 
ness shown under Schedule 1 are 
entitled to the use of AA-1 and 
automatically have the right to 
extend this rating for office sup- 
plies under MRO. 

Likewise, those operating under 
Schedule 2 are automatically en- 
titled to extend the rating AA-2X 
for the purpose of office supplies 
under MRO 

Likewise, the recent supplement 
defining government agencies in 
the United States, its territories 
and possessions, would also be 
classified, federal, state, county, 
municipal and local government 
agencies within the two classifi- 
cations, AA-1 and AA-2X. 

Primarily we find the civilian 
population, professional men, 
wholesalers, retailers and jobbers, 
without the high classification to 
operate under revised P-100 order, 
conforming to the CMP Regula- 
tion 5-A 

This program permits the sta- 
tioner to extend to the manufac- 
turer the ratings AA-1 and AA- 


By E. R. KOCHHEISER 


The Charles Ritter Company, 
Mansfield, Ohio. 
Address made at the meeting of District 


No. 5 of the National Stationers Association 
Detroit, Mich., May 3, 1943. 


4) 
ty 


2X, with considerable certainty 
that such orders might be filled 
within a reasonable period of 
time or delivered from the deal- 
er’s stock in the order of such 
priority. Likewise a rating of AA-1 
or AA-2X wth an attached allot- 
ment number or symbol is higher 
than the respective AA-1 or AA- 
2X, and delivery is made upon 
this basis 

We all understand, of course, 
that certain critical stocks and 
items are not available to any 
of these classifications without 
special permit and approval from 
the respective sub-divisions of the 
WPB on special application pro- 
vided for this purpose. 


Forms for Special Applications 


I believe that you are all ac- 
quainted with the present forms 
now covering such special applica- 
tions, but I merely mentioned 
them for reference and conveni- 
ence. 

PD-556 is used in making appli- 
cation for visible record equip- 
ment, insulated files and certified 
safes. 

PD-688 is used for filing appli- 
cation for office machinery, such 
as typewriters, adding machines, 





MR. KOCHHEISER 


accounting machines, calculators, 
addressing machines, stencil ma- 
chines and the broad classifica- 
tion of office machinery, except- 
ing stapling devices and punches, 
which we understand have been 
classified or defined as coming 
under the heading of operating 
equipment. 

Having reviewed the formula by 
which merchandise can be se 
cured and sold on the rated or- 
ders, we Still find ourselves faced 
with the program of meeting the 
needs and requirements of all 
other types of business as well as 
Civilian, and it is this particular 
program that involves the possi- 
ble use of Form PD-1X, which has 
been suggested by the War Pro- 
duction Board as the medium 
through which shelf merchandise 
might be secured in reasonable 
quantities to care for this partic- 
ular demand. 

With the possible appointing of 
a Civilian director whose respon- 
sibilities and programs are co- 
ordinated with that of Donald 
Nelson, representing the military 
requirements, there might soon 
appear another program entirely 
different from PD-1X, but for the 
time being it would appear that 
this is the only medium by which 
Shelf stock is available with pri- 
ority approval. 

Naturally this is going to in- 
volve considerable clerical work 
on the part of every dealer, and 
it is entirely up to the individual 
as to whether or not he sees fit 
to protect his inventory in this 
manner. 

Our PD-1X Approvals. Under the 
provision of PD-1X, you make ap- 
plication for the priority assist- 
ance you need, and after the ap- 
plication has been approved, you 
will be given an overall priority 
rating for an allowed amount of 
merchandise. This plan should 
enable you to establish a reason- 
able working inventory. Selling 
this merchandise on rated orders 
only, you can maintain your in- 
ventory and be in a position to 
have stock on the shelves and 
make immediate delivery at all 
times. 

How to File Form PD-1X. Ap- 
plications for ratings PD-1X ar 
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made on forms which can be se- 
cured from any WPB office. In- 
structions are on the back of the 
sheet, or in event you have a 
local representative you will con- 
tact him and he will be very 
glad to work with you in prepar- 
ing this form and sending it in 
to the closest WPB office for rat- 
ing approval. 

I might warn you that the filing 
of a PD-1X is going to take both 
time and patience, but judging 
from such reports it would ap- 
pear is well worth the effort. 


Making Application for Priority 
Assistance Under PD-1X 

You will find it necessary to 
secure four key figures, two of 
which are readily available and 
two require considerable time to 
assemble. 

1. Dollar value of your inven- 
tory for which you are requiring 
assistance as of December 31, 1941 

2. Dollar value of this same 
merchandise received from Janu- 
ary 1, 1942, to the date of filing. 

3. Dollar value of your inven- 
tory of this merchandise at the 
date of filing 

4. Dollar value of the goods 
for which you are requesting pri- 
ority ratings. 

This should be supplemented 
with the following information: 





1. Rated orders which you have 
shipped from stock during the 
past month. This is extremely 
important and a great deal de- 
pends on it. You will study Sec- 
tion 4 on the back of the applica- 
tion blank and include as much 
information as possible referred 
to in this section. 

2. In making application for 
small office machines, such as sta- 
plers, numbering machines and 
the like, be sure to show the pref- 
erence rating which the manufac- 
turer needs to purchase raw ma- 
terials and replace his stock. This 
information can be secured from 
the manufacturer. 

I might mention that it is the 
plan of WPB to allow the dealers 
a sixty days inventory, so it is 
quite important that these figures 
be known in preparing your appli- 
cation form. The formula by 
which this is arrived at is as fol- 
lows which you will observe by 
looking at the PD-1X Form: 

Column C, plus Column D, mi- 
nus Column E, divided by the 
number of months or twelve, mul- 
tiplied by two, equals a sixty-day 
supply. 

I mentioned heretofore that cer- 
tain commodities in this business 
could only be had on special ap- 
plication and with the approved 
use of certain forms, but at the 





“He’ll Never Notice It’ 


“He'll never notice it’’ basis. 


present time the item of wood 
furniture appears to be unsettled. 
I merely quote from several rep- 
resentative furniture manufac- 
turers, both desk and chair, who 
suggest that the following proce- 
dure be used in placing orders for 
wood furniture: 

“Classify the purchaser as to 
whether he is manufacturer under 
AA-1, AA-2X or P-100.” 

“The end use should definitely 
be given as—Aircraft parts for 
Army or civilian attorney.” 

Another manufacturer is asking 
for a break-down of your Sales 
by percentage as applied to USA, 
USN, Maritime Commission, Lend- 
Lease and DP. 

In any event, the end use is 
quite important in this inventory 
at the present time, and I under- 
stand that orders are registered 
for production and shipment in 
the order of their approved need 
according to best known classifi- 
cations. 

It is quite possible that the pro- 
cedure by which wood equipment 
is made available will be cleared 
away in the very near future or 
at least as soon as the wood fur- 
niture industrf has seen fit to get 
together and work out a program 
that can be defined as Satisfactory 
to both the government and dis- 
tributor 


“net x as it may seem, there are today people doing business on the 


A merchant of that type will sell a customer an imperfect piece of mer- 


chandise, thinking the imperfection will never be noticed. 


A manufacurer will fail to correct a buyer who gives him an order at a 


higher price than the current rate just cut. 
it and he can produce an alibi if the matter does come up. 


He thinks the buyer won't notice 


An insurance man renews the same old type of policy without comment, 
when there is another and better form recently made available at a lower rate. 
A service station omits part of the expected service in the hope the neglect 


will not be noticed. 


Fortunately for such business people, those of us who are on the buying 
and paying end do cften fail to notice; but unfortunately some of us do notice 
and though we may say nothing, we just cross that man from our list and 
do business elsewhere. 

You see, there are two types of customers, patrons, clients. There are those 
who proceed to kick violently whenever they notice anything wrong, and 
there are those who do not kick, but take it out in changing to another source 
of supply while telling all their friends of the way they were gypped. 


You say he’l]l never notice it, but don’t you think he won't. 


He’ll notice 


a lot more than you think he will and a lot more than he’]] ever tell you about. 
If he notices and complains, it puts you in the wrong. If he notices and 
never complains, you are doubly in the wrong. In either case you are a 


business loser. 


-Frank Farrington 











WOOD & STEEL 








With STEEL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of steel’'s old work and does a thorough job on all calls. 


FILING EQUIPMENT 


is More essential than 

a filing system? Not only to 
business, where rapid filing and 
finding are recognized as _ basic 
necessities, but to man’s whole so- 
cial order—government, education, 
the scientific world, religion—the 
recording of facts and ideas in a 
manner that permits ready refer- 
ence is an essential function. As 
the scope of man’s knowledge 
erew broader, his need for a con- 
venient means of storing data for 
reference and study became 
greater. He couldn't keep every- 
thing in his head, so he learned 
to write and record. First for his 


— 
he 
~ 
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own convenience—then for his 
f Various kinds of recep- 
tacles were used to keep his writ- 
ings safe and available, gradually 


evolving into the efficient cabinets 


ellows’ 


¢ 


of today. 
Record Making 

Making a record is an ancient 
process. From the rude sketches 
of the cave man to the printed 
words of today is a great span, 
knowledge’ gained 
through experience, study and in- 
terpretation. It soon became ap- 


loaded with 


AND 


SUPPLIES 


parent that the volumes of records 
and documents required a system 
of placement in order to make the 
information accessible. 

Filing Systems 

Men confronted with the prob- 
lem in personal situations, put 
their ingenuity to work and began 
developing methods and discover- 
ing principles upon which all the 
filing systems of today are based. 
Alphabetical, numerical, geo- 
graphical methods were naturals. 
Today they are all in use, both in- 
dividually and in combinations. 
In addition there are subject in- 
dexes, sound systems, chronolog- 
ical files, and specials. All have 
been refined and improved so that 
their applications are flexible and 
almost unlimited as to the size 
and extensiveness of the material 
to be filed. 

The vertical filing system, so 
widely in current use, is said to 
have resulted from a request by 
Dr. Nathaniel S. Rosenau of Buf- 
falo, head of the charities depart- 
ment of that city. He wanted 
something in which to file letters 
the same way that cards were 


filed. Library Bureau devised such 
a file, a duplicate of which was 
exhibited at the World’s Colum- 
bian Exposition in Chicago in 1893. 
The great impetus to vertical fil- 
ing came from the typewriter and 
the use of carbon sheets for mak- 
ing copies of letters. The tremen- 
dous volume of correspondence 
demanded a better and faster 
method than the horizontal file 
afforded. Out of Dr. Rosenau’s 
file, which proved that papers 
could be filed on edge as well as 
cards, and the carbon’ copies 
ground out on typewriters, came 
the now universally used vertical 
filing system. 

No system is any better than its 
operator. The many excellent 
methods now on the market are 
adaptable to virtually any filing 
need and will make available the 
service desired 

PROVIDED 


that when a record is filed, it is 
put in the right place. The point 
is effectively illustrated in verses 
written for OFFICE APPLIANCES by 
Fenn H. Hossick in 1916 and re- 
printed on the opposite page. 








THE FILES 


Written expressly for OFFICE APPLIANCES 
by Fenn H. Hossick with apologies to Edgar Allen Poe 


I. WHEN THEY WORK 
See the cases with the files— 
Busy files! 
What a wealth of knowledge man into their care exiles! 
How they’re yearning, yearning, yearning, 
In the world of business 
For still larger chunks of learning— 
Mossy systems overturning, 
Making office cares grow 
Keeping tab, tab, tab, 
on all kinds of written gab, 
In those labyrinthine mazes that extend for 


less! 


miles and 
miles 
Through the files, files, files, files, 
Files, files, files 
Through the complicated phases of the files 





Watch the busy office files—dizzy files! 
What a wealth of information one from them beguiles! 
Here a letter—there a bill— 
What important roles they fill, 
In the hurry, rush and worry 
Uncomplaining! 
What their indices reveal 
If the plump and pretty steno hunts with zeal 
Never waning! 
Oh, from out those silent aisles 
What a flood of dope arises on inquiries and styles! 
How one smiles 
At the piles 
Of knowledge he beguiles 
From those stacks of carded wilds, 
By the opening and the closing 
Of the files, files, files, 
Of the files, files, files, files, 
Files, files, files— 
By consulting and communing with the files! 


II. WHEN THEY DON’T 


Hear them swearing at the files!— 
Crazy files! 
Everyone is wishing they were on the desert isles. 
Nothing in its proper place, 
Every hunt 
Just because he never learned, 


a wild-goose chase. 
Some poor boob has gone and turned 
*"Em upside down! 
By his clumsy, careless bungling the system’s all upset, 
And you couldn’t find a letter or a user on a bet. 
Cases sticking from the wet, 
Making everybody fret, 
Till the Boss gets sore and sorer, 
And the stenos gasp with horror 
At his swearing and his frown. 
Oh, the files, files, files! 
How the office 
At the hunt! 


staff reviles 


What an endless source of woe! 
What a useless waste of dough 
While the office waits the disentangling stunt! 


Data mixed with index cards— 
All a-jumble 
In the tumble— 

Everyone a section guards. 


And there are no pleasant smiles 
At the tangling 
And the wrangling 
When the follow-ups are trials, 
In the mixing and the fixing of the cranky, Sphinx- 
like files— 
Of the files— 
Of the files, files, files, files, 
Files, files files— 


In the changing and arranging of the files! 





WARTIME SALES OPPORTUNITIES 


ILING equipment and supplies 

in wartime offer real opportuni- 
ties to alert office equipment deal- 
ers. For those in defense areas it 
is true that priorities have helped, 
but to those in areas which are not 
industrial and have little priorities 
business, finding items to help 
keep their volume of sales is a real 
job. In either case, however, the 
recommendation is, “Turn to mer- 
chandising filing equipment and or 
supplies.” survey and sell 
come to 
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ing systematic calls on customers 
and always pushing the sales fact 
that you are a trained filing expert 
technician, the opportunity to 
will, 


methods and applications of your 
product to your customers’ needs. 

In the matter of manpower, we 
know that our customers are in 
the same Situation that we are. 
Most of us are now operating with 
two people where we had four be- 


fore. Although some organizations 
may have maintained personnel 
sizes, it is probable that they have 


a lot of new help. As service or- 
ganizations we should be prepared 
to help train new file clerks and 
make suggestions for solving cus- 


sooner or 


We are all conscious of the fact later, 
that with more government re- 
ports to be filled out and filed, an 
avenue is opened for more cabinet, 
guide and folder business. By mak- 






you. Be sure to 
equip yourself not only with the 
selling points of your equipment 
and supplies, but also with a very 
thorough knowledge of survey 


ally 


customers’ files, 


tomers’ filing problems. This usu- 
results in direct contact with 
where a 
filing equipment and supplies man 


trained 








can readily see what suggestions 


Should be made 


Always speak in the affirmative 
to your customers regarding your 
product Your expressed confi- 
dence convinces him that you are 
capable of solving his problems, no 
matter how large or small. 

After discussing a filing problem 
with one of my customers some- 
time ago, I sold him a small sys- 
tem for one particular operation 
in his office. Upon completion of 
the sale, I asked if there were any 
other places where he could use a 
Similar system. He replied in the 
negative. Several days later, how- 
ever, while installing the system I 
had sold, and while explaining its 
operation to the person who was 
to use it, I was asked to report to 
another department before I left. 
By the time I had completed my 
day’s work, I had sold five systems 
for use in five different depart- 
ments in the plant. And it all 
came about through a thorough 
explanation of a system to the 
person who was to use it. These 
are the kind of sales that stay sold 
and lead to further orders. 

Every dealer should have a filing 


tenn Outfits 
Filims, : ie 


ABOVE.—A filing systems display in 
the window of the Lang-Fuller Printing 
Company, Bloomington, III. Emphasiz- 
ing the idea that a good system in a 
make-shift container is better than 
confusion in a fine cabinet, the exhibit 
developed a strong interest. 


AT RIGHT.—Interior of the Lang- 

Fuller store showing filing cabinets in 

the right foreground. Backing up the 

window featuring, the store display 

contributes to profitable activity in the 

filing equipment and supplies depart- 
ment. 





equipment and supplhes depart 
ment prominently located in his 
store. Displays should be large and 
frequent. The files and systems 
shown in our window and store 
displays really ring up Sales in our 
cash register 

An idea used more or less, but 
which is always new to some, is 
the display of an old file filled 
with papers in a state of confu- 
sion, contrasted with a new file in 
perfect order. The passerby, win- 
dow shopper, or drop in customer 
is frequently impressed sufficiently 
with this kind of display to be- 
come a purchaser. 

Some dealers think that filing 
equipment and supplies are sold 
only at transfer times each year. 
It may be true in some cases, but 
an aggressive dealer can Sell filing 
materials 365 days of the year, if 
he and his salesman will keep 
talking about them every day. At 
times, a mere suggestion about the 
customer’s filing or indexing prob- 
lem will open the avenue to a sale. 

Some dealers may be surprised 
to know that they are taking or- 
ders for folders or guides that are 


not doing the job that they should 


Lf 











OFFICE APPLIANCES 


By periodically calling on custom- 
ers and helping them survey their 
filing systems, you will discover 
how much the needs of a system 
installed five or six years ago can 
change. After all, businesses 
change. Similarly, their needs for 
filing equipment and materials 
change. Don’t fail to check up. 


Selling Today’s Wood Files 


Because of the war, we dealers 
are faced with the problem of sell- 
ing wood files as alternatives for 
steel. By selling construction 
points of the new files, we have 
been able to make customers un- 
derstand why the wood files will 
meet their expanded filing needs. 
In fact, many manufacturers are 
making their wood designs the 
same in height and appearance as 
their steel files, so that any system 
or program that may have been 
started for the customer before 
the war need not be disrupted. 
My suggestion is—sell what is 
available. Today’s problems of 
meeting customers’ needs for ex- 
panded storage and filing space 
can be met by _ constructively 
showing the utilitarian value of 
wood equipment. 

After surveying his customer's 
filing needs, every dealer should 
suggest an index that is tailor 
made to fit individual require- 
ments. By selling this type of in- 
dex to your customer, he can read- 
ily see that indexing systems are 
flexible and he will be receptive 
to the idea of installations in 
other departments. 

Many dealers can do real mis- 
sionary work today by conducting 
filing classes for business educa- 
tion departments in schools. Stu- 
dents are interested and make 
good potential customers of the 
future. Teaching such classes is 
beneficial to all concerned—the 
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dealer, the student, and the school. 

Occasionally dealers overlook 
such items as file labels, file clips, 
cross reference Sheets, filing 
shelves, filing stools, and so forth, 
because they frequently involve 
only small sales. But by selling as 
many of these items as possible 





with each installation, a substan 
tial total volume will be built up 
by the end of the year. 

By indicating to your customers 
that a filing system is also a find- 
ing system, and by emphasizing 
the idea frequently, a filing equip- 
ment and supplies department can 







be made into a money maker every 
business day in the year. Dealers 
should remember that government 
agencies insist on records being 
kept longer than was the custom a 
year or two ago. This means more 
business for the wide-awake deal- 
er in filing equipment and supplies. 





Fort Smith Office Supply House, with the Filing Equipment and Supplies Department 


Right up in Front. 


Tho Sowice Approach Solls 
FILING EQUIPMENT AND SUPPLIES 


RACTICAL suggestions for 

serving our trade in these try- 
ing times is not much different, 
in my opinion, now than it was in 
normal days. 

The writer has been in this vo- 
‘ation more than 24 years, and 
the problems in serving and ‘“‘sell- 
ing” the consumer have not 
changed in that time. I find the 
same conditions, though perhaps 
somewhat expanded, now as in 
years gone by. While it is true 
that filing systems are much im- 
proved over what they were 20 
years ago, the same problem pre- 
sents itself to the stationer—in- 
ducing the customer to use the 
newer methods. 

In all my sales activities, but 
particularly with filing prospects, 
I have never permitted the word 
price to enter the picture. In its 
place I have tried to present an 
analysis of what a filing system 
means to the buyer—a greater 
service and an actual saving in 
time and labor. 

In presenting that picture the 
salesman must remain constantly 
aware that ours is indeed a pro- 
fession, and the obligation rests 
with us as to what we will do with 





By LOUIS COHEN 


President, 
Fort Smith Office Supply House, 
Fort Smith, Ark. 
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us 


it. Whether we will serve our cli- 
ents in a manner which is com- 
mendable or otherwise is strictly 
up to us. 

The average user of office sup- 
plies, equipment, and so forth, 
knows little or nothing of what a 
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modern system will do for his 
business. The approach must be 
made on a basis of service, and 
service alone. As a seller, you must 
make a thorough study of the 
many filing problems which al- 
ways exist within a business or- 
ganization. You must get close to 
the one using the files, if a system 
is already set up. You must prove 
to that person that you merely 
wish to make an exploration, so 
to speak, without obligation of any 
kind to him or her. 

When you have succeeded in do- 
ing this, and sometimes it is no 
easy matter, you are well on your 
way to a successful culmination 
of your sales plan. Of course, you 
know that you wish to make an 
installation, either an original one 
or a replacement of one that is 
now obsolete; but that is your 
thought, not the other fellow’s. He 
must be made to realize that you 
are there with only one thought 
in mind—to serve him by improv- 
ing his filing conditions. 

When that thought has been 
“sold” you are on the way to a 
merchandise sale. Don’t make the 
mistake of trying to sell anything 
but service. And by all means do 
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not at any time mention the cost speed it up will probably “kill’ normal times. The methods are 
of a file or the price of a modern the sale. Generally not less than the same. I will confess that it 
indexing system. Keep ahead of three calls are required to make may be easier to close the buyer 
vour customer by letting him ask any progress. Of course there are in these times because he is 
you questions about what this or exceptions to this rule, but not spending public funds and _ not 
that will do to improve things many his own. It does make some differ- 

The work must not be done has- All of this applies to the war or ence. But basically, the sales ap- 
tily. It's a very slow process. A defense project just the same as proach should be the same—via 
prepared plan or anything else to it does to the civilian activities in the service angle. 

SHAW-WALKER WINDOW DISPLAY CONTEST 
So nearly equal were the sub- 


missions of the forty-two exclusive 
Shaw-Walker distributors who en- 
tered the recent “Filing Supplies 
Window Display Contest,” that the 
judges had great difficulty in se- 
ting the winners. In fact, in- 
stead of the eight prizes originally 
hirteen were awarded. 

A. J. Bullard of H. Dorsey Doug- 
las, Oklahoma City, won first prize 
with his thought-provoking win- 
dow display. He made an eye- 


catching window by setting up an 
ld, out-moded globe with out-o<- 
date boundaries, and a new war 
map. These were compared to old- 
fashioned guides versus modern 


Shaw-Walker indexing. This high- 
ly successful window won Mr. Bul- 
lard a $50.00 War Bond 


1 in the judges’ de- 
the window display 
oy G. E. Marian for Dando Equip- 
ment Company, Seattle. His effec- 
tive use of a Shaw-Walker “Tail- 
or-Made” index in an orange crate 
won him second prize, a $25.00 





OUT-MODED FILES ARE LIKE OUT-MODED MAPS.—With this theme, A. J. Bullard 
of H. Dorsey Douglas, Oklahoma City, won first place in the recent Shaw-Walker 
window display contest. 





Other prize-winning contest- 
ants, arranged alphabetically by 
company, were S. S. Gaines of 
Clarke & Courts, Harlingen, Tex.; 










Clayton Andrews of Jas. A. Head Merkle ve 
& Company, Birmingham, Ala.; Rae Z 
F. Wendell Birrell of the Idaho ae | [2 | Y the 












Typewriter Exchange, Boise; Treva 
Morris of Lewis & Emarine, Coun- 
Bluffs, Ia.; Paul Johnston of 
the Office Equipment Company, 
Benton Harbor, Mich.; Leslie Key 
of the Office Equipment Company, 
Lexington, Ky.; George Janner of . ae 
Roberts Printing & Stationery ’ yp , Dam meet 
Company, Hutchinson, Kas.; B. R. 
Lingren of Rucker-Fuller Com- 
pany, San Francisco; Rush Fielden 
of Rush Fielden Company, San 
Antonio, Tex.; J. G. Kifer of 
Standard Office Equipment Com- 
Dany, Sloux City Ia., and Floyd 
Richards of Zaiser’s, Des Moines, 
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Judges were two prominent win- 
dow display men, and the Muske- 
nn Shaw-Walker dealer. R. C IMPORTANCE OF SYSTEM STRESSED.—In this second place winner in the Shaw- 

Walker window contest, G. E. Marian, Dando Equipment Company, Seattle, Wash.., 
2 featured the idea of a good system in a poor housing as being better than a fine 
did not participate in the contest. cabinet sans an efficient index. 









Nichols, Daniels Company, who 
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BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE ... COURAGE... 
COOPERATION 


ECENTLY we made reference 
to a very forceful, factual ad- 
vice quotation from an instruc- 
tive set of handbooks published 
some time ago by the De Forest 
Radio Institute. You will recall, 
an intensely interested reader of 
BUSINESS BUILDERS had done 
us the extreme kindness to mail 
an actual group of these booklets 
for our use. To make it even more 
interesting we have since received 
from two other parts of our coun- 
try letters from two other indi- 
viduals who each own copies of 
these texts and treasure them. In 
their respective letters, they rec- 
ommend presenting to readers 
these additional quotations as ap- 
plied to office equipment sales 
promotion work. ... We therefore 
submit them to you for your use 
and profit: 
Your Customer’s Wants 
and Needs 

Adapt yourself to your customer 

above all else satisfy his wants 
and his needs, if you aim to reach 
any degree of success in your 
business. That is a simple, funda- 
mental rule which too easily slips 
out of sight. Especially is this apt 
to happen if we are not careful in 
discussing the problems of a busi- 
ness that has grown with such 
startling rapidity as ours, making 
it appear sometimes that our cus- 
tomers are not such dominant fig- 
ures after all, that they must take 
whatever we choose to give them. 
Beware of that delusion. It would 
be the first step toward bank- 
ruptcy for the man or the busi- 
ness that adopts it. 

. and adapting the other refer- 
ence to our field we find this: 

What Service Means 

Every salesman should be able 
to give direct service, and every 
service man should help to build 
up sales; he can usually get in a 
telling point or two when the cus- 
tomer’s mind is most receptive. 
Alert organization will not over- 
look these opportunities. There 
must be more service in salesman- 
ship and more salesmanship in 
service. 

Service means proper delivery, 
proper crating, proper billing and 
proper follow-up where goods are 


ordered for future delivery, and, 
in general, seeing to it that the 
customer is satisfied. If he tele- 
phones to you complaining of 
some delivery fault or an error in 
his bill, don’t bluntly switch him 
over to the complaint department 
or the delivery department, or the 
bookkeeping department. Even 
though one of these departments 
may have to handle the case, give 
him the satisfaction of a little 
personal attention from you, the 
salesman, and show that selling 
with you means service in every 
detail. Go out of the way, when 
necessary, to straighten your mis- 
understandings or slip-ups in any 
feature of your own and your 
firm’s relations with customers. 
Remember, it is always cheaper 
to hold an old customer than to 
win a new one. 

So far as practicable, keep in 
touch with customers. After a 
man has had your product for a 
week or two, either make a per- 
sonal call on him or at least get 
him on the telephone and ask him 
how it is working. If there is any 
point he questions, look into it 
and fix it. Don’t ever let your cus- 
tomer get an idea that after you 
have made your sale and got his 
money you are through. In most 
cases, of course, the customer will 
be satisfied. With a little show of 
interest on your part, he will 
gladly give you the name of 
neighbors and other friends as 
prospects; he will even speak to 
them himself and recommend 
your store. SUCH CUSTOMERS 
ARE YOUR BEST ADVERTISE- 
MENTS. 


* * * 


On the Home Fronts—For the War 
Fronts—Buy U. S. War Bonds 
and Stamps 


How do you say, “We’re sorry’’? 
When the customer orders some- 
thing that cannot be supplied, do 
you return the order with a curt 
routine note or do you do as a 
certain Eastern retailer does 
send a courteously worded letter 
which reads, “We are genuinely 
sorry to disappoint you but we do 
not have , nor can we 
obtain exactly the item you or- 
dered. However, an article similar 
to the one you want is described 
below and we'd be delighted to 
send it to you following the re- 
ceipt of your instructions. 

In response to our regular 
monthly invitation to airmail per- 
tinent BUSINESS BUILDERS to us 
at Box 2153, Spokane, Wash., care 





of Shaw & Borden Company, we 
again welcomed many, many ap- 


preciated, choice contributions. 

For this month we select one of 

these to illustrate the aptness and 

uniqueness, aS well as_ the 
thought-provoking qualities of our 
readers’ selections. The following 
is from a southern office outfitter, 

who heard Frank H. Skipper, di- 

rector of personnel of a large oil 

company, make these comments. 

Later he secured them in print 

from the speaker after the noon- 

day civic club luncheon where 
hey were originally made. Here 
hey are: 

THREE STEPS IN ALL PROBLEMS 

As I see it today, the only major 
steps in any problem are: 

(1) Possession of a real OBJECT 
or MOTIVE to give us vision. 
Real vision is impossible until 
the object is written down and 
studied carefully. 

(2) An exact knowledge of those 

RESISTANCES which separ- 

ate us from the accomplish- 

ment of the OBJECTIVE. 

Until we have written these 
down we are dealing with uwn- 
seen enemies—an invitation to 
failure 

When we have recorded 
them we know the exact posi- 
tion and degree of danger of 
the rocks of RESISTANCE on 
which our ship may be 
wrecked. 

The mind will almost sub- 

consciously steer clear of 
them and at the same time 
definitely reject any course of 
action involving a Known risk 
of shipwreck. 
ACTION—With the OBJECT 
definitely possessed in our 
minds—RESISTANCES re- 
corded and analyzed—there 
will be no blind handling of 
problems. 

Separate seeing from doing: 
that is a good reason why 
these three major movements 
of the mind — OBJECT, RE- 
SISTANCE, ACTION—must be 
completely separated if we are 
to control problems success- 


t 
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5 that’s the BUSINESS 
BUILDERS news to this moment, 
and we again remind all of you 
listening in to remember U. S. 
War Bonds and Stamps to speed 
VICTORY WITH A VIM. 


Ralph B. Ortel. 














EDITORIAL 


Priorities and End Use 

&& WHEN the War Production Board an- 
nounced a few months ago that it would validate 
only those priority ratings on office furniture 
which were issued by the Army, Navy and other 
Government agencies on PD-3A certificates for 
their own purchases, many dealers were led to 
believe that “priorities are no longer needed on 
furniture.’ More recently, WPB extended the 
coverage a bit by permitting war plants to file 
PD-1A applications for office furniture. Defini- 
tion of a war plant, however, was not given. 
The resultant confusion in the minds of pur- 
chasers, dealers and manufacturers has caused 
many unnecessary delays and disappointments. 

In essence, priority ratings are still wanted 
by manufacturers and suppliers whenever pos- 


sible. When ratings are not available, ‘“char- 
acter information,” or classification into end 
use categories is a requirement. The order 


providing a classification system and end use 
symbols was revoked, but the Controlled Mate- 
rials Plan, under which many furniture manu- 
facturers as well as others in the office equip- 
ment and supplies industry operate, calls for 
classifying all incoming orders in one of the 
following categories: U.S. Army (excluding air- 
craft), U. S. Navy (excluding aircraft), Aircraft, 
U. S. Maritime Commission, Board of Economic 
Warfare, Lend Lease, and Other and Unidenti- 
fied. As the Gunn Furniture Company said in 
a recent letter to dealers, “If you will give us 
the information we need on each order you send, 
your order will receive nearly as prompt atten- 
tion as it would if it had a priority.” 

Although most dealers may not sell directly 
to organizations in the first six categories, they 
will be securing orders from manufacturers pro- 
ducing for one or more of the six agencies, or 
subcontractors for such manufacturers. In 
every case the percentage of the purchaser’s 
production going to each classification should 
be indicated. 
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Priority orders will be shipped first; end use 
information will determine the order of other 
shipments. Both priority and non-priority orders 
should be accompanied by data as to character 
of the business of the ultimate purchaser. 

To the query, “Are priorities still to be sup- 
plied?” the answer is an emphatic, “Yes, if at 
all possible.’’ Anent end use information, pro- 
viding it will be of direct value to all concerned— 
buyer, dealer and manufacturer. 


“NEVER mind your competitors. Know what the job is 


worth and stick to a fair price.” 
—Your Man Friday, 
Ames Supply Company, Chicago. 


_—_—<ocm- 


What and When? 


&& WHEN will the war end? What faces us 
on the political front during the next three 
years? What changes in the industrial picture 
are expected during 1944 and 1945? What about 
employment, production, buying power, and 
family income during the remainder of the 
war and in the period following? 

A colorful and graphic chart, prepared by 
Geyer, Cornell & Newell, Inc., probes bravely 
into the future in an effort to forecast the 
answers to these and other pertinent questions. 
Whether these estimates prove to be right or 
wrong, it is certainly a step in the right direction. 
Decisions made today, not only in the office 
appliance field, but by industry in general, will 
have an important bearing on public receptive- 
ness to industrial policies during the re-conver- 
sion period and in the subsequent period of 
civilian production. 

Just how long the war will continue, no one 
can be sure. But certainly it is a wise policy 
for industry to lay the groundwork NOW for 
successful and far-sighted operations in the 
future. A few hours devoted to adroit post-war 
planning will yield manifold dividends in the 
not-too-far-away readjustment period. 
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NSA-IBSA Wartime Council in Chicago 


Large Attendance and Solid Program of Addresses 





and Discussions on Current Problems Feature Two- 

Day Meeting, April 29 and 30—Eldon Just Chosen 

Governor of District No. 6— Maynard Westring 
to Head Illinois Booksellers & Stationers 


HILE the official opening of the joint meeting 
of NSA District No. 6 and the Illinois Book- 
sellers & Stationers Association was not until Thurs- 
day morning, April 29, there was an informal gather- 


ing on Wednesday evening in the club rooms of the 


Palmer House, Chicago, for early registrants. 

At the formal opening Thursday morning, A. R. 
Skibbe, Associated Stationers Supply Company, acted 
as chairman. He started proceedings by leading the 
assembly in saluting the flag and repeating the pledge. 
This ceremony was followed by one minute of silent 
prayer. Mr. Skibbe then presented to the gathering 
some of the special guests, among whom were E. B. 
(Dick) Healy, president of NSA; Homer Jacquin, re- 
gional governor of District No. 6 and president of 
IBSA; Charles P. Garvin, general manager of NSA: 
Miss Rose Cushman, who has been Mr. Garvin's sec- 
retary for twenty-two years; Colonel Ed Conlon, Rock- 
well-Barnes Company, and Roy Wells, Postindex Divi- 
sion of Art Metal Construction Company. The latter 
two are faithful troupers who have been making the 
rounds with General Manager Garvin in his coverage 
of the various regional assemblies. 

Mr. Skibbe presented the district officers of NSA 
and also the officers of the Illinois Booksellers & Sta- 
Association. Following this he requested all 
those present to stand and give their individual names 
and company connections. 

The meeting was turned over to Homer Jacquin, re 
gional governor, who asked Mr. Garvin to introduce 
Mr. Healy, which he did in glowing terms 


tioners 


Manpower and Commodities 


Mr. Healy discussed the situation faced by the dis- 
tributors in our field and expressed the opinion that 
Manpower and commodities were the main problems 
today. He expressed the belief that the answer to 
manpower was womanpower and that the dealers 
should look for no great improvement in the imme- 
diate future. He also referred to the somewhat lower 
standard of merchandise being distributed because of 
the emergency but emphasized the fact that the man- 
ufacturers were doing the best they could. He stated 
definitely that the only thing that would make him 
close his doors would be enforced handling of the type 
of merchandise some dealers were presenting because 
of the difficulty in getting better merchandise. He 
emphasized having a more cheerful attitude in deal- 
ings with customers and stated that the slogan of his 
store was, “Do the best you can with what you have 
and be happy about it.” Because salaries are frozen 
although living costs are going up, he advocated a 
profit sharing plan with employees as a means of 
keeping them content and happy in the present sit- 
uation 


Mr. Healy expressed the belief that a number of 
items which are now off the list may soon appear 
again. He recommended that dealers watch for new 
items and that they be prepared when the war 
“cracks.” He also recommended that they keep their 
show cases filled to prevent customers getting the 


wrong impression in regard to their ability to pur- 
chase. His concluding urge was that dealers ask them- 
selves the following questions: How am I conducting 
my business? Are my customers happy in what I am 
doing? Am I operating my business properly? Spend 
wondering about your business and how 
you are doing and it will produce a profitable result. 

The next speaker was John A. Gilbert of OFFICE 


some time 





APPLIANCES, who spoke on the subject, “Is the Office 
Supply Business Essential?” He answered the ques- 
tion emphatically in the affirmative. - 

Following the appointment of committees, Mr. Gar- 
vin addressed the meeting, relating experiences of the 
trip around the country and stating that the key- 
stone of American democracy was private enterprise. 
This industry, he said, renders a great service to our 
country. People have learned to appreciate that we 
can do things that have to be done faster than we 
are expected to do them; that there also has come 
a realization that this country depends on the aver- 
age businessman. He closed by referring to America 
as the land of promise where sacrifice has built the 
heritage which we must preserve. 

The meeting then adjourned for luncheon and the 
club room was by this time in a condition which 
created the need to put out the SRO sign, as registra- 
tions totaled well over two hundred. 

Following the luncheon Mr. Skibbe introduced 
Harold McLain, president of the Railways Ice Com- 
ON THE OPPOSITE PAGE—CHICAGO NSA-IBSA MEETING 

1. Mr. and Mrs. Fred Greenwood, Chicago. 


2. Front row: Mrs. Leonard Rose; Mrs. William Dalton; Isabel Ken- 
yon; Mrs. William Cox; Mrs. Harold Friedlander; Mrs. Bill Robin- 


son. Rear: Herbert Walsh, Ace Fastener Corp.; Leonard Rose, 
National Blank Book Co.; Harold Friedlander, Rand McNally & 
Co.; Bill Robinson, Platt & Munk, Inc.; Marion Follin, manutac- 
turers’ representative. 

3. Clark Roland, Marshall-Jackson Co.; Dick Towne, National Blank 
Book Co. 

4. Seated: Mrs. Hy Linden; Malcolm Quay, The General Fireproot- 


ing Co.; Mrs. Quay; George Aigner, G. J. Aigner Co. Standing: 
Ken Colver, Columbia Ribbon & Carbon Mig. Co.; C. H. Law. 
Boorum & Pease Co.; Bert Bassett, Bert M. Morris Co.; Hy Linden. 
Ace Fastener Corp.; George Hanson, Boorum & Pease Co.; E. K. 
Nielsen, Sylvester & Nielsen Co., Appleton, Wis. 

5. Seated: Howard Hedges, Hedges Mig. Co.; William Boyd, Acco 


Products, Inc.; George Weygant. Hedges Mig. Co. Standing: 
Charles Consodine, Bainbridge, Kimpton & Haupt, Inc.; R. E. 
Hodge, Gary Office Equipment, Gary. Ind.; Herb Walsh, Ace 


Fastener Corp.; John Burgess, Zion Institutions & Industries, Zion 
City, Ill.; William Dalton, stationers’ advertising. 

6. Warren Rogers, Victor Safe & Equipment Co.; Whit Hansen, Chi- 
cago Stationers. Inc.; W. J. Saunders, W. J. Saunders & Co., 
Chicago; J. K. Martin, Globe Furniture & Staty. Co., Chicago. 
Standing: Jess Sutton, Woodbury Book Co., Danville, Ill.; Ed 
Manning, Stein Bros. Mig. Co.; Ed Shapiro, Esco Stationery 
Stores, Chicago; George Herrmann, The Heyer Corp.; Bill Whet- 
ham, Globe Furniture & Staty. Co. 

7. Gerald Favor, Koh-I-Noor Pencil Co.; Miss Rose, Rockwell- 
Barnes Co.; John Miller. The Book Shop, Joliet; E. M. Kuschbert, 
Kuschbert Office Supply Co., Milwaukee. Standing: Ed Rohrs, 
Eaton Paper Corp.; Jim Petrak, Just & Son; Proctor Gilbert, Sears 
Roebuck & Co.; Bill Muir, National Blank Book Co. 

8. Seated: Mrs. Crone; Jattie Wilkinson; Mrs. Homer Jacquin; Mrs. 
Jess Sutton. Standing: Gene Krone; Bill Niesen, Wilson Jones 
Co.; Will Harms, Business Equipment Co., Peoria. 

9. Seated: Will Harms, Business Equipment Co., Peoria; G. O. 
Stevens, Stevens, Maloney & Co., Chicago; Fred Tracht, National 
Association of College Stores; Bob Smith, Samuel Ward Mfg. Co. 
and the Moore Pen Co. Standing: A. . Van Dorn, Eberhard 
Faber Pencil Co.; John Krueger, F. S. Webster Co.; Al Skibbe, 
Associated Stationers Supply Co.; Harry Pinch, University of 
Chicago Bookstore. 

10. Harry Nichols, Weis Mig. Co.; Les Crowl, Blade Ptg. & Paper 
Co., Toledo; Rose Cushman, NSA; and Charlie Garvin, in serious 
conference. 

ll. Dick Healy, president NSA and of Santa Fe Book & Staty. Co.; 
Tom Salsman, Rockwell-Barnes Co.; Dick Vail, Vail Mig. Co.:; 
Hollis Stephens, Rockwell-Barnes Co. 

12. Matt Dimmitt, George Cormack, George Wolcott, 
Wilson Jones Co. 

13. Harold Friedlander, Rand McNally & Co., who distributed Rand 
McNally road atlases as long as his supply lasted: Dan Conso- 
dine, Richard Best Pencil Co.; Charlie Consodine, Bainbridge. 
Kimpton & Haupt, Inc.; Karl Kiesel, Carter's Ink Co. 

14. Seated: R. E. Hodge, Gary Office Equipment Co., Gary, Ind.; 
Ed Conlon; Rockwell-Barnes Co.; Proctor J. Gilbert, Sears Roe- 
buck & Co.; Harry McFarland, McFarland Office Equipment Co., 
Rockford; Carl Land, Columbia Ribbon & Carbon Mfg. Co.; 
Charlie Malody, Associated Stationers Supply Co. 

15. Seated: Matt Dillon, Associated Stationers Supply Co.; Paul 
Cheney, Southworth Co. Standing: Maynard Westring, Mid-City 
Stationers, Rockford, IIl.; Sidney Butterfield, Smith & Butterfield, 
Evansville, Ind. A faulty bulb almost spoiled this picture. 

16. Seated: I. R. Cornish, Paxton-Cornish, Bloomington, IIl.; Mrs. 
W. B. Roberts; Bill Small, Johnson Chair Co. Standing: W. B. 


Fred Pitt—all 


Roberts, John C. Streibich Co., Peoria: Stanley Griebel, Yawman 
and Erbe Mig. Co. 
the celebration of Mr. 


The Sixth District meeting provided part of 
and Mrs. Roberts’ twentieth anniversary. 
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MORE CHICAGO SNAPSHOTS 


1. Van W. Haverton, Columbia Ribbon & Carbon Mig. Co.; A. R. 
Skibbe, Associated Stationers Supply Co. 

2. Seated: Mrs. W. M. Weck; H. Styer, Denni.on Mfg. Co.; Mrs. 
H. J. Walsh. Standing: W. M. Weck, Haines & Essick Co., De- 
catur; Herb Walsh, Ace Fastener Corp.; Dan MacDougall. Sta- 
tioners Loose Leat Co. 

3. George Hanson and John Tamany, Boorum & Pease Co. 

ee 2 Martin. Globe Furniture & Staty. Co.. Chicago; Frank 

Cooper. Codo Mig. Co.; James Schaeter, enlisted in U. S. Army 

Signal Corps, now taking special training at Illinois Institute of 
Technology; J. Alvin Johnson, Globe Furniture & Staty. Co.; A : 
Schaefer, Sengbusch Self-Closing Inkstand Co., father of the young 
man in the center. 

5. Harry Balch, Quality Park Envelope Co. 


6. A rose between two thorns at the registration desk: Tom Gillice 


and Rose, Rockwell-Barnes Co., and W. N. Curry, Simmons Office 
Supply. Springfield, secretary Illinois Booksellers & Stationers 
Association. 

7. C. H. Law, Boorum & Pease Co. 

8. Seated: Charlie Mueller, Joseph Dixon Crucible Co.; W. I. 


Mackey, Cooke & Cobb Co.; Ralph Maneval, A. W. Faber, Inc.; 
Emery H. Wegner, Wegner Office Supply Co., Fond du Lac, Wis. 
2, = 


Standing: Walter Wagner and . Passmore, University of 
Chicago Bookstore: Jerry Johnson, Chandler's, Evanston: Jack 
Richards, F. S. Webster Co. 

9. Seated: Governor Homer Jacquin, Jacquin & Co., Peoria; Ed 
Conlon, Rockwell-Barnes Co.; E. W. Doepke, S. J. Olson Co., Mil- 
waukee. Standing: Earl Collins, Rockwell-Barnes Co.; R. Zuck, 


Rite-Rite Mfg. Co.; Bud Amberg. Amberg File & Index Co. 


pany, Chicago. Mr. McLain spoke on the subject, “The 
Blind Who Will Not See.’ He pointed out that we 
must measure up to our problems in wartime. We all 
know how hard it is to carry on business today. Com- 
plications descend on us in deluge. He recommended 
that we examine our own thinking and strive to see 
things as they are. Regarding the war, he said, we 
should support our nation in every possible way to 
win the war, but we must see that the ideals of 
totalitarianism are impossible for our democratic na- 
tion. We must support the necessary measures but 
after the war is won we must see that we have free 
enterprise restored. 

Mr. Skibbe presented Mrs. E. J. Sanders, who made 
an appeal for contributions to the Red Cross 
(Turn to page 105, please) 
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ON THE OPPOSITE PAGE—PICTURED AT THE MINNEAPOLIS MEETI_| 
G OF NSA DISTRICT NO 7. (Story in May, page 44) 


1. Seated: Art Grayston. Thomas & Grayston Co., Minneapolis: 
L. M. Ackert, Eaton Pape: Corp.; Sterling Lord and Bob Valleau, 
Leopold Co.; Frank Zeller, Koch Brothers, Des Moines; joe Popple. 
Zaiser’s, Inc., Des Moines; Carl Schutz, Eagle Pencil Co.; Cliif 
Cody, C. F. Cody Co., Dubuque, Ia. 

2. Seated: Guy Boyd, Shaw-Walker Co.; Frank Morse, Jr., Browne- 
Morse Co.; Lou Wingert. General Pencil Co.; Fred Schaefer, San- 
ford Ink Co.; Jim O’Brien, Parker Pen Co. Standing: M. D. 
Hasty, Sengbusch Self-Closing Inkstand Co.; H. C. Pehrson, Jones 
& Kroeger, Winona, Minn.; C. H. (Jack) Berry, Curtis 1000, Inc., 
St. Paul; Karl Kiesel, Carter's Ink Co.; H. T. Griswold, Sanford 
Ink Co.; Floyd Kongsvik, Curtis 1000, Inc. 

3. Arnold Berglund. Joseph Dixon Crucible Co.; Mrs. Cl.ff Talty. 
Minneapolis: Mrs. Berglund, R. R. Kemske, Kemske Pape; Co., 
New Ulm. 

4. M. W. Knobloch, Farnham Staty. & School Supply Co., Minne- 
apolis; Ray Johnson, Quality Park Envelope Co.; Elmer Krum- 
wiede, G. J. Aigner Co.; Lafe H. Wasley, Quality Park En- 
velope Co. 

5. Mr. and Mrs. J. T. Langlais. Mr. Langlais recently joined the 
Miller-Davis Co., Minneapolis, in the capacity of v:ce-president. 


6. C. F. Mixter, Eau Claire Book & Staty. Co., Eau Claire, Wis., 
governor-elect of the Seventh District, and Dan MacDougall, 
Stationers Loose Leaf Co., with Fred Schaefer, Sanford Ink Co., 
and Charlie Regan, Globe Publishing Co., South St. Paul, in the 
background. 

7. Mrs. C. W. Talty, Minneapolis, and Mrs. C. F. Mixter, Eau Claire, 
Wis., with the American flag between them. 


8. Seated: Gerald Paardekooper, Koch Brothers, Des Moines; George 
Lazier and Harry Bergquist, Boorum & Pease Co. Standing: Ej 
Conlon, Rockwell-Barnes Co.; Art Grayston, Thomas & Graystoa 
Co., Minneapolis; Frank Zeller, Koch Brothers, Des Moines. 


9. Harold Hoffman, Smead Mig. Co., talking to J. T. Langlais. 

10. Harvey Rockwell, Yawman and Erbe Mfg. Co.; Roy Wells, Art 
Metal Construction Co.; Art Grayston, Thomas & Graystor Co., 
Minneapolis, comparing notes. 

11. Mrs. Bob Valleau; W. E. Smith, Ace Fastener Corp.; Al Nord- 
strom, Smead Mfg. Co.; Mrs. Nordstrom; Mrs. Herb Morgon; Mrs. 
Sterley Jerue; Mrs. Jim Parrott; Mrs. Jack Guntrum. 

12. Seated: Billy Allen, Joseph Dixon Crucible Co.; Ken Chase, 
Dennison Mfg. Co.; . S. Read, St. Paul Book & Staty. Co. 
Standing: Jim O’Brien, Parker Pen Co.; Jay Wiltrout, rarnhan 
Staty. & School Supply Co.; Dick Gingland, Esterbrook Pen Co.; 
Don Whitcomb, Paper Supply Co., Minneapolis. 

13. Jack Guntrum and Karl Kiesel, Carter's Ink Co.; Frank Cooper 
Codo Mig. Co.; M. D. Hasty. Sengbusch Self-Closing Inkstand Co. 

14. Mrs. Charles J. Knapp, Waterloo, Iowa; Mrs. V. Albert Hanson, 
Sioux Falls, S. D.; Mrs. S. J. Vina, Grand Forks, N. D.; Mrs. Ray 
Hammond, Des Moines. 














Fifth District Stationers Meet at Detroit 


High Dealer Registration Marks Assembly—Heavy 

Program Stages in One Day, May 3— Wesley 

Thomas, Findley Printing & Stationery Company, 
Nominated Governor 








NE hundred twenty dealer registrations gave some 
O indication as to the interest of dealers in the 
Fifth District NSA in their annual meeting which was 
held May 3 at the Book-Cadillac Hotel, Detroit. A 
program which ordinarily would require two days was 
packed into one, the afternoon being split into two 
for dealers and another for manufac- 


Sesslons one 


replacing 


Huntington, W. 


Herman P. 
Dean of Standard Printing and Publishing Company, 


lost manpower, with talks by 


Va., and incidentally one of the 


orators of the district; Don Crile of Office Equipment 
Company, Canton, Ohio; Elmer J. Kral of the Buck 


eye Office Supply Company, Cleveland; 


Ronald Tope 


of Tope Book & Office Supply Company, New Phila- 


turers—in order to make best use of the limited time delphia, Ohio; and Jack Fecho of the Burrows 
At the close of the day Wesley Thomas of Findlay Brothers Company, Cleveland. Then they tackled the 
Printing & Stationery Company, Findlay, Ohio, was question as to why the industry should be considered 
nominated as governor for the ensuing year. essential during the war. The discussion was led by 

Art Fontaine of Decker Bros., Inc., Anderson, Ind., H.C. Wilking of B.C.D. Office Equipment, Inc., Detroit, 
governor of the district, called the meeting to order and Ken Boyer of the Newell B. Newton Company, 
and served as presiding officer. After a welcome to Toledo, Ohio. 


Detroit he introduced C. W. Leonard, general chair The program of the day was completed with the 
man of the convention committee, thanking him for 
a task well done, Mr. Leonard in turn giving credit ON OPPOSITE PAGE—NSA AT DETROIT 
to the chairmen and members of the various com- 1. The convention twins: H. H. Treudley, H. H. Treudley & Co., 
we Spemcaata rn i as : See oe) es . first Inc., Youngstown, Ohio; Dave McConnaughey, Roth Office Equip 
mittees serving under him. The n followed the” first ut i, aoten. Ghks. Thby ieek- alite BOL aso Selnled aly 
address, a discussion of PD-1X ratings by Earl] Koch- by way of Adam. 
heiser of The Charles Ritter Company, Mansfield, 2. ae ge eae gg Pog Moo nag torr ee ee 
s k Ss, . 2cker, er S., a 
Ohio. He told of the advantages gained by the dealer fayette, Ind.; Jack Luke, Sengbusch Self-Closing Inkstand Co.; 
. o 1e ) = ft ee De a: . Y 1d bv whic Harry Chesick, The Century Press, Newcastle, Ind. Standing: 
through the use of PD-1X and the ca the d by whic h George Davis. Bank & Office Supply Co., Indianapolis; M. L. Ober, 
the ratings can be put into operation. (The complete Stationers, Inc., Indianapolis; Harry Shockley, The Bramwood Press, 
tey r ’ sisear’s ¢ "acc ¢ sare elsewhere Indianapolis; Frank C. Burst, Sentinel Printing Co., Indianapolis; 
text of Mr. Kochheiser’s address appears elsewhere Saar Saad, Deotinan Kavdmmantat Pie, to 
in this issue.) Following his talk, which was well 3. W. B. Gregory, Il, W. B. Gregory & Son, Detroit; Lt. Alfred J. 
prepared and full of useful information, various othe , ocsma incre eke a i Gaaee, a 
. . : : : ‘ ‘ . ge — re y. 
dealers contributed ideas from their own experiences Mayer & Thom Co. Standing: Dan MacDougall, Stationers lt 
The first part of the program alone was worth enough Leat Co., formerly Gregory, Mayer & Thom Co.; Frank Stephens 
; ee : E I : Saas as ” and Walter Schoettle, both Gregory, Mayer & thom Co. 
to make the meeting a profitable one. 5. Seated: Mrs. David M. Smith; Ed Klebba, Klebba’s, Royal Oak, 
President Dick Healy followed with useful informa- Mich.; Mrs. E. L. Thompson, Columbus; Mrs. Carter Nestor. 
, : ¥E ao - : ¢ : Nestor Typewriter Co., Detroit. Standing: Joe Sommer, William 
tion gathered from his own experience aS a dealet B. Burford Co., Indianapolis; Dave Smith, Eberhard Faber Pencil 
and from his contacts with other dealers throughout Co.; H. L. McFarlan, Esterbrook Pen Co.; Walter Brumm, Nestor 
the NSA circuit Typewriter Co.; Bert Bassett, Bert M. Morris Co. 
1€ NOAA CITC ull, 6. Seated: Art Frey, The Globe-Wernicke Co.; Fred Holmes, Lynn 
The subject of replacing lost sales volume of mer- B. Emery. Inc., Detroit; E. A. a Nichols, ‘the Daniels Co.. 
rag 4 Syigats en tenmn 40 ‘ iS - eee me oe Muskegon, Mich. Standing: Harold Hampton, Indianapolis Office 
chandise no longer available because of critical mate Supply Co.. past president NSA; Art Fontaine. Decker Bros., Inc.. 
rials was covered in a panel discussion led by Les governor Fifth District NSA. 
“neat aos : : . » i aie mn 6. ‘ » Siti 7. Two salesmen working on a single dealer. Edward W. Ambrose, 
Crow | of the Blade Printing & Papel Company, Toledo, Columbian Ribbon & Carben Mic. Co; jetn Dencen, The Advo 
and E. A. Nichols of The Daniels Company, Muskegon, cate Ptg. Co., Newark, Ohio; Ken Page, Columbia Ribbon 6& 
= . ee ‘ eee ae . a) so en Carbon Mfg. Co. 
Mich. Reference to Mr. Crowl’s able talk appears a eee Mine eihea laeihe Wie Wit Wied Bie, te 
4 ‘ Y Y 
elsewhere in this issue in the story of the Chicago Staty. Co., president NSA; Horace Van Dorn, Joseph Dixon 
1 o > referre ‘iefiv yr > 1 ar: 5 Crucible Co. 
meetin He referred briefly to oppe rtunities in draw gery eee ee ee ae er ee ee ay 
ing and drafting room supplies, gift items for service- 10. The troupe was disbanded and the friendships sealed by the 
men, also other gift merchandise, pictures, social sta- Glasping of hands following the dinner. These three-—Ed Conlon 
arin , = ~ * f I “ - othe 2g President Dick Healy, General Manager Charlie Garvin—par 
tionery, writing sets, honor roll plaques, thermometers, ticipated in all the regional meetings from San Antonio to Detroit. 
and a war worker’s flag which he exhibited Mr ll. Harry Balch, Quality Park Envelope Co.; Wesley Thomas, Findley 


14,000 items 
Don’t take 


Nichols reminded the dealers that out of 
there are still many the stationers can sell. 


Ptg. & Supply Co., Findlay, Ohio, governor-elect of the Fifth 
District NSA; Ronald Tope, Tope Book & Office Supply Co., New 
Philadelphia, Ohio 
W. F 


MontPas, The Blade Ptg. & Paper Co., toledo; Ed F. 


the attitude we cannot get needed merchandise, he Dodge. Jr., Johnson Chair Co., Clemco Desk Mig. Co., and Polar 
said, but try. And do not handle everything sold by Mig. Co.; Jerry Gruner, The Franklin DeKleine Co., Lansing 
the dollar store Stati irs. he said & ll bet a Mich.; R. A. Macdonald, Macdonald & Stengel, Saginaw. Mich. 
le dolar stores. Stationers, he sald, Can sell bette! 13. Karl King, The Office Engineers, Inc., South Bend; Art Fontaine, 
merchandise Decker Bros., Inc., Anderson; Hy Linden, Ace Fastener Corp.; 
a soe — — , : : ’ ; C. W. Leonard, Leonard & Co., Detroit. 
rhe afternoon session opene d with an address by 14. Roscoe Benge, Codo Mfg. Co.; Steve Stout, Boorum & Pease Co.; 
General Manager Charlie Garvin who spoke on the Alonzo P. Learnard, Victor Safe & Equipment Co.; Leon Jatte 
Tac in eg eae RR pene. pikign die a say Paes Artistic Desk Pad Co. 
Washington picture as it affec ts stationers, referred 1S. low Pulichesd, Wells Olde Parmtiure Co. 
to the interesting, successful meetings held through- 16. Jack H. Harris. Yates. Burns & Harris, Inc., Detroit; Murl Stuck, 
tha tr ‘ ee) on oe oats , ; The Prompt Press, Detroit; Charlie Lipman, George B. Graff Co.; 
out the trip and for half an hour supplied worth while it. Gilbert Bator, sow U. & Remy Air Corps, lormerty Stockett 
information Fiske Co., Washington, D. C. 
Following Mr. Garvin's talk the manufacturers with- _*7- e«eld_ Fehesce. Wells Oiice Furniture Co.; Biss. james Sep 
son, Cincinnati: James G. Sampson, Ziegler & Sampson Co., Cin 
drew for their own session which was led by Arthur cinnati. 
‘rey of The G »-Wernicke C " ; wa. 18. Earl Kochheiser, The Charles Ritter Co., Mansfield, Ohio; Walter 
Fre} ot The Globe ernicke Co. He put on a pro Waldvogel, National Blank Book Co.; Les Crowl, The Blade Ptg. 
gram which held the interest of everyone present for & Paper Co., Toledo. 
the remainder of the afternoon. ! ’ ; : iscus- 19. Seated: Dan MacDougall, Stationers Loose Leaf Co.; Charlie 
j uftern * n. Much of the dis us Ramsey, Ever Ready Mig. Co.; K. B. Peirce, F. S. Webster Co. 
sion was centered on priorities and means by which Standing: Milt Schuster, Smead Mfg. Co.; W. J. Carroll, Eber 
the travelers could be of more assistance to their hard Faber Pencil Co.; A. C. “Chet’’ Harper, Wilson Jones Co. 
lealer cust soa te ae : ed Sat poe 20. Jack and Jerry Harris who supplied several vocal numbers at the 
dealer customers. A thought which was well received annual dinner. These talented young men are the sons of Jack 
was to the effect that with so many demands on the Harris, chairman of the registration committee. 
7 21. Seated: Charlie Lipman, George B. Graff Co.; M. A. Butto 


dealer’s time the travelers should talk business only 
and then go on their way 
The dealers continued covering first the subject of 


Office Equipment Co., Canton: H. H. Treudley, H. H. Treudley & 
Co., Inc., Youngstown, Ohio. Standing: George M. Baxter, Die- 
bold Sate & Lock Co.; Roy Bansemer, Stationers Loose Leaf Co.; 
William Wirtshatfter, Wirtshafter’s, Inc., Cleveland. 














ADDITIONAL DETROIT PICTURES 

1. Seated: W. R. Diehl, Sr., The 
Dieh! Office Equipment Co., Co- 
lumbus; Ed Little. Wabash Cab- 
inet Co.; Joe Leroux, The Franklin 
Ptg. & Engraving Co., Toledo; 
Roland Kyle. Mosler Safe Co. 
Standing: Leland Stanford and 
M. L. Ober, Stationers, Inc., In- 
dianapolis: Walt DeGroft, San- 
ford Ink Co. 

2. Seated: H. C. Anderson, Globe 
Wernicke Co.; Frank Morse, Jr.. 
The Browne-Morse Co.; Harvey 

Yawman and Erbe 

Standing: Arnold Erik- 

sen, Eriksen’s, Inc., Toledo; Ray 
Schumacher, National Blank 
Book Co. 
Seated: Walter Bussing, Bus- 
sing’s, Detroit; Bob Ball, Ball & 
Thrasher, Ann Arbor, president 
Michigan Stationers Association; 
Harry Koehn. Gregory, Mayer & 
Thom Co., Detroit. Standing: 
H. C. Wilking. B.C.D. Office 
Equipment Co., Detroit; R. P. 
Lewis, The R. P. Lewis Co., Flint 
and Saginaw, Mich.; M. A. Ell- 
man, M. A. Ellman & Co., De- 
troit; John P. Hoffman, MacTag- 
gart-Hoffman Co., Port Huron 
Mich. 

4. Seated: O. E. Earnshaw. Roth 
Office Equipment Co., Dayton, 
Ohio; R. E. Pfeiffer, Roth Station- 
ery. Inc., Springfield, Ohio; H. A. 
Mohrdieck, Associated Stationers 
Supply Co. Standing: R. L. San- 
ford, The Brooks Co., Cleveland; 
Lyn Logan, Wilson Jones Co.; 
Tolman Burns the Mansfield 
Typewriter & Office Supply Co., 
Mansfield, Ohio. 

5. Howard Pfau, the 
nicke Co. 

6. George Wasserberger 
Ptg. Co., Pontiac, Mich. 

Cheney. Southworth Co 

the camera was oul 

taking the last 


lobe-Wer- 
General 


Paul 
(Obviously 
of focus when 
three pictures.) 
. Seated: Ken Read, Miles Fox 
Inc., Detroit, Mich.; Horace and 


oo 


Walter Van Dorn, Joseph Dixon Crucible Co. Standing: Miles Fox 
and Pete Casselman, Miles Fox, Inc. 
9. R. A. Macdonald, Macdonald & Stengel. Saginaw, Mich.; Mrs. 


Macdonald; Mrs. Morse; Frank Morse, Jr.. Browne-Morse Co. 


NSA Institute of Industry Opinion handled by Ed 
Conlon of the Rockwell-Barnes Company and Mr. Gar- 
vin. In the Fifth District, as elsewhere, the principal 
problems were manpower, commodity shortage, and 
transportation. One that was given more emphasis 
there than in other sections was damage to goods in 
transit. Business, as reported in previous meetings, 
appeared to be better than last year and better than 
the last pre-war year. 

After introductions by 
vin served as toastmaster at 
Thomas, governor-elect, was introduced, as were 
Robert Ball, president of the Michigan association; 
Sid Glueck, acting president of the Ohio group; and 
Henry Chesick, Indiana president, as well as several 
others who contributed much to the success of the 
meeting. Special recognition was given to W. R. Diehl, 
Jr., president of the Ohio association, who is now an 
officer serving in the United States armed forces. A 
special entertainment feature at the dinner was a 
group of songs by Jack and Jerry, the young sons of 
Jack Harris, who served as chairman of the registra- 
tion committee. 

With the close of the evening program the long 
tour of the NSA troupe was completed and the several 
members separated to go to their homes and to catch 
ip on accumulated work 


xyovernor Fontaine, Mr. Gar- 
the dinner. Wesley 


me 

PACIFIC NORTHWEST STATIONERS ASSOCIATION 

HOLDS 34TH ANNUAL MEETING AT PORTLAND 

Approximately 100 members of the Pacific Northwest 
Stationers Association attended the 34th annual meet- 
the organization held at the Multnomah Hotel 
in Portland, Ore., April 16 and 17. 

The address of welcome by Horace Kilham of Port 


ing ol 


OFFICE APPLIANCES 





land on the opening day was followed by the intro- 
duction of the charter members and the NSA Troupe, 


committee appointments and a broadcast by the 
Oregon Travelers just before lunch. The Friday after- 
noon session was high-lighted by a meeting of the 
Oregon Trail Travelers, a talk by Past President Owen 
Bayless and an open-forum session of NSA’s Institute 
of Industrial Opinion, presided over by Colonel Ed 
Conlon. A re-broadcast by the Oregon Trail Travelers 
at five o’clock preceded the annual dinner. 


Montgomery Speaks 

On Saturday morning Richard (Dick) Montgomery, 
District OPA Administrator, gave an interesting treat- 
ment of the story of the OPA; he was assisted by 
Charles Miller, who went into the explanation of 
orders affecting the stationery field. Ed Conlon spoke 
on “Paper Problems of the Stationers,” outlining 
essentiality, uses, current conditions, and probable 
future developments; he was followed on the program 
by Charles P. Garvin of Washington, D. C., who talked 
from his ‘Washington Diary.” The Saturday luncheon 
was followed by introductions of many of the mem- 
bers by Governor Cooke. Features of the Saturday 
afternoon session was a talk by Roy Wells on “Post 
War Planning,” and one by Paul Burbank on “Freight 
by Air,” an interesting treatise on the history and 
future of aviation. 


Kilham Elected Governor 


At the election of officers held on Saturday, Horace 
Kilham, of the Kilham Stationery and Printing Com- 
pany, Portland, Ore., was elected president of the 
association and regional governor of District 11, NSA. 
Other association officers chosen included Darrell Ire- 
land of Seattle, first vice-president, and Ralph B. 
Ortel of Spokane, second vice-president. The secretary 
and treasurer will be selected at a later date, at which 
time the site of next year’s meeting, either Portland 
or Seattle, will be selected. 














“The LINE 
that can’t 
be matched’ 
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Longer wear, more copies 


sharper and clearer typing 


PANAMA-BEAVER 
CARBON PAPERS and 
TYPEWRITER RIBBONS 


give all this plus beauty 

of workmanship due to 

better ink and finer fabrics 
in all Panama-Beaver 


carbon prod ucts 


Ask your Panama-Beaver Maun! 
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Manufacturers .. Coast-to-Coast Distributors 
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Office Furniture Receiving WPB Ratings—Typewriter 
Ribbon Spool Salvage Urged by War Production Board — 
Controlled Materials Plan Regulation No. 3 Revised 


WPB NOW RATING OFFICE FURNITURE 

John J. Reinecke, secretary of the Wood Office Fur- 
niture Institute, American Security Building, Wash- 
ington, D. C., has released the following special bulle- 
tin for office furniture dealers: 

“Effective immediately, the War Production Board 
will issue preference ratings to war plants for their 
purchases of office furniture. Even though we believe 
that these benefits should not be denied others—par- 
ticularly governmental agencies and certain other 
important and essential groups—we welcome this move 
as a step in the right direction. 

‘We have not been able to get a definition of what 
constitutes a war plant, but they tell us that they will 
judge each case on its merits. You can now advise 
these war plants to file PD-1A applications for their 
office furniture requirements with the nearest WPB 
field office. Be sure that the revised form (1/16/43) 
is used, for the older forms will no longer be accepted. 

“Applications amounting to $500.00 or less will be 
rated by the field offices, and you should expect 
reasonably prompt action on these cases. The appli- 
cations for amounts greater than $500.00 will be 
reviewed by the field office and then sent to Washing- 
ton for the final rating. A little more time should be 
allowed on these larger applications to take care of 
this extra handling. 

‘We are certain that this action on the part of WPB 
will expedite your deliveries to these manufacturers 
who are contributing so much to the war effort and 


we assure you that the members of this association 


will continue to co-operate with you and your 
customers.” 
& 


WPB URGES PUBLIC TO SALVAGE AND TURN IN 
OLD TYPEWRITER RIBBON SPOOLS 

A year ago, because of the shortage of metal, the 
use of steel in typewriter ribbon spool production was 
cut in half as compared to 1940. Despite the cut, 
manufacturers have been able to produce almost twice 
aS Many spools as normally to meet the demand that 
has sprung from the all-time peak of typewriter opera- 
ion. This more-than-normal production with one- 


+ 


half the normal supply ot metal has been made pos- 
sible through the use of substitutes for steel. 

Recently, however, prospects for use of substitutes 
have dimmed. The plastics and vulcanized fibre types 
are stopped or threatened by tight supplies of raw 
materials. Those of paper board are not proving as 
satisfactory as it was hoped they would. Some manu- 
facturers report that paper board used for flanges is 
not sufficiently durable. In addition, these spools are 
not mechanically suited for some makes of typewriters. 

Abandonment of substitutes or further curtailment 
of use of steel would force manufacturers to turn to 
wooden “carrier” spools. Such spools serve only for 
delivery and transfer of ribbons. They cannot be used 
in operation. The ribbon itself must be re-wound to 
the old spool in the typewriter. 

It is greatly to the advantage of the distributor and 
retailer to co-operate whole-heartedly with the War 
Production Board’s campaign by urging customers to 
salvage old and used spools and to handle ribbon 
spools carefully to avoid damaging them. By en- 
couraging customers to turn in all old spools, retailers 
can greatly alleviate any possible shortage that may 
arise from the further curtailment of the use of steel 
and other materials in the manufacture of typewriter 
ribbon spools. 

& 
WPB REVISES CMP REGULATION No. 3 

Direction No. 1 to CMP Regulation No. 3 has been 
revised to indicate that its intention is to place rated 
orders of dealers, distributors and jobbers on a par 
with orders in the same rating band bearing allot- 
ment numbers or symbols, the War Production Board 
announced on May 18. The direction does not have 
the effect of granting rated orders of dealers, distrib- 
utors and jobbers preference over other orders in 
the same rating band not bearing allotment numbers 
or symbols. 

This means that a dealer’s order rated AA-1 would 
have preference equal to a manufacturer’s order 
rated AA-1 bearing an allotment number. However, 
the dealer’s order rated AA-1 would not displace a 


(Turn to page 79, please) 
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We cannot all serve our country in high or dangerous 
or romantic places. And ina time when many offer their 
lives,the routine of ofice work may well seem humdrum. 
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| NEW EQUIPMENT, 


NEW GF PEDESTAL TYPEWRITER DESK OF WOOD 
AND PLASTIC ANSWERS LONG-FELT NEED 

One of the xyeneral Fire- 

Company proving 


most popular items in the 
wood equipment line is 
typewriter 


prooning 


to be its new wood and plastic pedestal 
desk, featuring a number of ingenious improvements 
long needed in this type of office furniture. In addi- 
tion to civilian orders, a number of the new desks 
have already been placed in service by the Army, 
Navy, and other governmental agencies, and indus- 
tries engaged in war production. 

The new pedestal typewriter mechanism has the 
advantage of simplicity in design and operation, com- 
bined with sturdy construction, providing rigid, double 


‘cantilever” supports—for typing with 
a minimum of vibration and noise. The typewriter 
platform 1 and out of the desk, while 
unusual knee-room of 2534 inches is provided. 

The typewriter is installed on the platform by means 
of short bolts or screws inserted through holes drilled 
tervals and screwed into the four feet 

Additional information on construc- 
iils may be obtained by writing directly to 
ral Fireproofing Company, Youngstown, Ohio 

—- 
ACE INTRODUCES NEW STAPLER 

Well aware of the necessity of conserving every 
ounce of vital war material possible, Ace Fastener 
Corporation's staff of engineers and technicians began 
the development of a new stapling machine months 


Ine 
under-rail and 


1s 9 i. 
silaes easSuy il 


>» proper in 
of the machine. 
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ACE FASTENER MODEL NO. 402-V 


necessity, slow, 


ago. Work on the new model was, of 
chiefly because a great part of Ace’s production facili- 
ties have been diverted to war production. 

But now the new model, No. 402-V, is ready. In size, 
shape and construction it is patterned along the lines 
of Ace’s Pilot Model No. 402. Wherever strength, dur- 
ability, and precision were required, steel has been 
used. Other less critical materials used do not, in any 
respect, detract from the smooth, easy operation of 
the new stapler. Mechanical construction and opera- 
tion have been subjected to severe practical tests, 
assuring users of long-time, efficient operation. The 
No. 402-V takes a full strip of 210 No. 400 Pilot stand- 
ard staples. Shipments will be allocated to those quali- 
fying with priority ratings. Further details are avail- 
able from the manufacturer at 3415 North Ashland 
Avenue, Chicago 





—e- © 
NEW VICTOR WOOD SECTIONAL VISIBLE 
EQUIPMENT PLACED ON MARKET 
Offered as a time-saver for both clerical staffs and 


executives, the new Victor sectional visible record 


DUSY 


equipment, built of wood, has recently appeared on 
the market. Ruggedly constructed for hard service, 
the Victor sectional visible is fitted with easy-shifting 
pockets which may be removed and re-inserted at any 
point desired. Visible margins of one-quarter inch 
exposure are provided. The device measures 19x11x4% 





VICTOR SECTIONAL VISIBLE OF WOOD 


inches, fits standard-depth office safes, and is finished 
in olive green, with the slide body of natural wood 
finish. Perforated labels and clear celluloid protectors 
are furnished with each section. 

Detailed information on the new equipment may be 
obtained by writing to the manufacturer at North 
Tonawanda, N. Y. 

*—-¢ 
WELLS NEW “DURON” STORAGE CABINET 
PINCH-HITS FOR STEEL 

A rugged alternate for the steel cabinet that’s gone 
to war is offered by the Wells Office Furniture Com- 
pany, Chicago, in its new hardwood and “Duron” 
storage cabinet. The “Duron” exterior is glued directly 
to a solid hardwood frame that will take plenty of 
hard usage. The cabinet is 36 inches wide, 78 inches 





WELLS “DURON” STORAGE CABINET 


high, and 18 inches deep, has four adjustable shelves, 
modern streamlined chrome handles, and a built-in 
key lock. Finish is in olive green. 

For complete information write to the Wells Office 
Furniture Company, 410 South Wells Street, Chi- 
cago, Ill. 

—->-— 
BLADE INTRODUCES NEW LINE OF WAR WORKER 
SERVICE FLAGS 

A colorful means of boosting morale among workers 
“on the home front,’ designed and marketed by The 
Blade Printing and Paper Company, Toledo, Ohio, is 
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THE ULTIMATE TYPEWRITER RIBBON 
\ y) FOR EXECUTIVE CORRESPONDENCE 
Jf! 
Through the ages the clear cut beauty of Classic art, un- 































equalled and unchanged, has been preserved as an impressive, 





lasting record. Today that same dignity, clarity and per- 
manence are reflected in modern business writing and records 


) through CLASSIC TYPEWRITER RIBBONS. 


| These superb ribbons are made possible by a matchless 








combination of sheer yet sturdy ribbon fabric and a uniform 
‘free flow”’ ink film. Thus in one ribbon, your customers are 





assured of 





IMPRESSIONS THAT ARE SHARP, 
FRESH, BEAUTIFUL 

no smear, smudge or ‘‘spread”’ 

EXTRA LONG WRITING LIFE 

OUTSTANDING RIBBON ECONOMY 


Classic Ribbons are made 


in accordance with 





Columbia’s well known 


tradition of quality 





Classic Ribbons carry an immediate customer ap- 
peal. In addition, they give you the golden oppor- 
tunity to sell the idea of distinguished writing 
and better quality, better profit ribbons and carbons, 
Here’s a fine chance to set up a bigger, more profit- 
able ribbon and carbon business that not only will 
offset wartime sales losses in other lines, but will 
keep on going —and growing! 


Ask us for prices and writing samples. 


: 





COLUMBIA RIBBON & CARBON 
MANUFACTURING CO., INC. 
Main Office & Factory, Glen Cove, L.I., N.Y. 


New York City Sales and Export, 58-64 West 40th St. 
Kansas City, Mo., Dwight Bldg. 












giving every indication of becoming one of the “best 
sellers” of the year. The new line is comprised of two 
War Worker flags, the standard and the special, plus 
the American flag. 

The standard War Worker flag is for retail over-the- 
counter sales to the workers, while the special War 
Worker flag, carrying the trade-mark of the company 
for which it is produced, is designed for large volume 
sales to manufacturers with 1,000 or more employees. 
The American flag may be used both as an over-the- 
counter item, and as part of the program which sug- 
gests itself to a manufacturer buying a large quantity 
of the special War Worker flags. All of these flags 
are made of first quality rayon taffeta. They are 
8 x 12 inches in size, and are in two colors, red and 
blue. The fringe, cord and tassels are bright gold. 

The use of the special War Worker flags by manu- 
facturers as an incentive for helping cure the nation’s 
No. 1 industrial problem, absenteeism, as a reward 
for increased production efficiency, or in promoting 
production soldier idea by personalized letters 
from the company’s president pointing out that pro- 
duction soldiers are just as important as fighting 
soldiers is proving to be a profitable investment. 

The resale prices of the flags, ranging from 50 cents 


the 


WAR 
WORKER 


* 





BLADE WAR WORKER SERVICE FLAGS.—The one at the 
left is for individual purchasers. The other is for war plants 
to present to employees. 


each in lots of 1,000 to 40 cents each in lots of 5,000 
or more, make the new flags especially fast-turning 
items. Full information and samples of each of the 
three flags may be obtained by interested dealers by 
writing to the Blade Printing and Paper Company, 
232-234 Superior Street, Toledo, Ohio. 
+ 
LINE OF CARD AND FILING 
PLACED ON MARKET 

The New England Woodworking Company, New York, 
has answered the popular demand for multiple drawer 
card cabinets with three new hardwood models, the 
seven, eight, and ten drawer. The seven drawer size 
has 14 compartments for 5 x 8 inch cards; the eight 
drawer, 16 compartments for 6 x 6 inch cards; and 
the ten drawer, 20 compartments for 3 x 5 inch cards. 
All three sizes have light, smooth suspension drawer 
action, and are available for immediate delivery. 

A new line of filing cabinets in two, three, and five 
drawer sizes, for letter and legal size paper, are also 
being manufactured by New England Woodworking. 
Locks are optional, and the cabinets have easy sliding 
full drawer suspension, plastic label holders, and 
drawer pulls. Choice of olive green or walnut finishes 
is provided. 

Complete details of any of the above cabinets may 
be obtained by writing to the New England Wood- 
working Company, 512 E. 37th Street, New York, N. Y. 


NEW CABINETS 


OFFICE APPLIANCES 


HEDGES PRESENTS NEW DURATION CABINET 

Hedges Manufacturing Company, makers of files and 
filing equipment, announces a new Duration cabinet 
which is equipped with two wood rollers, a feature 





HEDGES DURATION CABINET.—Below 
is a sketch of one of the wood rollers 
which facilitate drawer movement. 


making for smooth and silent drawer action. Another 
new feature is the fact that the rollers drop into 
grooves when the file is closed, thus locking the 
drawer until it is reopened. The Duration case may 
also be used as a filing cabinet because it is so built 
that follower block and rod may be quickly set in, 
and easily removed. Duration cases continue to be so 
constructed that they may be quickly stacked. Addi- 
tional information may be secured by writing to the 
company at 2931 Wentworth Avenue, Chicago, III. 
*—- © 


NEW COLUMBIA WOOD TRAYS ON MARKET 

All the time-saving advantages of Columbia steel 
trays are provided by the new Columbia machine post- 
ing trays of hardwood construction. The operating 
mechanism is the same as uSed in steel trays, and the 





WILSON JONES COLUMBIA MA- 
CHINE POSTING TRAY OF WOOD 


smooth sanded surface is finished in olive green to 
match the steel trays. 

Further information on the new wood trays may be 
obtained by writing for circular No. 0-D1189 to Wilson 
Jones Company, Chicago, Elizabeth, N. J., or New 
York City. 
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GLOBE-WERNICKE OFFICE ACCESSORIES WILL 
FULLY MEET YOUR CUSTOMERS REQUIREMENTS 








There is a wide variety of dependable 
Globe - Wernicke office accessories and 
filing supplies that will help solve the 
vital problems of your customers needs. 
These useful ‘‘tools of business’’ are in- 
dispensable and they are helping speed 


up routine in many offices and factories 
throughout the nation. Now is the time to 
check your stock and order a reasonable 
supply of Globe-Wernicke merchandise. 
Be prepared to serve your customers 
promptly. Write us today! 




















PILOT . . . FIBREBOARD 
CARD INDEX CASES 


Unusually strong . covered with 


green cloth made in one and two-drawer 


styles for 3x5", 4x6’ and 6x9" cards 
Also made in one-drawer style only 
for Victory Tax forms 3144x7% 


One-drawer style 





Depth of outside case dimension is 15"’ 


Two-drawer style 








AGATE ...CARD 
INDEX TRAYS 
Ideal for card index filing 
These trays are made of heavy 
binders’ board . . . wood bot- 
tom . . . wood follower. For 
3x5", 4x6", 5x8", 6x9" cards 


and check file size 


ACCESSO ... WOOD 
DESK TRAYS 


Wide hand openings on all four § 
sides and bottom make it easy 
to handle papers . . . Designed 
for efficiency and convenience 
Trays may be stacked or com- 
bined laterally 











OHIO BOX FILES 


Needed in nearly every office 
and often used for personal fil- 
ing practical and inexpen- 
sive. Available in letter and 
cap sizes choice of several 


styles of indexing. 





Has many uses... 
sizes... 


Also with metal tabs 


EVERYDAY FILES 


made in two 
several styles, tabbed 
alphabetically, days of months 
having 
A handy 


removable inserts. 


work organizer. 





BUY MORE 
WAR BONDS 


Globe-Wernie 


(Orfateliavar-lemmelalie 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


* Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Specia! Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 


Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 














COLE PRESENTS NEW LINE OF PRESSED WOOD 
STORAGE AND WARDROBE CABINETS 
Sturdily constructed steel-like storage and wardrobe 
cabinets manufactured by the Cole Steel Equipment 
Company are finding ready acceptance on the market. 
Three types, all 36 x 72 x 18 inches, are available. All 
have thoroughly reinforced doors, and are equipped 








COLE STORAGE CABINET OF PRESSED WOOD 


with locking devices controlled by paracentric locks in 
the right-hand handles. 

The storage cabinet is fitted with four adjustable 
shelves, the combination storage and wardrobe cabinet 
with four shelves and one coat rod, and the wardrobe 
cabinet with one shelf and one coat rod. 

Complete information may be obtained from the 
manufacturer, Cole Steel Equipment Company, 349 
Broadway, New York, N. Y. 

<< 
NEW AMFILE WILLOWEAVE ALBUM 

This latest edition of the Amfile print album is a 
blend of the rustic and the sophisticated. The new 
binding—a gaily colored smooth weave—adds a dis- 
tinctive note to any collection of snapshots or clip- 





AMBERG’S NEW WILLOWEAVE ALBUM 


pings. Black paper mounts and strong plastic binder 
rings are features. 

The Willoweave album is available in three sizes: 
5 x 7 inches for snapshots, and two large sizes, 8 x 10 
inches and 14 x 11 inches for larger photographs, 
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prints or clippings. The latter are especially well 
suited to commercial uses. Retail prices range from 
$1.75 to $3.50. Additional details are available from 
the manufacturer, Amberg File & Index Company, 
Kankakee, Ill. 


—---- — 

HORNSTEIN OFFERS NEW DRAFTING MACHINE 
A drafting device known as the Master drafting 
machine has recently been put on the market by the 
Hornstein Sales Company of Chicago. Among the 
advantages claimed for the “Master” by its manu- 
facturer are the elimination of drawing board, pro- 
tractor, scales, triangles and T-square, all necessities 
with the usual drawing board. The drawing board 
surface of the new device measures 20x24 inches, the 
scale is graduated in 10ths and 16ths of an inch, and 
the triangle openings permit drawing of 60, 45 and 30 
degree angles without changing the setting. Holes in 





HORNSTEIN MASTER DRAFTING MACHINE 


the scale permit the drawing of circles from % to 1% 
inch in diameter, as well as % inch squares and 
hexagons. The square may be locked at any angle. 
Additional information may be obtained from the 
Hornstein Sales Company, 320 West Ohio Street, 
Chicago. 
—-> 2 
NEW CHAIR INTRODUCED BY TYPOSTURE 

A springless, free-swivel posture chair with an auto- 
matic self-tilting back pressure support has been in- 
troduced on the market by the Typosture Chair Com- 
pany, Incorporated. The new chair, the Typosture, has 
been skillfully engineered throughout, and is available 
both in all-wood and in upholstered styles. All-wood 
models are available in oak, walnut, mahogany and 





TYPOSTURE ALL WOOD POSTURE CHAIR 


green; the upholstered styles come in red, brown, 
green or leatherette. 

Further details may be obtained by writing Typos- 
ture Chair Company, Inc., 11 West Thirty-Second 
Street, New York, N. Y. 
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Signals say: Roytype Carbon Paper selling 
so fast they're taking on extra dealers! 











HE CHIEF IS RIGHT! This is the 
message we are sending all over 
America... 


“Roytype Carbon Paper sales 
are booming ...and we need more 
dealers!’’ 


How would YOU like to handle 
this complete, fast-moving line? 


Roytype offers a complete line 
of quality carbon papers, includ- 
ing every popular price range, for 
every carbon paper need .. . plus 
finest-quality ribbons. 





This complete Roytype line is 
made by the Royal Typewriter 
Company, which has dealer open- 
ings available in many important 
centers in the United States. Right 
now is the time for YOU to get in 
on the big swing to Roytype... 
right now while Roytype is selling 
like merry blazes! ... right now 
while intensive national advertis- 
ing is making Roytype the best- 
promoted carbon paper of them all! 


Find out how you can become a 
Roytype* dealer. Write us today! 








I a 


ROYTYPE aia ( 
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TYPEWRITER COMPANY ( 
2 PARK AVENUE, NEW YORK,N.Y. i 








The Guest Book 


Roy E. Wells, vice-president, Art Metal Construction 
Company, Jamestown, N. Y., called at the office of 
this journal April 28 accompanied by John B. Jarrett 
of the Chicago office of Art Metal Postindex division 
An NSA trouper, Mr. Wells had participated in the 

meetings including Minneapolis, and planned 
20 on to Jamestown after the Chicago meeting 
which was held on the next two days after his call. 
The West is back home to Mr. Wells, for it has been 
the scene of most of his activities from birth up to 
his removal to Jamestown about three years ago. A 
great friend is Roy, one who delights in making him- 
self and never forgets the smallest favor ex- 
tended to him. At the time of his call it was expected 
hat Mr. Jarrett soon would be wearing the uniform 
of the United States Army. 

>< 

A. L. Campbell of Omaha, while en route to Buffalo 
and vicinity signed the Guest Book May 6. For years 
active as a Stationer in Erie, he later established him 
self in visible systems and equipment and transferred 
to the Middle West. 

*—- © 

Jack C. Kern of the Jack C. Kern Company, Dallas, 
Texas, signed the Guest Book May 12. The Kern com- 
pany’s territory extends from New Mexico on the west 
to the Atlantic, and north to Kansas and Missouri 
Jack had made some calls in St. Louis and then came 
on to Chicago to visit with two of the manufacturers 
his firm represents—Imperial Methods Company and 
O.C.S. Olsen Company. With the calls completed he 
expected to take the night train, resume his St. Louis 
activities and work back into Texas. He reported that 
his business was running substantially ahead of 
year 


western 


to 


useful 


+ 


nis activities 


last 


—-¢ 

Howard Sanders of the Stationers and 
Board of Trade, New York, was a visitor at the office 
of this journal May 20. After conducting the most 
successful meeting of the association in New York 
a few days earlier he came on to Chicago to hold a 
session for western credit men at the Bismarck Hotel 
on the twenty-first. Under Mr. Sanders’ direction the 
“board” has become a most valuable aid to its members 
and also serves to protect dealers’ interests by helping 
to prevent market disorganization where difficulties 
arise. While in Chicago he found some time to call 
upon members and planned to see others in the west 
ern division on his return trip. 


Publishers 


*—> ¢ 

George A. Litchfield, sales manager of the Jasper 
Chair Company, signed the Guest Book May 20. He 
had come to Chicago with E. J. LeBlane of the Office 
Equipment Company, Louisville, both of them having 
matters of business which required their attention. 
Asked about chair production, he reported that the 
demand was as strong as it ever was and that the 
manufacturers were resourceful enough to overcome 
whatever new handicaps might result from proposed 
additional limitations. 


—— 
Fred R. Smart of Toronto, manager of the Sta- 
tioners’ Guild of Canada, signed the Guest Book 
May 22. Traveling as far west as Sarnia, Ont., on 


association business, he made the trip to Chicago with 
two government men, where he picked up information 
useful to the Canadian Government and to the dis- 
tributors whom he represents. A busy day planned, he 
added a call at Horder’s, Inc., located opposite the 
office of this journal. He stated that the Guild was 
co-operating closely with government departments and 
assisting as often as opportunity was presented. 
*—- © - - 

Bob Fleming of the Leopold Company, Burlington, 
Iowa, signed the Guest Book by proxy May 22, his 
visit with a representative of this journal taking place 
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across the street from the publication office. Although 
the time was a pleasant Saturday forenoon when 
many who could were following other pursuits, Bob 
was on the job selling Leopold. 
*—-> 

Wesley A. Stanger, Newark, N. J., first editor of this 
journal, was a visitor on May 26. Subsequent to his 
leaving the staff many years ago, he was associated 
with other trade journals as a writer and editor. Quite 
naturally his visit was one of reminiscence about the 
early days of the industry. Mr. Stranger is now di- 
rectly connected with the office equipment industry, 
being representative of Hunter Electro-Copyist, Inc., in 
Newark. He stopped off in Chicago while enroute home 
from Milwaukee, where he completed arrangements to 
handle the Rex-O-Graph line of duplicators and sup- 
plies. 

—- - 

ROCKWELL-BARNES MOVE GENERAL OFFICES 

The general and sales offices of the Rockwell-Barnes 
Company, Chicago, were moved last month from 1511 
West Thirty-Eighth Street to 35 East Wacker Drive. 
Manufacturing operations and warehousing will be 
continued at the plant on Thirty-Eighth Street. The 





CAGO. — Rockwell-Barnes 
Company general offices 
now occupy the entire 
thirty-first floor of this 
downtown structure. 


removal puts the offices in close proximity to the 
central business district of Chicago. Ready accessi- 
bility to the loop and downtown hotels and office 
buildings gives the new location special value. 
Pictures of the new quarters will be taken in the 
near future. They will be presented in a later issue. 
o—~—=e 
G. J. AIGNER COMPANY NAMED NATIONAL DIS- 
TRIBUTOR OF NEW PLASTIC SCREW POSTS 
The G. J. Aigner Company has announced its 
appointment as distributor of the new Griffin Camp- 
bell Hayes Walsh plastic screw posts. The new posts, 
which are available in seven sizes, will be distributed 
to office supply houses and the graphic arts trade by 
salesmen of the Aigner Company, who cover the nation 
from coast to coast. 


e Announces the, 


EXECUTIVE 


S tamp ‘Pad 


: ee 
— A Distinctive 
The Justrite Executive is deluxe through- 
out. Encased in wood grain metal box. Gold 
stamped with logotype and color of ink. e 
Wrapper identifies each color. Pad is im- 
pregnated wth a new long-lived ink. Actu- 121210 vation 


ally holds more ink than similarly-sized pads. 


The Executive Pad is designed for people who enjoy richly 
handsome articles. You will be proud to place it on top of your 
desk, not hide it away in a drawer. It’s the only stamp pad in 
America designed to add to the beauty of the office desk. 

It’s not a manufacturer’s billboard—it’s your pad. Ask for the 
Justrite Executive—America’s most beautiful stamp pad. 

The Executive may be obtained from your rubber stamp manu- 


facturer or stationer. 


Manufactured by 


LOUIS MELIVD COMPUNG 


CHEE AG‘O LEPHONE SUPERIOR 





1811 


362 WEST CHICAGO AVENUI 














New in structural material ... because 


wood must release metal for war... but 
carrying on the traditionally fine service 
that so many business offices know. These 
Files, Desks and Tables are thoroughly 
GF in appearance and in performance 
... providing war time business with 
the advantages and the efficiency of GF 
craftsmanship, engineering, skill and under- 
standing of office problems. GF Wood 
Files, Desks and Tables reflect in perform- 


ance what is expected of GF equipment. 
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presentatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 
of ti irnal their headquarters. The staff at the main office, 600 W. Jackson Bluvd., Chicago, and the staff at 
t} ran n charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 
Y Ov é Dé hat p [O bi OT any possible Service. YW hile thre J 1 ilities at Ne Ay York are not so many as at Chicago, 

there % e found the same desire to serve 

By Mrs. S. S. Elliott 
Assistant Secretary, Office Appliance Trades Association of Great Britain ar t Ireland, 
t St. Bride Street, London, E. C. 4 

London, April 1, 1943 & Company; W. Lorraine Haig, W. Lorraine Haig & 
HE TYPEWRITER TRADES FEDERATION. The Company; Ralph E. Harding; C. Potter, British Type- 


Federation has made spectacular progress during 
the war period, wartime difficulties having enhanced its 
value and welded together more firmly the industry’s 
many interests. The pooling of repair services has 
done very much to make for complete understanding 
and co-operation between manufacturer and dealer 
There is every reason why there should be complete 
collaboration between them. 

It is but a short step fror war to postwar activities, 
and the difficulties attendant on after-the-war redun- 
dant equipment will call for renewed co-operation be- 
tween manufacturer and dealer. Second hand 
not quite up to standard, sold to the public by the 
dealer, must have a detrimental reaction on the manu- 
facturer of those self-same goods, who prides himself 
on the quality of the goods he markets and his “after 
sale” service. On the other hand, if the excellence of 
the product is maintained by the dealer in negotiation 
with the manufacturer, then is the status of the i 


e00ds 


in- 
dustry fully maintained to the benefit of all concerned 

The annual general meeting of the Federation was 
held at the Holborn Restaurant, London, W. C. 1, on 
Wednesday, March 10, 1943. H. W. D. Buckeridge, the 
retiring president, was in the chair for the first part 
of the proceedings. In his report, he drew attention 
to the fact that the Federation’s membership had been 
increased by 69 during 1942—a record for any year 
and now numbers 376. He also referred to the close 
liaison which existed with H. M. Stationery Office and 
the efforts which were being made by the Federation to 
supply the Government’s need of typewriters 

A. Pateman, Imperial Typewriter Company, Ltd., 
East Park Road, Leicester, was elected president for the 
ensuing year, and B. Lowthrop, Lowthrop & Company, 
Ltd., Hull, and W. Harold Spink, W. Harold Spink, Ltd., 
Leeds, were elected vice-presidents. H. W. D. Bucker- 
idge, Typewriter Sundries Company, Ltd., London, be- 
came immediate past president. The following were 
elected as members of the executive council: 

Colonel W. H. Barrell, O. B. E., T. D., J. P., W. H 
A. H. Cohen, Woodstock Typewriter Com- 
Mancell Gutteridge, Gutteridge, Sampson 


Barrell, Ltd.; 
pany, 


Ltd 








writers, Ltd.; W. F. Sleath, Underwood Elliott Fisher, 
Ltd.; V. H. Wake, Harris, Wake & Porter, Ltd. 

The chairmen of the nine branches became ex-officio 
members of the council. In this connection, the re- 
formation of two branches was reported. 

Reports of standing committees were approved and 
adopted. 

Suggestions were put forward for the establish- 
ment of a benevolent fund within the industry. This 
matter is now under consideration. 

The general secretary, Clifford C. Edwards, since his 
appointment has visited most of the branches of the 
Federation, thus establishing personal contact with 
those members unable to travel to London, and has 
received suggestions for improving the services which 
could be rendered by the Federation to its members. 
He has also very well defined personal ideas of the 
services a Federation should render to its membership 
and his pre-Federation experience is proving of ex- 
treme value to the TTF. 

During the past year, by means of the “safety” chain 
which operates in London and one or two provincial 
areas, 139 stolen machines were recovered out of 649 
reported stolen. In 1941 the figures were—stolen 501, 
of which only 26 were recovered. This safety chain 
operates as follows: Immediately a machine is re- 
ported as stolen, the general secretary informs a mem- 
ber, who in turn informs another member by tele- 
phone, this member telephoning another member, and 
the last member on a pre-arranged list telephoning 
the general secretary to show that the chain has been 
completed. 

Another interesting meeting had also taken place 
some days earlier, when Stanley E. Cohen, a past 
president and member of the council, gave a luncheon 
to pay tribute to those gentlemen with whom he had 
worked for the good of the industry throughout the 
twenty years he had been active on the executive 
council of the Typewriter Trades Federation. This 
was the first occasion when all TTF past presidents 
had been together and, with members of past and pres- 

(Turn to page 80, please) 
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IMPERIAL BRAND. 
INDEX CARDS 


Noted for their superior color, fine 
surface and ruggedness. 

Stock is made to our own specifica- 
tions insuring unvarying uniformity. 
Furnished in all standard sizes, 
weights, rulings and colors. Attrac- 
tively labeled and boxed. 

Send for New Catalog and Price List 
Co bo 
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HIGGINS INK CO. PROMOTES TEHAN AND CHOLET 
TO NEW POSTS; CONNELLY RETIRED 

The Higgins Ink Co., Inc., promoted Harry Tehan, 
iniversally-liked sales manager, to the position of 
resident at the recent annual meeting 
of the board of directors. Tehan has been with Hig- 
gins for 19 years during which time he has held 
varying positions in the sales department. 

At the same meeting of the board of directors, Bert 
Cholet, who has served as advertising manager for the 


assistant vice-} 
) 





BERT CHOLET 


HARRY TEHAN 


past three years, was appointed assistant secretary. 
The following officers were re-elected: Tracy Higgins, 
president, John Gianella, executive vice-president, Al- 
fred H. Everson, vice-president, and Edward J. Kier- 
nan, treasurer 

Plans were made at the same meeting for the retire- 
ment of Joseph I. Connelly, who is familiarly known 
to thousands with whom he has spoken by telephone 
or corresponded. He has been in Higgins employ 


for 42 years. Starting originally as a stenographer, 
Joe Connelly held positions in order as shipping 
clerk, bookkeeper, assistant manager, assistant secre- 
tary, treasurer and assistant vice-president. Recently 


remarried, he and Mrs. Connelly are looking forward 
to a life of ease and enjoyment at their country home 
in Sparta, New Jersey ; 
*—- © - 
DOMORE STRIKES PERTINENT THEME IN 
NEW INSTITUTIONAL CAMPAIGN 

The Domore Chair Company, Inc., Elkhart, Ind., has 
received much favorable comment relative to the new 
theme adopted in its recent advertising campaign 
carried by a number of the nation’s outstanding 
periodicals. Motif of the campaign is “A Tribute to 


the White Collar Worker,’ with emphasis on the part 
he is playing in the war effort in a determination to 
maintain the “American Way” of life. 
°—->¢ — 
CIRCLE DESK COMPANY ENTERS NEW HOME 
The Circle Desk Company, Inc., New York, has an- 
nounced the purchase of a six-story building at 629 
Third Avenue in the Grand Central zone. The com- 
pany moved from its old address at 691 Third Avenue, 
where it had conducted business for the last 11 years, 
to the new quarters on May 13. A large display show- 
room will be maintained at the new address for the 
convenience of the trade. 
*—- 
IBM PROMOTES KIRK AND CHAUNCEY 
Charles L. Kirk, vice-president in charge of manu- 
facturing, International Business Machines Corpora- 
tion, has been elected a member of the executive and 
finance committee to fill a vacancy caused by the 
recent death of Edward Cornell. Harrison K. Chauncey 
was appointed assistant secretary.—AK. 
—-><- 
HENDERSON AND MILNE MOVE UP 
Art Metal Construction Company, Jamestown, N. Y., 
announces two important promotions of members of 
its sales personnel, effective June 1. On that date, 
B. L. Henderson, formerly district manager, will take 
up his new duties as Los Angeles branch manager. 


- — - — - 

















B. L. HENDERSON 


R. G. MILNE 


R. G. Milne, of the Chicago office sales staff, will 
succeed Mr. Henderson as district manager, wholesale 
division, covering Indiana, Illinois, Michigan, Wiscon- 
sin, Iowa and Minnesota. Mr. Milne has been asso- 
ciated with the company for the past 20 years as sales 
representative. 
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THE SERVICE LINE 


EOPOLD DESKS are playing their part in pro 






















ducing war materials . and they're thereby serving at 
the home front. The Leopold Company anticipated war 
time restrictions . . . simplihed its line . effected 
Important savings The result: War needs are taking 
much of Leopold's production A portion still 1s available 


tor you 


For the duration, we are concentrating on those items 
which conserve critical materials. With your cooperation, 
this plan should see us through. Leopold equipment will 
continue to contribute to the efhcient administrative work 


ot your Customers 1n war-essential industries 


Mindful of its obligation to American business, The 
Leopold Company also is engaged in post-war planning 
When our troops march down the streets of Berlin and 
Tokyo, we shall be ready with a line of desks and ofhce 
furniture combining post-war features with the beauty, 
utility, convenience and endurance on which the Leopold 


reputation has been built. 


THE LEUPOLU CUMPANY 


BURLINGTON, IOWA 







City Hall, Kansas City, Missour1 


| eopold equipped 
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STATIONERS’ & PUBLISHERS BOARD OF TRADE 
HOLDS ANNUAL FORUM AND DINNER 

The Stationers and Publishers Board of Trade, Inc., 

held its annual forum and dinner in the Hotel Bilt- 

more, New York, Friday, May 7. Year by year, this 

event becomes more popular and better attended. This 


year being no exception, the attendance was the larg- 
est ever; and those who took the time to attend the 
forum and 


u dinner were well repaid. 
The forum was opened promptly by executive sec- 


retary Howard S. Sanders, who made a brief intro- 
duction and welcomed the members and friends. In 
doing so, Mr. Sanders remarked upon the very few 
failures in the industry in the last year, stating 
that many dealers who used to be slow are now up 
to date. A word of caution was also interjected in 


view of the uncertainty of merchandise. 

Louis H. Tavernier, Jr., Fulton Specialty Company, 
introduced Dr. Donald R. Longman, chief of the dis- 
tribution branch, services division, Office of Civilian 
Supply, Washington, D. C., who gave an informal pres- 
entation concerning the all-important civilian problem 
of sufficient essential civilian goods. Most of Dr. Long- 
man’s remarks have already been covered by this 
journal in a report on the Wholesalers Stationers Asso- 
ciation convention held here in New York. I-219, the 
limitation of inventory order, was the chief topic of 
qaiscussion 


Dr. Longman seemed to be particularly interested in 
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the reaction of those who were present as to their 
experience in working under this order. In doing so, 
he inferred the possibilities that this method of con- 
trol would not cover all hardship cases. 

It was Dr. Longman’s opinion that we must not let 
any communities be without essential civilian mer- 
chandise and we must not let the dealers in those 
communities fail through their inability to get mer- 
chandise. Inasmuch as he was talking to credit men, 
he suggested they attempt to see that the smaller 
dealers in the smaller communities also receive their 
fair share of merchandise. 

Following Dr. Longman’s address, there were a num- 
ber of questions asked from the floor, and sufficient 
experiences were related to show there was very keen 
interest in what Dr. Longman had to Say. 

Herbert H. Schwamb, personnel manager of J. C. 
Penney Company, was then introduced by the execu- 
tive secretary. Mr. Schwamb gave a rapid-fire dis- 
cussion of personnel problems as he has experienced 
them at J. C. Penney’s. One of the rules in personnel 
work that he likes to use as a guide was a statement 
of the famous Warden Lawes who said, “Never give 
up on a man until he fails in something he likes.” 
Mr. Schwamb admitted that they in the personnel 
field know they have a lot of problems to which they 
do not know the answers. He indicated that employers 
often created the problems that resulted. He suggested 
that it was a matter of attitude on the part of the 





YORK, N. Y., MAY 7, 1943.—Left to right: Herbert H. Schwamb, personnel manager, J. C. Penney Co.; Louis 
Tavernier, Jr., Fulton Specialty Co.; Howard S. Sanders, executive secretary, Stationers & Publishers Board 
of Trade; Dr. Donald Longman, chief, distribution branch, services division, Office of Civilian Supply, Wash- 
ington, D. C.; Norman Vincent Peale, D. D., minister of the Marble Collegiate Church, New York, and chair- 


man and secretary, Committee for Constitutional Government, Inc. 
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No. S-940 


The Plant Protection Division of 
the War Department requires that 
a record be kept of all trucks mak- 
ing deliveries to or hauling from 
plants engaged in defense work. 


Outside Truck Register No. S-940 
provides for all necessary informa- 
tion, such as: 

Date 

Name of Truck Owner 

Truck License No. 

Time In and Out 

Platform 

Description of Contents 

Signatures of Driver and Helper 


If plant area is enclosed, this record 
should be kept at the gate. If trucks 
load or unload at a street or alley 
platform, the record should be kept 
by the receiving or shipping clerk. 


Size of book 105¢x8%<, 50 leaves, center sewed, bound in blue Canvas 
over stiff covers, title printed on front cover. 


Ask for Circular D1204 





especial No. S-941 


The Plant Protection Division of 
the War Department requires that 
a record be kept of all visitors or 
callers entering plants engaged in 
defense work. 
Visitors’ Register No. S-941 is 
specifically designed for this pur- 
pose. It provides for the following 
= | information: 
Date of call 
Name and Address 
Firm Name 
Citizenship 
Auto License Number 
Person to see and Department 
Nature of Call 
Pass Number 
Time of Arrival and Leaving. 
This record should be kept at all 
entrances where visitors or callers 
are received. 
Size of book 1034x81x, 50 leaves, center sewed, bound in black Levant 
Grain Imitation Leather over stiff covers, title on front cover in 
gold foil. 


Ask for Circular D1204 
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there being two main reasons for such 
One was carelessness, and the other was 
lack of knowledge of the worker. These two factors, he 
indicated, act as insidious poisons. He said it was 
to the advantage of the employers to ‘feel their way 
the interest of an employee,’ and in so doing 

make great strides to overcome this poisonous 
carelessness and lack of interest. Discussing his per- 
sonnel work with J. C. Penney Company, he said that 
one of Mr. Penney’s watch words was “if we build 
men we don’t have to worry about profits.” With this 


employers, 
difficulties. 


Into 


wouia 


as a golden rule, he suggested that everybody entrusted 
with personnel work select their employees well, train 
and treat them right and compensate them fairly. 
The original interview, he said, was extremely im- 


portant while the training program was the most im- 
portant factor in the success of every personnel effort. 
In conclusion, Mr. Schwamb stated that a better un- 
derstanding of job evaluation was bound to come 
after the war, and that the careful and right treat- 
ment of the employees is the Number One obligation 
of top management and employers. 

Norman Vincent Peale, D. D., chairman and secre- 
tary of the Committee for Constitutional Government, 


Inc., gave a very stirring address which was indeed a 
fitting climax to the afternoon. Dr. Peale, an orator 
of some renown, stated that through all of his 


wanderings and dealings with people he had become 
a confirmed optimist. He recounted how he has been 
questioned by so many people, ‘““What’s ahead of us?” 


In answer to that question, Dr. Peale said it was 
his opinion we were coming into the most thrilling 
era of which anybody had ever heard, an era which 


1 make us all regard the present as a horse-and- 
The doctor sketched at some length, the 
results of present day science and invention which 
promise of a tremendous future. 

Dr. Peale then launched into an emphatic disserta- 
tion on the reasons why he believes in free enter- 
prise and why he will continue to raise his voice 
in favor of it. He cautioned his listeners that they, 
being just human beings, were all inflicted with a 
terrible disease—tension. So engrossing were his 
powers of oratory and persuasion that a dropped pin 
would have been heard in any part of the room. Dr 
Peale was indeed a real treat. 

After the forum closed, which it did promptly, the 
group, augmented by many of the fair sex, enjoyed 
themselves in conversation and liquid refreshment 
during a cocktail hour. Dinner was ready promptly, 
as it always is at events of the Stationers & Publish- 


kid oe 


ers Board of Trade, and it seemed all too soon that 
a very sumptuous meal was a thing of the past 
After dinner, Mr. Sanders introduced those of the 


Board of Trade who were present, and in doing so 
extended a 


welcome to all. This was reiterated by 
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Chairman H. W. Armstrong, of Joseph Dixon Crucible 
Company. There followed then a series of vaudeville 
acts which were very entertaining and well received. 
And, of course, interspersing the dinner and other 
events of the evening, an orchestra kept the guests 
entertained with rhythm for dancing. 

This success of the meeting was largely 
careful planning by the executive secretary. 

*—- - - 

CHICAGO TYPEWRITER ASSOCIATION RENTAL 

PLAN APPROVED BY WASHINGTON 

At the regular monthly meeting of the Chicago 
Typewriter Dealers Association, held in the Sherman 
Hotel, Monday, May 10, the principal subject discussed 
was the association’s information exchange on Class B 
rental typewriters. The system, operated by President 
Robert C. Goldblatt, was highly approved in a letter 
from W. G. Turquand of the Used Equipment and 
Machinery Branch of the War Production Board in 
Washington. Mr. Turquand said that if similar systems 
were put into function by local associations through- 
out the country, there would be no need to-change the 
rental order on Class B machines. At present Class B 
typewriters are free for rental without certificates on 
a forty-eight hour recall basis if needed to fill orders 
from certificate holders. 

Chicago dealers who have unrented Class B ma- 
chines in stock report the number to President Gold- 
blatt. Those who receive calls for machines and can- 
not fill them report the names and addresses of the 
firms desiring to rent typewriters. Mr. Goldblatt, in 
turn, passes the information along to a dealer who 
has machines available and is in the neighborhood 
of the customer. In this way the stock of Class B 
machines in the Chicago area is used to the maximum. 
The fact that Mr. Goldblatt has reports showing deal- 
ers with stocks ranging from four hundred machines 
down to ten indicates that a substantial number of 
typewriters are available for rental purposes. 

Another subject discussed at the meeting was the 
annual convention of the National Typewriter & Office 
Machine Dealers Association, scheduled for June 21 
and 22 in Kansas City, Mo. A committee was appointed 
to stimulate attendance by Chicago dealers. 

Before adjournment, it was announced that monthly 
meetings would be suspended for the summer, in 
accordance with custom. The next assembly will be 
in October, when a new staff of officers will be elected. 

—>o.—___— 


OXFORD HOLDS ANNUAL SERVICE CLUB DINNER 


More than 50 employees with ten or more years’ ser- 
vice were guests of the Oxford Filing Supply Company, 
340 Morgan Avenue. Brooklyn, N. Y., at the annual 
Service Club Dinner held this year in the Tower Room 
of the Hotel St. George in Brooklyn. 

In addition to the distribution of 
silver and gold service pins. three 
employees—Harry Gratz, with 44 
years of service, John Beck with 43 
years and Paul F. Miller with 25 
years—were honored with gifts of 
wrist watches. The presentations 
were made by R. A. Jonas, Sr., who 
founded the company 61 years ago. 


due to 


OXFORD SERVICE CLUB DINNER. 
HOTEL ST. GEORGE, BROOKLYN, MAY 
1, 1943 
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Joe Stationer walked in the other day 


“Hi,” he said, and grinned. It was the same old 






















grin we've always known, even if it was a little 
tired. Joe’s been kicked around some lately, but 


he wasn’t sore at anybody. Not Joe. 


It seems he can’t get this and he can’t get that, 
and his customers want the most of what he 
can't get. He does get Liberty Boxes, but he 
doesn’t get them fast enough to meet the de 
mand. So he dropped around to see “if he 
couldn't get our stuff a little faster.” We 
couldn't help him out much, but he still wasn’t 
sore. Not Joe. He just grinned and said, ‘So 


long.” He saw we were doing the best we could. 


There are thousands of Joes in this country to | 
whom we owe the very living we make. To all 
of yvou—thanks for being swell people—thanks 
for understanding. You put us where we are 


todav, so we think vou ought to know how 


a 





things 


THIS (IS WHAT WE TOLD JOE: 


If you don’t get Liberty Boxes fast enough, it’s not be our own ability to “take it.’”” We've been amazed at the 
cause we’ve slowed down, or because your orders are few complaints and cancellations. 

getting kicked around. Sure, we have our help and mate We're doing the best we can to aid in the prosecution of 
rial troubles, but so far we've been able to hold our own the war and at the same time take care of all our dealers 


The i ad > are go: . ne 

The truth is—we are working at top speed, for long hours, with partiality towards none 
turning out a tremendous number of Liberty Boxes; but ; 
; ; ‘ Under existing conditions there are two things you can 
incoming orders are so many and so great we don’t seem ; 
do to help us and help yourselves: 1. Ask your customers 


to be able to catch up. 
to anticipate their needs so you can get their orders in 


This situation, combined with the necessity of shipping to us well in advance of their requirements. 2. Always get 


- « ¢c f > ao 1 Ss » » ( » 
orders earmarked for war plants first, naturally slows up a rating if they can give you one to assure them of the 


other deliveries. Your patience is a constant source of service they are entitled to receive 


wonder to us. Should our positions be reversed we doubt Do these two things for us and it will help a whole lot. 


@ 
Ltbhevy STORAGE BOXES 


For 25 years the national standard for safe, 
efficient and economical record storage. 





BANKERS BOX COMPANY. - ° . CHICAGO, ILLINOIS ‘| 














PACIFIC DESK CO. OBSERVES 30TH ANNIVERSARY 

With forty employees and past employees present 
to participate in the party and to extend congratula- 
tions to the president, T. F. Peirce, The Pacific Desk 
Company, Los Angeles, observed its thirtieth anni- 
versary on May 17. The company is one of the oldest 
and largest in the city. 

The party was held on the fifth floor of the com- 
pany’s building where a portion of the loft had been 
turned into a beautiful bower. There a very fine 
dinner was served. 

Following the dinner President Peirce introduced 
all former employees including one man who started 
with him at the time of the formation of the com- 





TED PEIRCE AND HIS MOTHER ON THE OCCASION 
OF THE THIRTIETH ANNIVERSARY OF THE PACIFIC 


DESK COMPANY.—Although in her ninety-second 
year, Mrs. Peirce was able to be present for part of 
the celebration program. 


pany—wW. E. Halstead. Others included G. R. Doolittle, 
L. Hartwig, Francis Fisher, F. A. Fenn, J. R. Ridley, 
R. G. Veazey, T. M. Rafter, F. D. Davis, P. H. Thoma- 
son, Leo Cooney, L. E. Walrath, J. E. Ferguson, E. A. 
Willis, R. A. Brainerd, Thomas E. Landon, Mrs. Mc- 
Keague, and Mrs. Emma Servus. A few of these former 
employees are now active heads of businesses of their 
own and came considerable distances to attend the 
party at the old stamping ground. 

Among the guests also were Albert D. Pearce, director 
and attorney for the company; Arthur Baker, secre- 
tary of the Los Angeles Purchasing Agents’ Asso- 
ciation, and Gran Goodale, assistant purchasing agent 
for the State of California. 

In going over the history of the past thirty years 
President Peirce quoted from a letter which had been 
sent out to customers and the trade. Many of the 
speakers pointed out that The Pacific Desk Company 
had always been a good place to work, as attested 
by the fact that in this present day, with its general 
terrific turn-over in employment and personnel, the 
average tenure among employees here is sixteen years. 
The notice that Mr. Peirce quoted from touched on 





THIRTIETH ANNIVERSARY DINNER OF THE PACIFIC 





OFFICE APPLIANCES 








DESK COMPANY, LOS ANGELES, CALIF., MAY 15. 


the fact that the company in its thirty years had 
come through two world wars, one major depression, 
and several smaller depressions, but that the manage- 
ment had enjoyed it all nevertheless and was anxious 
to remain in business, partly in order to see “what may 
come next.” 


Secretary-Treasurer Honored 


In delivering a well deserved tribute to Miss C. M. 
Smith, secretary-treasurer of the corporation, a lady 
who has been with the firm for twenty-one years, Mr. 
Peirce presented her with a beautiful orchid. Mrs. 
Neil White, who has been with the company for 
twenty-two years, was presented with a wrist watch 
in recognition of the fact that she is the oldest em- 
ployee in point of service in the organization. 

A wrist watch was also presented to William de 
Brunner, superintendent, in token of the fact that he 
is the oldest man in the organization in point of 
service, with the exception of the founder. 

President Peirce himself was presented with a very 
fine bronze desk secretary, a gift from all the 
employees. Harry P. Ryan, sales manager, made the 
presentation talk. 

The store proper was crowded with beautiful flowers 
coming from friends of the company and its president. 

A highlight of dramatic interest in this anniversary 
celebration was the fact that Mr. Peirce’s mother, Mrs. 
L. M. Peirce, on this same day was observing her 
ninety-second birthday anniversary and was able to 
spend a portion of the evening with the guests. One 
of the oldest women in the city, Mrs. Peirce is still 
in good health and was the recipient of much atten- 
tion from the assembled group. 


Unique Place Cards and Song 


The place cards and original song used at the dinner 
are worth notice because of their originality. The place 
cards were miniature desks with miniature desk pads, 
each bearing the name of a guest. These unique 
souvenirs were designed and executed by Parke R. 
Hicocke, a member of the interior decorating depart- 
ment. 

The song, consisting of two verses and a chorus, was 
sung to the tune of ‘America the Beautiful.” 

The Pacific Desk Company, a firm that has always 
adhered to the highest ethical business standards, is 
located in a fine building and has ample and attrac- 
tive display rooms in addition to large shops and 
service departments.—JET 

*—-> © 

THIRD DISTRICT WAR COUNCIL JUNE 4 AND 5 

The War Council of District No. 3 of the National 
Stationers Association will be held in the Warwick 
Hotel, Seventeenth and Locust Streets, Philadelphia, 
Friday and Saturday, June 4 and 5, according to an 
announcement by Governor Thomas Stagg. The ban- 
quet will be held on Friday evening. 

The Pennmarva meeting will take place on Thurs- 
day, June 3, at the same hotel, with the election of 
officers at six o'clock, followed by a special dinner 
for all members. 
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Victor Wood Sectional is introduced with window and 
counter displays, demonstration setups and consumer 
literature. Write Today. 
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OFFICE FURNITURE INDUSTRY RAISES $16,000 IN 
BEHALF OF UNITED JEWISH APPEAL 

More than 150 executives of the office furniture in- 
dustry in New York City turned out to honor Thomas 
F. Kearns and Martin Pollack of the General Steel 
Products Corp., at the annual dinner the industry gives 
in behalf of the United Jewish Appeal for Refugees, 
Overseas Needs and Palestine, at the Harmonie Club 
on May 5. 

Moe Turman, of the Metwood Office Equipment Com- 
pany, executive chairman of the division, presided. 
The guest speaker was Louis I. Novins, associate na- 
tional director of the Anti-Defamation League. Cantor 
Joseph Putterman, of the Park Avenue Synagogue, New 
York City, was the soloist. 

It was the first time in the history of a Jewish 
philanthropic affair in the industry that a Gentile was 
honored for outstanding support of a sectarian effort. 
As Moe Turman said: 

“The office furniture industry of the City of New 
York is delighted at this opportunity to honor two 
men who deserve the esteem and respect of all of us. 

“In Thomas F. Kearns we have a friend of true 
Christian virtue who is an ardent supporter of every 





NEW YORK OFFICE FURNITURE MEN AT UNITED JEWIS 
APPEAL DINNER: Top picture left to right: Seymour Nathan, 
Chas. S. Nathan, Inc., Joseph Wallace, manufacturers’ repre- 
sentative; Thomas F. Kearns, General Steel Products Corp.; 
Joseph Rubenstein, Addressing Machine & Equipment Co.; 
Moe Turman, Metwood Office Equipment Co.; Martin Pollack, 
General Steel Products Corp.; Harvey Bright, Bright Chair 
Co.; B. H. Nemlich, Regan Office Furniture Corp. Lower pic- 
ture, front left, Jack Stein, guest. Front right, Dave Ziegler, 
Ziegler Desk Co. Remaining men, left to right: Harry Gold- 
stein, guest; E. E. Gilbert, Metwood Office Equipment Co.; 
Samuel Cohen, guest; Frank Kalish, guest: Irving M. Levy, 
Art Steel Sales Corp.; M. Rubenstein, guest; Irving Casper, 
ABC Desk Co.; and Chic Blank, A. Blank & Son. 





humanitarian cause, regardless of creed. His gener- 
osity at all our industry dinners has been a source of 
inspiration to the whole office furniture division. 

“His associate, Martin Pollack, has proven himself 
a generous and big-hearted individual who unselfishly 
has given of himself to the benefit of our industry and 
the community. 

“The office furniture division of the United Jewish 
Appeal feels honored in having the privilege of tender- 
ing this function in testimony of these two genuine 
leaders and outstanding human beings, and wishes 
them great success in all their ventures.” 

Probably the highest tribute paid to Mr. Kearns was 
by his partner, Martin Pollack, who stated: 

“T do not deserve any credit for evincing interest in 
the United Jewish Appeal or giving aid to my Jewish 
brethren. Tom Kearns—a Catholic—certainly does. I 
know of no one who has finer humanitarian instincts 
than he.” 

After a masterful presentation by Louis I. Novins 
of the needs of the various agencies which constitute 
the United Jewish Appeal, Mr. Turman made a spirited 
appeal in behalf of this great cause. 

A sum well in excess of $16,000 was raised. This 
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The “good old days’ 
are here right now 
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Here are established Sengbusch items — that you’ve depended 
on for years — available today in standard Sengbusch quality. 
True, steel for the famous Kleradesk (proc- 
essed prior to Order M-126) is now gone. 
But the good-looking, equally efficient 
Steeless Kleradesk has been universally ac- 
cepted in its place—by wholesaler, retailer, 
and consumer. The glass Handi-pen set is 
going strong. And we now have a supply 
of the popular Ideal Moistener, both Senior 
and Junior models. Stock these profitable 
Sengbusch items. Order today. Sengbusch 
Self-Closing Inkstand Co.. 306 Sengbusch 
Bldg., Milwaukee, W isconsiz. 





Glass Handi-pen Set 
Gives your customer 
all the satisfaction of 
Handi-pen writing. 
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represents the largest sum of money ever raised in the 
office furniture division for any cause, and is approxi- 
mately a 60 per cent increase over the sum raised last 
year 

The campaign of the UJA in the industry is headed 
this year by Seymour Nathan, of Charles S. Nathan, 
Inc., and Robert S. Fowler of Macey Fowler, Inc., 
honorary chairmen; Joseph Rubenstein, of the Ad- 
dressing Machine Equipment Company, and Joseph 
Wallace, of Myrtle Desk Company, chairmen. 

Other officers include: Co-chairmen: Harvey Bright 
of Bright Chair Company, and B. H. Nemlich of Regan 
Office Furniture Company. 

Vice-chairmen: David Fried of Murphy Chair Com- 
pany, George I. Garber of George I. Garber Company, 
Isidore Goldman of Universal Office Equipment Com- 
pany, David Kramer of David Kramer, Inc., Harry 
Lakow of Samuel Lakow & Sons, Irving M. Levy of Art 
Steel Company, Inc., Charles M. Nathan of Charles S. 
Nathan, Inc., Myron Nathan of Charles S. Nathan, Inc., 
Joseph M. Sandler of Charles S. Nathan, Inc., Sol 
Scheinman of Cole Steel Equipment Company, and 
David Ziegier of Ziegler Desk Company. 

Honorary secretary: Samuel Katz of Art Steel Com- 
pany, Inc. 

Chairmen, sponsoring committee: Joseph Burger of 
Art Steel Company, Inc. and H. A. Clemetsen of Office 
Furniture Warehouse Company. 

Sponsoring committee: William Beck of Art Steel 
Company, Inc., Arthur Burger of Art Steel Company, 
Inc., Philip Billet of Imperial Leather Furniture Com- 
pany, Benjamin Black of Trinity Office Furniture Com- 
pany, Chic Blank of A. Blank & Company, Joseph R. 
Blum of Michigan Deck Company, Irving Brause of 
Brause Desk Company, Inc., James Eckstein of Ad- 
dressing Machine Equipment Company, E. E. Gilbert 
of Metwood Office Equipment Corporation, Hyman 
Glassman of Glassman & Son, Abe & Ben Itkin of Itkin 
Brothers, Irving Kramer of David Kramer, Inc., Wil- 
liam I. Lampel of Art Steel Company, Inc., Benjamin 
Levin of B. Levin & Company, Harry Lipshutz of Art 
Steel Company, Inc., and Henry Weil of General Office 
Equipment Company. 

- > -— - 
TOM STAGG VISITS WILMINGTON 

Tom Stagg, president of Hoskins Company, Phila- 
delphia, visited Wilmington, Del., recently in his ca- 
pacity as governor of District No. 3 of the National 
Stationers Association. A luncheon was arranged at 
the Dupont Hotel, which was attended by the follow- 
ing local stationers: 

George D. Hanby and Joe Truitt, George D. Hanby 
Company; A. B. Roberson and R. W. Tadman, Butlers, 
Inc.; Ted Webster, Hugh A. George and Jack Mat- 
thews, Matthews Brothers; and Al Williams, the Sta- 
tioners’ Guild of America. 

A most interesting discussion took place and re- 
sulted in the arrangement for future get together 
meetings of those stationers present, as they felt it 
would result in great benefit to all. 

The forthcoming regional meeting in Philadelphia 
June 4 and 5 was looked forward to by the local sta- 
tioners, all of whom expected to attend. 

*—- © — 
COLLEGE STORES ANNUAL CONVENTION 

The Twenty-First Annual Convention of the Na- 
tional Association of College Stores was held in the 
Palmer House, Chicago, on Thursday and Friday, May 
13 and 14. Although somewhat smaller in attendance 
than usual, for obvious reasons, the gathering was a 
distinct success. A fine program was arranged and 
followed, speakers discussing current problems and 
offering suggestions as to solutions. 

On Wednesday evening prior to the official opening 
of the convention a meeting of officers and directors 
was held. At 9:30 next morning the assembly was 
called to order by President L. L. Ivey. George Racine 
of the Student Book Exchange, Evanston, IIl., wel- 
comed the delegates. His gracious comments were 
































Study 


By H. I. Phillips 


in American Strength 


Reprinted from The New York Sun, January 13, 1943 








“Three American airmen, Edward Mallory Vogel, Tennessee; Izzie Goldberg, the 


Bronx, N. Y.; and 


Edwin J. Sipowski, Waukegan, Illinois; killed in a take-off in San Juan Harbor, were buried side by 


side, with a Protestant chaplin, a Roman Catholic priest and a rabbi officiating. 


they fought flew over them.’’— News Item. 


A chaplain, a priest and a rabbi— 
Protestant—Catholic— Jew— 


Three colors, red, white and blue . 
A hush on a tropic island 

As notes from a bugle fall— 
Three rituals slowly chanted— 

Three faiths in a common call! 


A lad from the Bronx; another 
Who joined up in Tennessee ; 
A third one from far Waukegan— 
A typical bunch, those three! 

A crash in a naval airplane... 
A rush to its crumpled side... 
And near by Old glory marking 
The reason the trio died. 


This is the story mighty 
Making our sinews strong: 
Boys from the many altars 
Warring on one great wrong! 
This is the nation’s power, 
This is its suit of mail: 
Land where each narrow bigot 
Knows that he can’t prevail! 
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They answered a call to duty 
From church and from synagogue— 
Three Yanks in three simple caskets— From hillside and teeming city... 
Three names in a naval log! 
Each raised in his separate concepts— 
Each having his form to pray— 
But all for a faith triumphant 
When rituals fade away! 


A prayer in Latin phrases— 
And one with more ancient lore; 
A Protestant simple service— 
All one on a distant shore! 
“Qui tollis peccata mundi”... 
And, “Enter ye unto rest”... 
A blessing from ancient Moses... 
For three who had met the test! 
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Here Are Three Complete} 


One of Which Will Surely 


Meet Your Customers 
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June is for Brides | 
July for Transfers L 








Wizard Line ma 


Fibre Board Transfers 





The outside shell of this Wizard Transfer is made from 
extra strong corrugated fibre board with heavy 30 point 
liners; has four front flaps which turn in, thus strengthening 
the shell and improving its appearance. The trays or drawers 
are also made from extra strong corrugated fibre board; 
metal stitched on sides and four ply thick at each end. 
Note the wide easy-grip drawer pull, which aids greatly in 
handling the drawer. Wizards come to you knocked down 

but are very quickly and easily set up without the use 








of tools. For complete satisfaction, recommend the use of 

the steel supports. 
They 
futur 
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tibre Board Transfer Lines 


Victory Line 
Fibre Board Transfers 


Here’s an improved type of storage case that will stand the gaff and 
give universal satisfaction. Madef{from extra heavy fibre board with a 
water resisting outside surface. Smooth, solid bottoms and tops—they 





slide without a hitch or catch; one lock locks it tight; they’re dust proof, 
reinforced and metal stitched. No gummed tapes. Very 
much stronger and longer lived than the ordinary case of 
is type. Will not fray out, dry out or become brittle 
the every-day, corrugated fibre board. There are 


many unusual features in the construction of a Victory. 











A Size for Every Need 
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Fibre Board Transfers 
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They cut the cost of storing important records for 
uture reference. Made of extra heavy fibre board 





n reinforced corners, thus making a strong, sturdy 
transfer case. Removable covers—no flaps, no strings, 








no clamps, no bands—-just the snug-fitting covers which 
es them dust proof as long as cover ison. Made 
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fill ’em put the covers on and file ’em. LLL 














‘leven standard sizes—a size for every office trans- 






ter need. All twenty inches long and high enough in- 





to allow transfer of records with tabbed guides. 
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responded to by Mr. Ivey, who then proceeded to make 

committee appointments and call the roll. The two 
speakers of the morning were James Driscoll of the 
War Production Board, who discussed “Priorities as 
They Affect the College Store Business” and Charles 
W. Lofgren, Sanford Manufacturing Company, whose 
topic was “Clerk Attitudes.” 

The guest speaker at the luncheon was Joe T. Meek, 
executive secretary of the Illinois Federation of Retail 
Associations. 

In the afternoon J. Meredith Moore of Duke Uni- 
versity Bookstores, Durham, N. C., presided. The whole 
afternoon was given over to round-table talks and 
questions with the following functioning as speakers 
and resource men: Ed Rather, University Co-opera- 
tive, Austin, Tex., whose subject was “Inventory Con- 
trol and Purchasing Records;” J. Ed Conlon, vice- 
president, Rockwell-Barnes Company, Chicago, “Paper 
Shortage;” Frank A. Mancina, Chief of the Technical 
Wage Analysis Section, War Labor Board, ‘Wage Con- 
trol and Labor Problems;” A. W. Littlefield, vice-presi- 
dent and editor, Barnes & Noble, New York, N. Y., 
“What College Stores May Expect in the Future.” The 
final topic of discussion was ‘Typewriters as They 
Affect the College Stores.” 

The annual dinner of the association was an in- 
formal event held in the Crystal Room of the Palmer 
House Thursday evening. 

Ed Rather presided at the Friday morning session. 
The basic theme was “Manufacturers Outlook for 
1944,” with four manufacturers presenting authentic 
information. The speakers and their subjects were as 
follows: A. E. Farr, National Blank Book Company, 
“Loose Leaf Notebooks;” R. G. Gingland, Esterbrook 
Pen Company, “Pens;” A. C. Van Horne, Eberhard 
Faber Pencil Company, “Pencils;” Richard Vail, Vail 
Manufacturing Company, “Clips, Staples and Paper 
Fasteners.” 

An interesting feature was a “Give and Take” forum 
in which sources of information for obtaining saleable 
merchandise were revealed from the floor. The desired 
lines were listed on a blackboard and those in at- 
tendance gave information as to sources. 

Following the report of Secretary Fred H. Tracht 
and committee reports, the annual election of officers 
was held. The report of the nominating committee was 
accepted and the secretary was instructed to cast a 
unanimous ballot for the following: President, L. L. 
Ivey, Students Supply Store, Raleigh, N. C.; Vice- 
President, E. C. Rather, University Co-operative So- 
ciety, Austin, Tex.; Immediate Past President, H. W. 
Jordan, Indiana University Bookstore, Bloomington, 
Ind.; Director, C. W. Grover, Reserve Book Store, Cleve- 
land, Ohio; Director, Douglas Stewart, University Co- 

operative Company, Madison, Wis.; Director, Fred 
Davis, The Citadel Canteen, Charleston, S. C.; Director, 
A. W. Littlefield, Barnes & Noble, Inc., New York, N. Y.; 
Manufacturers’ Representative, Harry Ross, Clay- 
Adams Company, New York, N. Y.; Executive Secretary, 
Fred H. Tracht, 5640 Kimbark Avenue, Chicago, Ill. 

The convention was adjourned shortly after noon 
with all those in attendance firmly convinced that 
holding of the annual assembly during this wartime 
period was definitely worth while. 


oe 
MAY MEETING OF TSA 


The regular monthly dinner meeting of Transcrip- 
tion Supervisors’ Association of New York was held on 
Monday evening, May 10, at the Hotel Sheraton. 


The subject of the meeting was “Training of Em- 
ployees in the Office.” Miss Jessie H. Sansom, past 
president of TSA, and office manager for the law firm 
of Sullivan & Cromwell presided. She had as her 
assistants the following panel of experts selected 
from the membership, each one of whom is actually 
training employees for the job on the job: Miss Ruth 
E. Delker, Manufacturers Trust Company; Mrs. Mae 
C. Turbush, Fireman’s Fund Indemnity Company; 
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WOOD CHAIRS 


No. 110-CA 
STURGIS ARM 
SWIVEL CHAIR 


No. 140-CA 
STURGIS SWIVEL 
CHAIR 





No. 125-GL 
SIDE ARM CHAIR 


No. 175-GL 
SIDE CHAIR 


These new STURGIS Wood Chairs are different, smart. 
modern. 

They harmonize well with installations of Steel Office 
Furniture and are available in a wide range of color 
combinations, including oak or walnut stain. 

All the chairs are equipped with deep, saddle, comfort 
able seats and form fitting backs. Upholstery 
either Genuine Leather or duPont Cavalon 

Sold exclusively through Office 
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OK! ERNIE 


WE WILL LIST 
THOSE ADDITIONAL 
TYPEWRITER PARTS 

IN THE NEW 


AWM STORES 
CATALOG 


ERNIE PARKS writes us: ''You fellows ought to have new 
lists printed for Woodstock and L. C. Smith Super-speed 
parts in your Catalog of Typewriter Parts." 


US: You're right, Ernie! and just to prove to you and 
all the boys we are on our toes those sheets are now on 
the press. Just as soon as we receive them from the 
printers we'll send them out to all who have the new 
AWM Stores Catalog of Typewriter Parts, together with 


instructions on how to insert them in the catalog. 









The new AWMS 
Catalog is the 
only complete 
Catalog of Ty pe- 


writer parts! 





AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 Worth St. New York City 
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Mrs. Eunice S. Fallon, Royal Typewriter Company; 
Miss Madeline C. Gorman, Calco Chemical Division, 
American Cyanamid Company; Mrs. Fanny S. Swee- 
ney, owner, Master Reporting Company. 

Featured on the program was a paper prepared 
especially for the occasion by Mrs. Laura Day Daugh- 
erty, club member from Washington, D. C., entitled, 
“Training of Employees in the Correspondence and 
Typing Department of Acacia Mutual Life Insurance 
Company.” 

A special guest of the evening was Miss Stella Wil- 
lins, manager of the school department of Royal Type- 
writer Company, who gave the members the benefit 
of her experience and training ability as past Women’s 
World Champion Typist for a period of three years. 
Miss Willins still holds the world’s typing accuracy 
record. 

A general round table discussion was led by Miss 
Sansom, following the panel presentation. At this 
time each member was given an opportunity to tell 
what her company is doing in the way of training 
new employees, as well as training old employees in 
new types of work. This latter phase of personnel 
training is of particular importance right now in the 
face of the continued and growing shortages of avail- 
able office help. 

The annual scrap book kept by the club was ex- 
hibited at the May 10 dinner meeting, prior to enter- 
ing it in the Annual Scrap Book Contest in which the 
fifty-one New York State member clubs will partici- 
pate. Last year the TSA entry took first prize in its 
division. This year the scrap book will feature on its 
cover a modernistic pattern of the covers of trade 
magazines in which the club has received publicity, 
with OFFICE APPLIANCES being given special promi- 
nence. 

oa 3 
CANADIAN STATIONERS GUILD HOLDS TENTH 
ANNUAL MEETING 


On Monday, April 12, The Stationers Guild of 
Canada held its tenth annual meeting in Hamilton, 
Ontario. In many respects it was the most construc- 
tive general meeting yet held by the association. The 
attendance was good at both the executive and gen- 
eral sessions. At the dinner meeting in the evening 
104 were present. 

The Junior Guild activity received due consideration 
and inasmuch as there are now lady members in the 
Junior Guild, it was the first time in the history of 
the organization that ladies were present at the 
banquet. 

In the afternoon business session E. W. Smart, 
wholesale administrator of the Wartime Prices and 
Trade Board and J. T. E. Aikenhead, one of the retail 
administrators, conducted a very interesting open 
forum. An off-the-record question and answer period 
was participated in by quite a number, and the offi- 
cials did everything they could to solve the problems 
confronting stationers. 

The evening meeting was addressed by Frank Dow- 
sett, advertising counsel of the Gutta Percha and 
Rubber Ltd., Toronto. He spoke on “Yesterday, To- 
Day and To-Morrow,” basing his remarks on Tenny- 
son’s poem “Locksley Hall.” He very forcefully, yet 
very entertainingly, pointed out that the individual 
must play his role in the nation’s effort. He said in 
part: 

“Doing your best from day to day will win the 
war and give Democracy a chance to clean its 
own house, and make a clean world.” 

L. G. Hetu thanked the speaker in both English and 
French. 

A. Lorne Colpitts, Moncton, N. B., won the annual 
award for being the delegate who traveled the farthest 
to attend this annual meeting. This year it was a war 
saving certificate. 

The district chairmen of The Guild for the ensuing 
year are as follows: NOVA SCOTIA, R. W. Wright, 
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... Sell 4-ounce SAzp 


The price of Skrip per ounce goes down if you sell 
your customers the 4-ounce size instead of the 2- 
ounce size ... for only a dime more, they get 
double the amount. You can increase your Skrip 
sales and keep them in step with the greatest in- 
crease in writing in the nation’s history, if you con- 
centrate on 4-ounce Skrip. 


Wartime conservation of metal caps, limiting 1943 
metal caps for civilian supply to the quantity made 
in 1942, makes 4-ounce Skrip a war economy. If 
only 4-ounce Skrip is sold only half the caps are used 
for the same liquid volume. 


And your unit of sale is increased 66-2/3% while 
the customer pays less per ounce—hence gets more 
for his money! 


SELL V-BLACK SKRIP for V-MAIL 


V-Black Skrip is the lustrous, ebony black fluid that 
writes black, and stays black, and is the business 
writing fluid of tomorrow. Black photographs best, 
so it is best for the photographic process by which 
V-Mail is reproduced. 


Skrip dries so fast no blotter is necessary. Keeps 
pens clean, is easier on critical metal and rubber 
parts. 


W. A. SHEAFFER PEN COMPANY 
Fort Madison, lowa 
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PRONTO 


ECONOMY FIBRE BOARD FILES 
Save Steel to Throw at the Axis 


While America’s mammoth industrial might 
concentrates on war production, steel is a 
vital material. Keeping records ts vital, too. 
So, we Americans are using every substitute 
material we can. This is why so many dealers 
are selling PRONTOS in such large numbers 
and thus solve the vital record keeping prob 
lems of their customers. 


When PRONTOS are used all records are 
always at finger tips for drawers glide 
smoothly in and out of the case. Made of 
275 lb. test corrugated board reinforced by 
steel, PRONTOS will stand the abuse all 
storage files receive. PRONTOS can be 
interlocked into solid batteries as high and 
as wide as needed. Every drawer in the 
stack 1s easy to reach and drawer contents 
instantly available. No shelving is needed. 
Finished in olive green. 


PRONTOS will save your customers much 
time and trouble. Take a tip from other 
dealers and concentrate some real sales effort 
on PRONTOS. Why not begin today? 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK, N. Y. 





A Size for Every Record 


FREIGHT BILLS SALES CHECKS CLAIMS 
CHARGE SLIPS 5 x 8 CARDS RECEIPTS 


2110556, 2139520, 2181918, 2225958, 2275322, 2277155 





JOB TICKETS 4 x 6 CARDS METER STUBS 


Manufactured under one or more of the following patents 2061485, 


Prices in Denver and West of the Rockies 20% Higher 











CHECK SIZE No. £94 
$1.50 


Carton Price 






LETTER SIZE No. E210 
$2.25 


Carton Price 





SANITARY BASES 
for all size files 


$2.25 her’ 











FOLLOW BLOCKS 


40¢ 
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R. W. Wright & Co., Halifax; NEW BRUNSWICK, 
A. Lorne Colpitts, R. R. Colpitts & Son Ltd., Moncton; 
QUEBEC, W. Ed. Dawson, Dawson Bros. Ltd., Mont- 
real; ONTARIO, Alex Naismith, Buntin Gillies & Co. 
Ltd., Hamilton; PRAIRIE PROVINCES, H. L. Willson, 
Willson Stationery Co. Ltd., Winnipeg; BRITISH CO- 
LUMBIA, Oliver Weber, Vancouver Stationers Ltd., 
Vancouver. 

Other members of the executive council are as fol- 
lows: Elected in 1942 for a two-year term and there- 
fore still in office: W. S. Pennycook, Barwick Ltd., 
Montreal; W. J. O’Reilly, Underwood Elliott Fisher 
Ltd., Toronto; J. S. Luckett, The Luckett Loose Leaf 
Ltd., Toronto; Geo. Allen, Buntin Reid Co. Ltd., 
Toronto. 

Elected this year for a two-year term: P. F. Grand, 
Grand & Toy Ltd., Toronto; L. G. Hetu, C. F. Dawson 
Ltd., Montreal; Don Campbell, Dennison Mfg. Co. 
Ltd.; Montreal; J. A. Wilson, Viceroy Mfg. Co. Ltd., 
Toronto. 

Elected for a one-year term: S. B. Beare, Beare’s 
Ltd., Toronto; L. F. Beattie, Bixby-Beattie Co., St. 
Catharines; Eugene Charters, Charters & Charters 
Ltd., Montreal; W. Crassweller, Dominion Office Sup- 
ply Co. Ltd., Windsor; W. G. Jewill, Robt. Duncan & 
Co. Ltd., Hamilton; O. H. Manning, O. H. Manning Co., 
Montreal; Hugh Moore, T. J. Moore & Co. Ltd., Quebec 
City; H. P. Nichols, H. P. Nichols & Son, Hamilton; 
W. H. Stainton, Stainton & Evis Ltd., Toronto; C. Eric 
Swift, Thos. V. Bell Ltd., Montreal; Wilbert Bordeleau, 
Villemaire Freres Ltd., Montreal; Charles Easton, 
Eagle Pencil Co. Ltd., Toronto; Edouard Gariepy, 
Granger Freres Ltd., Montreal; George Knox, The 
Brown Bros. Ltd., representing the Junior Stationers’ 
Guild, Toronto; A. G. Lancaster, Dennison Mfg. Co. 
Ltd., Toronto; Jas. Preston, Preston-Noelting Ltd., 
Stratford; J. F. Taylor, W. J. Gage & Co. Ltd., To- 
ronto. 

*—-? 
CONNECTICUT VALLEY STATIONERS MEET 

The Connecticut Valley Stationers Association held 
a meeting at Ceriani’s Cafe Mellone, New Haven, on 
May 12. The gathering was well attended. 

Speaker of the evening was Frank Blakeslee of the 
New Haven office of the War Production Board, who 
discussed priorities and the CMP and how they affect 
the stationery and office equipment fields. He gave 
much valuable information on these subjects, and 
advised all present to file PD-1X forms. At the con- 
clusion of the talk there was a round table discussion 
in which all took part. 

The next activity of the Connecticut Valley Sta- 
tioners Association will be the annual outing in June. 
A committee to handle arrangements for the affair 
has already been appointed by President Edward 
Granfield. 





i 
TIMELY TALKS HEARD AT MAY MEETING OF N. Y. 
OFFICE MACHINE DEALERS ASSOCIATION 


A large gathering of dealers at the May meeting of 
the Office Machine Dealers Association of New York, 
Inc., heard Alfred S. Lawrence of the War Manpower 
Commission and Dr. J. Edward Maynam of the Board 
of Education Vocational Schools, New York City, in 
talks treating of the wartime problems of the office 
machine industry. 

Mr. Lawrence, in his address, told the dealers that 
all men between the ages of 18 and 38 who are men- 
tally, morally and physically in good health, are con- 
sidered to be loaned by our government to the family 
or to the employer. The employer’s problem, the 
speaker continued, is to replace those in this age 
group by workers not eligible for military duties. The 
dealer’s only alternative in getting or retaining help 
is to employ those under 18, those over 38, or women. 
In certain areas of the country, he added, there is a 
critical shortage of manpower; he suggested that 











































GET THE MOST 
OUT OF YOUR DURATION 
TYPEWRITERS...USE 


“GRAND 
PRIZE” 


TYPEWRITER RIBBONS 
and 
CARBON PAPER 


* 


“Grand Prize” products have the qual- 
ity to keep your typewriters producing 
more and better work! 


More than 50% of the ‘Grand Prize” 
output has gone to work for the govern- 
ment, armed forces and war industries. 
More than 50% of ‘Grand Prize” is 
helping to speed the paper-work of pro- 
duction and victory. 


Boost the speed and efficiency of 
your equipment, let ‘Grand Prize” work 
for you! 





BUY U. S. WAR BONDS 
and SAVINGS STAMPS 
EVERY PAYDAY! 


PACIFIC CARBON and 
RIBBON MFG. Company 


J. FRANCIS O’CONNOR, Pres. 








Head Office and Factory: 
1451 Harrison Street, San Francisco 
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The best way to build and keep your customers’ good will 
is to sell good, serviceable products. PERMA-BILT Filing 
Equipment for record cards is a quality line that will give 
years of satisfactory service. It is made of selected hard- 
wood and tempered Masonite. All cabinets are stand- 
ard size, 37!/,” wide x 241,” deep—you may obtain 
any desired combination of drawer sizes as shown in il- 
lustration, including a new combination letter or legal 
two drawer unit. PERMA-BILT Filing Equipment is a 
line that will build good will among your customers. 





The Sta-tite Compressor is posi- 
tive in operation and will hold 
cards in file even if drawer is in- 
verted. Is only 39" thick and re- 
movable without the use of tools. 





WRITE FOR DETAILS AND PRICES 


PERMA-BILT EQUIPMENT CO. 


HANNA BUILDING « CLEVELAND, OHIO 


ERMA-BILT 
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dealers in those areas consider training women to 
replace men eligible for military service. The War 
Manpower Commission, he continued, is ready and 
willing to co-operate 100 per cent in training replace- 
ments in the dealers’ field. 

Dr. Maynam told the dealers that in 35 schools 
teaching more than 30 different courses, over 12,000 
are now enrolled. He explained how large employers, 
with the aid of the U. S. Employment Service, hire 
inexperienced help and turn them over to the Trainee 
Personnel of the Board of Education for training. 
After this training period, the trainee advances from 
the training school to the employer’s shop. He sug- 
gested that the association recommend teachers to 
instruct trainees in typewriter repair and service, and 
that classes should consist of at least 13 to 15 trainees. 

Andrew Kienly, sales manager of the Royal Type- 
writer Company, stated that women mechanics and 
inspectors are working out very well with his 
company. 

Many of the dealers present announced their inten- 
tions of attending the convention in Kansas City. 
Arrangements for train accommodations have been 
placed in the hands of Jim Lafferty, chairman of the 
arrangements committee. 

i ne 


STATIONERS’ CREDIT GROUP MEETS IN CHICAGO 


Credit officials representing manufacturers in Illi- 
nois and Indiana gathered for a day’s program at the 
Bismarck Hotel, Chicago, May 21. Joseph Templeton 
of Joseph Dixon Crucible Company made the trip from 
Jersey City to address the group. Howard Sanders, 
general manager of the Stationers and Publishers 
Board of Trade, was present, having come to Chicago 
after holding in New York one of the best meetings 
in the board’s history. Arthur Miller of Horder’s, Inc., 
presided at the dinner. Brief remarks were made by 
Mr. Templeton, followed by an address by Mr. San- 
ders. He spoke first on the essential character of the 
industry represented by the persons present and then 
mentioned certain basic points which should be borne 
in mind under present conditions. Liquidity, he said, 
is imperative for future successful operation. He 
remarked that dealers are paying now better than 
ever before and that in general they have short inven- 
tories. Provisions for taxes and workings of the wage 
and hour law were discussed. The difficulty of making 
small collections through attorneys was brought out, 
many collection attorneys no longer being interested 
in handling small accounts. Several times he returned 
to his first point, which is to the effect that capital 
must be maintained in a liquid position. 

*— © 
N. ¥. STATIONERS’ GOLF ASSOCIATION STAGES 
THIRD TOURNAMENT AT ENGLEWOOD 


The third bi-weekly golf tournament of the New 
York Stationers’ Golf Association was run off at the 
Englewood Golf Club, Englewood, N. J., May 18, 1943. 
Ray Weissenborn was the host for the affair. 

Results of the second tournament, staged 
Dunwoodie Golf Club at Yonkers, N. Y., 
follows: 

The Class A competition was won by L. H. Tavernier 
with a net (handicap deducted) of 66. Class B was 
won by H. Levy with a corrected net of 71. Point totals 
for the first two tournaments gave Kahn the lead in 
Class A with 8 points, and Levy the top position in 
Class B with 7 points. 

The fourth tournament is scheduled for play-off at 
the Wykagyl Country Club, New Rochelle, N. Y., with 
Hal MacNeill acting as host. 

—<« 

O’CONNOR HEADS PURCHASING ASSOCIATION 

L. G. “Pat’’ O’Connor, director of purchases for the 
Office Equipment Company, Louisville, Ky., was elected 
president of the Purchasing Agents Association of 
Louisville at a meeting of the organization held May 
18 at the Kentucky Hotel. He succeeds Edgar McCulley 
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Automatic Pencil Sharpeners will be back. 
Right now, there’s another job. Their plant is very 
busy making precision Ammunition . . . lots of it! 
That Ammunition must be “just so”... every 
projectile perfectly formed to very accurate speci- 
fications. American lives can depend on one cer- 
tain piece of Ammunition flying straight and true 
to the mark! 

That’s why Automatic Pencil Sharpeners 
cannot be manufactured now .. . but they will be 
back. They will be the same fine Sharpeners as 
always ... leaders in precision quality . . . in long- 
life service .. . in doing their own particular job 


efficiently! 


AUTOMATIC PENCIL SHARPENER CO. e Div. of Spengler-Loomis Mfg. Co., CHICAGO, ILL. 








STEEL HAS GONE TO WAR! 
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BR WAR FILES 


Now Avatlable in 
ALL HEIGHTS 


> Made in 2-, 3-, 4-, and 
5-Drawer Heights 
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e All Drawers Operate on 


Extension Slides 
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Famous Slide-Easy Follower 





















> Made by Shaw-Walker in 
our Muskegon Factory 
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Skyscraper” 



















GHAW-WALKER 


FACTORY AND HOME OFFICE, MUSKEGON, MICHIGAN 








LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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(Continued from page 42) 


manufacturer’s order rated AA-1 in a_ production 
schedule. 

Direction No. 1 has also been revised to apply the 
equality of dealers’, distributors’ and jobbers’ rated 
orders to all such orders. Previously it applied only to 
those placed prior to April 7, 1943, calling for delivery 


not later than June 30, 1943. 


REINECKE EXPLAINS NEW WPB RATINGS 

The War Production Board’s new procedure for rat- 
ing PD-1A applications for office furniture under 
which war plants will receive a preference rating on 
office furniture is important news to the industry, 
according to John J. Reinecke, secretary of the Wood 
Office Furniture Institute. Though the intention of 
the WPB is to rate only applications from manufac- 
turing plants in war work, special consideration will 
also be given transportation and communication com- 
panies, as well as other concerns directly connected 
with the war effort. 

The Army and Navy, he states, will continue to 
furnish ratings on orders for their own use. Though 
there are still several types of orders without pref- 
erence ratings, the bulk of the future business should 
be on rated orders, he believes. 


—>< 
ROY HARRIS NAMED PARTNER AND MANAGER 


OF OKLAHOMA TYPEWRITER COMPANY 
Roy Harris, connected for the last ten years with 


the L. C. Smith and Corona Typewriters Company, | 


Inc., in Oklahoma City, recently became a partner and 
active manager of Oklahoma Typewriter Company, 310 
North Robinson Street, Oklahoma City, Okla. 

A number of changes made in office and shop 
arrangements include new parts cabinets and a new 
compressor, making the shop among the most modern 
and efficient repair shops in the city. Modern steel 
desks and files have replaced the old office equipment. 

Mechanical work is handled by H. Wayne Harding 
and Dee E. Harris, Jr., while manager Harris per- 
sonally takes care of outside calls and solicits new 
business.—EVH. 


o——- « 


WABASH CABINET ESCAPES FLOOD DAMAGE 

Although located in the area inundated by spring 
floods, the Wabash Cabinet Company, Wabash, Ind., 
according to a report from General Sales Manager Ed 
Little, has escaped any serious damage. He reports that 
the water was at its highest since 1913 and for the 
first time in the history of the company the supply 
plant was partially submerged. Nine inches of water 
covered the floor, but all of the stock was transferred 
to the warehouse prior to the water’s arrival. Wiring 
and motors were soaked but are drying out and their 
temporary non-use will not seriously disrupt service 
to dealers. By the time this issue is in distribution 
everything will be normal again. 










With no more new 
typewriters to 
work with for the 
duration == typ- 
ists need Knifedge 
erasers more than 

ever! 


A blade-thin 
eraser! Cleanly 
removes a Single 
letter, a thin line 
or a misplaced 
comma. Once a typist a- 
has tested Ticonder= ge 
oga's exclusive 
Knifedge eraser, you 
couldn't pry her away 





from it! You, your= 3 
self, will be amazed con® 

at how neatly, impec- 2 ey 
cably this eraser N 


removes the most incon-= 
venient errors. gri® 


Give your entire staff 'y) 
smoother writing, long- 
er lasting Ticonderoga 
pencils tipped with 
Knifedge erasers. Cut 
writing fatigue 50%, get 
topnotch efficiency from 
everyone ! 


*NOW BACK ON THE MARKET 
IN ADEQUATE QUANTITIES. 


A fine -Iomwre 


ENOULEANL NOn~ne. .- 


TICONDEROGA 


Joseph Dixon Crucible Co., Dept. 98-J6, Jersey City, N. J. 
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“QORTHOPEDICGALLY 


CORRECT” 
Chair Action 
Bolens Post-War 
Promise to 


Office Workers 


History is now in the making in Bolens’ re 
search laboratories. Under the guidance of 
a Famous Orthopedic Surgeon, working in 
close collaboration with Bolens Designing 
Engineers, experiments, tests based on care- 
ful study of the human body, are showing 
the way to a NEW IDEA IN CHAIR IRONS. 


“break” for the post-war office 
worker... . And for the Office Chair manu- 
facturer and dealer. For, just as soon as 
Victory puts a stop to the precision arma- 
ment parts now being produced at Bolens, 
we'll have this new ‘"ORTHOPEDICALLY 
CORRECT” Chair Action ready —for new 
scientific body fit and working comfort in 
office chairs. 


That's a 


Watch for the announcement! It will add great new 
sales features to office chairs that will make them highly 
profitable to increased working efficiency in every office 
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LONDON NOTES AND NEWS 
(Continued from page 54) 
councils, had exclusively lunched to- 


ent executive 
gether. The !uncheon was held at Frascati’s and was 
a most memorable gathering. 
Best wishes to the TTF in their re-organized efforts. 
SSE 


o—— eo 
London, April 21, 1943 


ASTER WEEK used to be heralded in Great Britain 

as the first of our spring holidays, the first great 
break for workers after an arduous winter. Apart 
from its Significance as a religious festival it was 
looked forward to by workers of all grades, from the 
ardent horticulturist who welcomed it as an oppor- 
tunity to clear up his garden and get things going, 
the golfer who is trying out his new equipment and 
clubs, to the motorist who has just received delivery 
of his new car. Now everyone is boiled up in the 
throes of war. This year it is to be something of a 
holiday, but mainly we are interested in the doings of 
the Eighth Army and the entire North African Force 
under the command of General Eisenhower. Following 
this same trend of thought, we look to the ultimate end 
of the war, when we might once again get down to 
Sanity and reason. 

Today we are so hedged around with restrictions and 
what we call in England “Statutory Rules and Orders” 
that we cannot help, from time to time, feeling a sense 
of frustration—this everlasting ‘“‘we cannot do this” 
and “we must not do that” drives the average busi- 
nessman, with a sense of initiative, almost insane. 
There must, however, ultimately come an end to this 
and some of us sit and think what that end will be, 
and how long after that end (which, of course, we 
look to as the end of hostilities) will it take to resume 
something like normal conditions of trading. Of 
course, we are all resigned to the fact that the so- 
called normal conditions will never return, but a cer- 
tain form of normality will come and we wonder what 
it will be. Will it, in its turn, strangle initiative; will 
it be fenced round with restrictions for years to come, 
or will it indeed be unwanted? That is to say, will it be 
preferable to go on the old method and employ more 
labor, rather than reducing it and creating efficiency? 
The very sound of the word efficiency seems to connote 
a reduction of labor to achieve a given objective. 

Or, alternatively, will it mean a demand for more 
detail and thus create an even greater demand for 
labor, and will such a demand for detail create a 
finicky, old-maidish outlook on business generally? 
Will this search for detail involve even greater cost in 
administration? All these things pass through our 
minds as we sit and think. I am inclined to the 
opinion that, in this country at least, perhaps because 
it is so much nearer to Europe, there will be such a 
demand for results that the craze for detail will, to a 
large extent, die and the demand for speed and effi- 
ciency will increase. And these thoughts do not only 
refer to the office, with which we are primarily con- 
cerned, but to all industry. 

For the office I see the possibilities of marked 
changes. I do not, for instance, visualize a return to 
wood office furniture, or even to Steel for that matter, 
but to plastics. I do not visualize the typewriter built 
to last twenty years of mis-use, but built to last only 
three years of high grade efficiency. I visualize a more 
regular scrapping and a more frequent replacement 
and, furthermore, I visualize that old machines dis- 
placed will not gravitate into the hands of dealers for 
the sake of immediate profit, but the long view will be 
taken and they will be put under the hammer. 


More Calculating Machines Will Be Used 
I visualize rapid strides in the use of calculating 
machines. I hope, for instance, that we in England 
will get down to the decimal system, which I am sure 
will make calculating very much easier. This would 
























DOUBLE PEDESTAL FLAT TOP DESK AIRLINE DESK...60"...4 box drawers... 
...60”...4 box drawers...deep drawer large drawer for letter or cap size files... 
for cross filing...knee space drawer. kneespace drawer...’ America’s No.1 Desk.” 


SINGLE PEDESTAL 


TYPEWRITER DESK 
.. 45"... fixed plat- 
form...3 box drawers. 


DOUBLE PEDESTAL 
TYPEWRITER DESK 
...60"... fixed plat- 
form...6 box drawers. 


OFFICE TABLE 


...60”... center 
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DESK ... 45”... box drawer 
... deep drawer for cross 
filing... knee space drawer. 


drawer. 


The ARTWOOD desks match ART METAL steel office 
equipment in appearance and finish...mainiain efficiency 
Art Metal 


... contain no critical materials... in stock for prompt 
delivery... Art Metal Construction Co., Jamestown, N. Y. 
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There Are ADVANTAGES 
To Being THIN! 






















































































Take your office “paper work’, for example. 

Crisp, thin Millers Falls and Gibraltar ONION 
SKIN can make mole-hills out of mountains of 
correspondence and reports and office forms. 

The wise use of thin papers can take the 
bulges out of. over-stuffed filing cases. They can 
produce up to 16 legible copies in one typing, sav- 
ing many valuable woman-hours. They can cut 
your postage budget, especially on air-mail letters 
and reports. 

We are a bit over-stuffed ourselves with orders 
for Uncle Sam right now. There sometimes are 
delays if you want our popular Millers Falls and 
Gibraltar Onion Skins. We're sorry. We're doing 
our best. 

But use more of some kind of thin paper, any- 
way. You ll notice the difference in ofhce efliciency 
at once. 

w w wv 
Would you like a Millers Falls Onion 


Skin (25% Rag) or a Gibraltar Onion 
Skin (100% Rag) SAMPLE BOOK? 
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incidentally open a large field for calculating ma- 
chines in this country, which has hitherto shown itself 
to be a very difficult market. 

Portable adding machines should be as commonly 
in use as portable typewriters and the inexpensive 
adding and listing machine might well become a prod- 
uct sold over the stationery store counter at a very 
much lower price, without having to use the services 
of highly specialized salesmen as in the past. 

Mechanized bookkeeping has come to Stay, but its 
initial installation cost is, as yet, so high as to frighten 
many of the smaller potential users. Such appliances 
as visible index records have now become almost a 
necessity in any form of office routine, particularly 
those covering stock-keeping or production control. 

The spirit duplicator is, as yet, only in its infancy. 
Development in the post-war world of commerce will 
undoubtedly be considerable in spite of its draw-backs, 
chief of which is the lack of operating knowledge. 
The average operator considers it dirty, but that is 
only because of faulty installation. When the manu- 
facturers of these devices have realized how necessary 
it is to educate the operator and to back their appli- 
ance with first class service, and above all, first class 
installation, they will begin to reap the benefit. 

Thus our post-war world develops into something 
with a very long view. In fact we must all look ahead, 
not so much for immediate profit (we must leave that 
to the catch-penny gadget which is sold from day to 
day purely to catch the eye and open the pocket), but 
rather with an eye to building a stable market. We 
must take a leaf from the book of the key-operated 
adding and calculating machine manufacturers and 
start our school for operators, because the success of 
the modern office appliance depends largely upon the 
skill of the operator. Carefully trained operators rep- 
resent real good will, and it is that good will which 
will carry us successfully into the postwar field of 
commerce. 

So much for these visions of the future. Many of 
us, however, are worried by the present—how to get 
over this intervening period. Manufacturers are, of 
course, quite happy. Those products which they are 
permitted to manufacture are immediately taken over 
as Government requirements, but even this is not 
without its difficulties for the postwar setup. What is 
going to happen to all these redundant machines? 
How are they going to be disposed of? This proved 
a major problem after the last war. There is no doubt 
in my mind that the office appliance trade progress 
was retarded by ten years due to the mis-handling of 
redundant equipment after the last war. Will it be so 
retarded after this war? I hope not, but I am afraid, 
because the powers-that-be do not have the long vision 
that we manufacturers and distributors have. They 
have no need for such long vision. It is not within 
their province, and so our immediate post-war diffi- 
culties may be intensified by lack of knowledge on the 
part of officialdom, and lack of appreciation of the 
importance of this office appliance trade in the make- 
up of modern civilization. 

If however, we can control] the official viewpoint, 
how shall we do it? Which is economically correct? 
I am afraid it would be beyond me to give a sound 
and unarguable answer to that, but it is a matter 
which is exercising the minds of much wiser heads 
than mine.—SSE 

——— 

TYPEWRITERS GO ON BANNED LIST IN BRITAIN 

Early in May the British Board of Trade placed a 
ban on the sale or rental of all typewriters except 
second-hand portable machines weighing not more 
than 22 pounds. The order, in effect, is substantially 
the same as imposed on domestic typewriter trans- 
actions several months ago in the United States and 
in several foreign nations. Under the new ruling, no 
typewriter, whether owned by a dealer or an individ- 
ual, may be disposed of without a license, nor can 
old machines be scrapped without special permission. 
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how Quink with solv-x safeguards pens 























PROOF! Here's how different 

inks react on metal. Ordinary 

? steel pen points such as used 
i in your own office, were sus- 

/ pended by threads in bottles 
i containing Parker Quink, and 
i 5 competitive inks. Within a 
few days, the steel points im- 
’) mersed in the other inks 2, 
4 3, 4 and 5 had disappeared 


completely ... dissolved by 
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SALES UP AVERAGE OF 900% 
WHERE PARKER QUINK WITH 
SOLV-X IS GIVEN MASS DISPLAY! 


oe pen production drastically curtailed and 

even repair parts scarce— Parker Quink with solv-x fills 
a vital need. For solv-x eliminates the cause of most pen 
failures... gives pens wartime protection. Quink is the 
only ink with solv-x, which ends gumming and clogging . . . 
safeguards metal and rubber parts from corrosion and 
deterioration caused by highly acid inks. 

Dealers everywhere report amazing sales with brilliant, 
smooth-flowing Quink. Mass display is creating these 
successes. Be sure your stocks of Quink are adequate to 
achieve mass display. Complete display materials furnished 
free by Parker. Order Quink today. The Parker Pen Com- 
pany, Janesville, Wis., and ‘Toronto, Canada. 


Copr. 1943, The Parker Pen Company 











PARKER Quirk 


THE ONLY INK CONTAINING PEN-PROTECTING SOLV-X 


FOR V---— MAIL “Micro-film Black” New Parker 


Quink in “Micro-film Black” photographs perfectly. Quink comes in 


7 permanent colors: Micro-film Black, Blue-Black, Royal Blue, Green, 


Violet, Brown, Red. 2 washable colors: Black, Blue. 15¢, 25¢ and up. 
{Iso available in quarts and pints. 


inferior inks! After the same 
period, the steel point im- 
mersed in Quink remained 
whole and suitable for use. 


THE REASON: SOLV-X. 





HERE’S SELLING PROOF, TOO! 


“We are completely out of Quink and have found it 
necessary to keep turning away customers day after 
day. The demand for Quink at present is greater 
than at any other time.” 

W. J. Noonan Company, Lima, Ohio 


"Your extensive national advertising of Quink has 

skyrocketed our sales 400% over previous sales 

record. To display Quink prominently is to sell it.” 
Bartell Drug Company, Seattle, Washington 


“According to our records, average daily sales of 
Quink have increased at least 500%.” 
Algeo Pharmacy, Mt. Lebanon, Pa. 
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THE REGULAR 


TRANSFER TIME SHOULD BE 
A BIG EVENT THIS YEAR 


Never before has business been required to keep such great 
masses of records as are required today —not only keep them 
but keep them where they are carefully preserved and instantly 
available. Today, tomorrow or a couple years hence they may 


be needed badly. 


Yourcustomers | 
TRANSFILE 





SANITARY LEGS 


To keep your records away 
from the dirt, damp, dust 
and grime of the floor. They 
just slip into place. Sturdy 
and strong. 








ike these famous 
FEATURES 


2-WAY INTERLOCK 


Welds individual units into 
staunch batteries as above, 
no screws, bolts or tools 
needed 





FOLLOW BLOCK 


Keeps contents of drawer in 
an upright position when the 
drawer is only partially filled 
Very simple and effective 





TRADEMARK 


TRANSFILE 
FIBRE BOARD FILES 


will do the job this year the same as always, assuring your 
customers of safe, orderly records instantly available at 
all times. TRANSFILE FILES will do the job at very low 


cost, too. 


Even though war demanded that TRANSFILE FILES be 
stripped of all superfluous vital materials, today's models 
can be counted upon to give that same satisfactory per- 
formance which your customers have always received. 


If you haven't a stock of TRANSFILE Files on hand, now 
is the time to get them. 


GUIDE SYSTEM & SUPPLY CO. 


NEW YORK, N. Y. 


335 CANAL STREET ' 
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INDIANAPOLIS STATIONERS ELECT 


At the annual election of the Stationers’ 
Indianapolis, held on May 11, the following 
were selected for the coming year: 

H. J. Hampton, Indianapolis Office Supply Com- 
pany, Inc., president; M. L. Ober, Stationers, Inc., 
first vice-president; Frank Burst, Sentinel Printing 
Company, second vice-president; Everitt Agnew, 
Stewarts Inc., secretary, and George Davis, Bank & 
Office Stationery Company, treasurer. 

© 

TRANSYLVANIA PRINTING COMPANY 

NEW FURNITURE ADDITION 


This leading office supply house in Lexington, Ky., 
demonstrates its faith in the future by a recent open- 
ing of a large addition to its original store. 

Large advertisements in the local newspapers were 
used to announce the expansion, and old and new 
friends were enthusiastic visitors. 

The company’s business is divided into two depart- 
ments. The printing division is managed by Robert 


"4 
‘& 


Club of 
officers 


OPENS 





NOT i 


ING: COMPAN) 


TRANSYLVANIA PRINTING COMPANY window display fea- 
turing new furniture department, with special emphasis on 
Victor visible equipment lines. 


S. Byars, president of the company, and the office 
supply division by Gayle M. Denny, sales manager. 

All furniture lines carried will be shown in the new 
department. Special emphasis is placed on the prod- 
ucts of the Victor Safe and Equipment Company, 
whose line of visible equipment has been successfully 
promoted by this dealer for many years. Two of the 
larger installations in the Lexington territory are 
alone using hundreds of Victor visible cabinets, sold 
and serviced by Transylvania. 

Mr. Denny believes that the modern stationer best 
serves his customers by Keeping his sales organiza- 
tion equipped to offer modern products which speed 
up and simplify present day office routine. As the 
opening window display (pictured above) indicates, 
Transylvania offers Victor visible as an answer to 
many of today’s record-keeping problems. 

>— 


SCRIPTO NAMES R. B. BOKEMEIER NEW 
MIDWEST REPRESENTATIVE 


The Scripto Manufacturing Company, Atlanta, Ga., 
announces that Reeve B. Bokemeier is now represent- 
ing Scripto in the mid-western territory, with head- 
quarters in Chicago. 

Mr. Bokemeier has been traveling in this territory 
for a luggage concern for several years. 
















PROTECTION FOR 
REFERENCE DATA 


To give reference data full protection against 
soiling and tearing, and yet provide perfect visibility, 
use AICO Sheet Protectors, Card Holders and Shop 
Ticket Holders. 

It will pay in better legibility and elimination of 
errors to provide this protection for all date sheets, 
drawings, pass cards that are used at frequent inter- 
vals. Send for the Aigner Sales Promotion Unit J 
for complete details. 


V-13 VICTORY SHEET PROTECTORS 


A new item, THAT 
CAN BE SOLD WITH- 
OUT PRIORITIES, 
made to provide pro- 
tection for 8/,” x II” 
sheets in loose 
binders. Made 
light weight 
with double 
ring side for 
strength. 

Each sheet 
with black 
lines 


leaf 
from 
cellulose, 
flap at 
added 


provided 
and white 
sheets, perma- 
nently flexible, will not 


warp or crack 





SHOP TICKET : 
HOLDERS 


Double faced, with visibility front 
and back, this new AICO Product 
will prove of exceptional interest to 
all factories. Made with extra heavy 
celluloid back for added strength, 
bound with imitation leather sewn 
binding, with a hole at top. Oil and 
grease resisting, it protects valuable 
shop drawings and records in the 
factory. 


Write for complete AICO Sectionalized Sales Promo- 
tion Catalog. To comply with Reg. M-154 we must 
know the end use of all cellulose products. Priority 


ratings are required, except for V-13 Victory Sheet 
Protectors. 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS and 
ACCESSORIES 


prove 


503 S. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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F. L. FULLER 


x * Frederick Lincoln Fuller, 82, chief inventor of the In- 
ternational Business Machines Corporation, died April 
29 after a year’s illness at his home in Llewellyn Park, 


* % West Orange, N. J. 

Throughout most of his career Mr. Fuller was an 
inventor for one or another of the leading manufac- 
turers of business machines. Some of the nearly 100 

* patents he obtained are in use on a large proportion 
of machines used in modern business. 

Although his career apparently had ended when he 

* retired in 1925, already assured of a place as one of 

S the leading inventive geniuses of his time, he was 
S$ persuaded to return to work two years later by his 
S close friend, Thomas J. Watson, president of the In- 
S % ternational Business Machines Corporation. 

S Ten years after he emerged from retirement, Mr. 

S 

S 
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* * 


Fuller declared at the East Orange, N. J., laboratory 
B + established especially for him by IBM, that the decade 
BE S> had been one of the most pleasant and productive 
BZ Hot Stuff S&S periods of his life. 
= S While working at the laboratory, he invented a proof 
S machine for banks used extensively for expediting 
S * accounting problems. 
S$ In 1892 he was awarded the John Scott Medal for 
S promotion of the mechanical arts by the Franklin 
S % Institute of Philadelphia. In 1940 he was named a 
“Modern Pioneer” by the National Association of Man- 
BZ SS ufacturers for his contribution to the creation of new 
A S jobs, new industries, new goods and a higher standard 
Zz S$ * of living. That same year, he and other recipients of 
Zz S$ the “Modern Pioneer” award were given a testimonial 
A S dinner in New York. 
Zz S$ On Mr. Fuller’s eightieth birthday anniversary his 
AA S$ % associates in IBM honored him with a luncheon, at 
AA S$ which he was presented four bound volumes contain- 
Zz S$ ing the many patents issued to him during his more 
az S$ than a half-century as an inventor. 


Native of Norwich, Conn. 


Born in Norwich, Conn., April 11, 1861, son of the 

* * late Charles C. and Lucy S. Fuller, he went to work 
in a paper mill there at the age of 14 as a timekeeper. aie 
There he developed the idea for a time recorder, which 


he perfected and prepared to manufacture when he } | 
* p R O D U C T S | * ~~ ci of his “teens.” ' 
These plans were temporarily ended by the death | 
, nc. of Mr. Fuller’s financial backers, but two years later } 
he invented a cash register and founded the Union 
oe 39th Ave. & 24th St. % Cash Register Company to produce it. This company 
was purchased by the National Cash Register Com- | 
LONG ISLAND Grr, N. Y. pany in 1907 and Mr. Fuller joined the staff of the 
latter firm as an inventor in 1909. | 
* * He remained with the National Cash Register Com- / 
pein pany for eight years, the last five as chief inventor, 
and it was there he formed his friendship with Mr. 
* Watson, who at the time was general sales manager. 
Mr. Fuller went with the Remington Arms Company 
in 1917, when that company decided to develop busi- 
ness machines to take the place of their war products. 
x He remained with that firm until his “retirement” in 
1925. 
When Mr. Fuller returned to work he established 
headquarters in the IBM laboratory in Varick Street, 
% New York. The research department was moved to 
Endicott, N. Y., in 1933 and a separate laboratory was 
created for Mr. Fuller at 308 Main Street, Orange, 
N. J. It was moved to 300 Main Street, East Orange, 
* in 1937, and there Mr. Fuller continued his work with 
a complete staff of draughtsmen and mechanics, 
equipped to carry out his ideas on paper and by con- 
" * structing and testing complete working models. 

At the insistence of Mr. Watson, Mr. Fuller wrote 
the story of his life and inventions and it was pub- 
lished and widely distributed by IBM in 1938. The 

eee — eee — eee — eee volume was dedicated to Mr. Fuller’s wife, Mrs. Re- 
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THE SPIRIT 
{e); AMERICA; 


FROM ANY SPIRIT DUPLICATOR 


Old Town presents another FIRST in the 
field of Spirit Duplicating — Black 
master units, black Dupli-forms 
and black spirit carbon. 


Used with Old Town BF duplicating fluid, the new black Hi-Test 
spirit carbon, black Hi-Test master units or black Hi-Test Dupli- 
forms produce beautiful black copies. Ideal for orders, invoices, 
purchase orders and office systems. Specimens and prices upon 
request. Regular standard colors available as usual. 


Old Town is the world’s leading producer of carbon papers, 
ribbons and supplies for Spirit and Hectograph duplicating. 


“ 
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SAVE TIME 
Go OLD TOWN.}| 


4 Dupli-forms 


‘CoV SAVE PRINTINGESAV 
WHAT DUPLI-FORMS ARE = By, 1: 


Sx spirit 

Dupliforms are printed master units. Just have any mil lypewr 
tiple copy form set up on an Old Town DUPLI-FORMBB Makes 
Your typist fills in the DUPLI-FORM .. . then runs of 
as many copies as you require on your direct or fluil 
process duplicator. 


WHAT DUPLI-FORMS DO 
No More Large Printing Bills! On a 25 copy form, 10 
DUPLI-FORMS will replace 25,000 printed form: 
and up! 
No More Weak Copies! Whether you want a dozen copi 
or hundreds, DUPLI-FORMS will give them to you.. 
every one clean and distinct with photographic accuracy 
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SAVE TIME! SAVE MONEY! 


No More Special Machines! With DUPLI-FORMS every 
typewriter becomes a billing or manifolding machine. 
Makes copies of pencil writing without register or spe- 
‘ial pencil. 

0 More Fear of Errors! Instead of correcting every copy, 
just correct the DUPLI-FORM. 

0 More Collating! Only the original DUPLI-FORM goes 
nto your typewriter. No aggravation or waste of time to 
tf forms with carbon paper and crowd into the type- 
riter. 

0 More Slipping! DUPLI-FORM guarantees precision 
egistry .. . right down to the last line of the last copy. 
he form itself is duplicated along with typed-in data. 
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THE CARBON THAT WILL NOT CurG 
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Types ald view fou “ii 
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FLEXIBILITY . 
EASY HANDLING 
WEARING QUALITY 
SHARP IMPRESSIONS 
PERMANENT CLEAN COPIES 
CLEAN ERASURES 


ECONOMY 





\ 









Below is a partial list 
of Old Town Products 


STRATOSPHERE CARBON 
SABLE CARBON 


Make OLD TOWN Your DOUBLE DUTY CARBON 
Duplicating Supply Headquarters HI-TEST NOISELESS CARBON 


As the world’s largest producers of spirit and hektograph carbons, ribbons and supplies, ACCOUNTANTS’ CARBON 
Old Town has much more to offer than the products themselves. Old Town’s technical OLD TOWN HERMETIC RIBBON 
staff and Analytical Departments have been the authoritative source of information OLD TOWN BRAND RIBBONS 











on spirit and hektograph duplicating problems for many years. Most of the new devel- : 
opments in spirit and hektograph carbons and ribbons have come from Old Town’s CROWFOOT RIBBONS 
laboratories where the lights burn late in the interest of research and to solve the HAND CLEANSING CREAM 


specific problems of individual users. 


Old Town makes outstandin! 
a : ae ; inked ribbons and carbon pape 
Old Town’s facilities are at your disposal. ; : 
ee - for every conceivable use. 
Just write on your letterhead to: — 


RIBBON & CARBON CO. inc. 


Foremost Makers of Ribbons ond Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN, NEW YORK, N. Y. 


TON . 8 ON ANSAS CITY NEW ORLEANS BIRMINGHAM ATLANTA 
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becca Bell Fuller, who was married to him in 1881 and 
who died in 1937. 

Some of Mr. Fuller’s cash register inventions were 
the subject of an unusual court case in 1926 by the 
National Cash Register Company against Remington 
Arms Company. The former company charged that 
Mr. Fuller, on leaving its employ, had agreed not to 
enter the employ of any other cash register company 
for one year and to assign to it any inventions in cash 
registers he might make during that period. The suit 
resulted, on appeal, in a decision upholding the right 
of the Remington Arms Company to Mr. Fuller’s 
patents. The decision established the Remington firm 
as National’s chief competitor, and gave assurances 
of continued employment for 3,000 workmen at the 
Remington plant in Ilion, N. Y. The Remington com- 
pany had spent, up to that time, $1,500,000 in develop- 
ing Mr. Fuller’s cash register. 

Mr. Fuller was a 32nd degree Mason and a member 
of the First (Presbyterian) Church of Orange. He 
was active in the Chamber of Commerce and Civics 
of the Oranges and Maplewood. He was a descendant 
of a sister of Benjamin Franklin. 

Surviving are a brother, Charles O. Fuller of Tren- 
ton; three nephews, Frederick D. Fuller of New Britain, 
Conn.; William G. Fuller of Fort Worth, Texas, and 
Frederick L. Morrison of West Orange; and a niece, 
Mrs. Gertrude F. Locke of Collingswood, N. J.—BJ 
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LOTHAR W. FABER 

Lothar W. Faber, head of the Eberhard Faber Pencil 
Company and vice-president of the Eberhard Faber 
Rubber Company, died at his home, 335 Riverside 
Drive, New York City, May 12, 1943. He was 81 
years old. 

Until three weeks ago he had been actively asso- 
ciated in the pencil business founded by his father, 
the late Eberhard Faber, in 1849. He was educated at 
the Columbia University School of Mines, and for the 
past 45 years had served as president of the pencil 
company. 

His wife, Mrs. Anna Prieth Faber, died in January, 
1928. He is survived by a daughter, Mrs. Brock Putnam, 
of Litchfield, Conn.; a son, Eberhard L.: a brother, 
Eberhard; and seven grandchildren. 


He oo ols 


HARRY A. TOMPKINS 

Harry A. Tompkins, former head of the Scrantom’s. 
Inc., stationery stores, died unexpectedly at his home, 
Harwood Lane, East Rochester, N. Y., April 20. He 
was 76 years of age. 

He retired from active business in 1934, after a 
period of 41 years of service with the above firm. Mr. 
Tompkins had served as vice-president of the firm 














H. A. TOMPKINS 


since the reorganization of the old business of Scran- 
tom, Wetmore & Company. He was well known in 
the stationery industry and was a past reg’onal gov- 
ernor of the National Stationers’ Association. 

Born at Gorham, he was educated at Cook Academy 
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Side by side — 


Today it is not only a question of how many 
men and women we can send to the battle 
front, but how many guns, tanks, planes, ships 
and other equipment we can send to their 


support. 


For a complete victory, men and women are 
needed on the home front as well—not only 
to produce the things of war, but to THINK 
RIGHT. To think in terms of unity—to main- 
tain friendly relationships and mutual under- 
standings HERE, NOW! To think confidently 
of the future—not only believing in a better 


world but willing to help make it better. 


It is our hope that the friendly relationships 
existing, for so many years, between Corry- 
Jamestown and its dealers and the ultimate 
users of Steel-Age equipment, will grow 


stronger as we fight side by side on both fronts. 














FOR VICTORY . 


Buy United States 


WAR BONDS AND STAMPS a 
Aen : 














CORRY, PENNSYLVANIA 














peel 


Va ues 
Worth 


FiGHTING 


For. eee 


0 our regular customers, all of whom we art 


striving to serve, these facts are of real im- 


l e In Spite of mcreased costs, ou 
prices have been pexgge d at their 1941 


CVELS 


Lae Present Restrictions may be 
retarding our good efforts, but we 
Ire preparing to serve our dealers 
hy creating and producing items of 
non-restricted materials, true to the 


Vashek tradition of quality 


These recognized standards of excellence cde 
1? manufacturing in 


veloped through years 
grity are values worth fighting for ideals 
that will not be sacrificed 

Today, the Alhes are battling barbarity 
struggling to preserve civilized standards ot 
life for all. It takes determination, strength 
» fight for intangible values 


sacrince t 
but, who is there to say that it isn’t 


worth the struggle ? 


In our own small sphere, we, too, are strug 
gling against terrific odds to maintain the high 
standards of excellence for which the nam« 
MASHEK has always stood 


The combined obstacles of material shortages, 
skilled labor scarcities, W. P. B. restrictions 
as well as other familiar war-time production 
handicaps, are a challenge to the ingenuity of 
management and craftsmen alike. But, how- 
ever tremendous the effort, we are determined 
to maintain our established values 


FRANK MASHEK CO. 


1914 Milwaukee Ave., Chicago 
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and at the University of Rochester. He was married 
in 1895 to Martha May Dransfield of Rochester, who 
survives him. Other survivors are his three sons, 
Stanley A., Robert E., and Harry W., and five 
grandchildren. 


CHARLES R. FARGO 

Charles R. Fargo; well Known to stationers through- 
out the United States, passed away May 11 at his 
home in Beverly Hills, Cal. Although his reputation 
was based upon his achievements in the field of loose 
leaf, he entered the stationery field at Portland, Ore., 
where he was employed in the manufacturing depart- 
ment of Kilham Printing & Stationery Company. 
There, because of his frequent contact with county 
records, he devised a system of indexing and moved 
to Chicago to place it on the market, establishing for 
the purpose the Public Record Index Tab Company. 
Later he was attracted to R. B. Wilson, president of 
the Chicago Shipping and Receipt Book Company 
(later Wilson Jones Company), who employed Mr. 
Fargo as sales manager and bought out his business. 
After a number of years with “C. S. & R. B.,” as the 
company was first known, subsequently as “Wilson 
Jones,” he became affiliated with Irving-Pitt Manu- 
facturing Company. He remained there for about two 
years before moving to California and establishing 
himself in the construction and real estate business. 
A few years ago he devised a drafting pencil known as 
“TEC” and organized the TEC Pencil Company. The 
product sold extensively for drafting and engineering 
use among the war plants of Southern California and 
elsewhere. 

Charlie Fargo had a keen mind and an engaging 
personality. Sound in principle and in practice, he was 
an enthusiast for the loose leaf system and for the 
stationery business, in his connection with which he 
contributed to the progress of the office equipment 
industry. 


ROY E. SPRINGER 

The many friends of Roy E. Springer, particularly 
those in the New York area, will be sorry to learn of 
his death on Thursday, April 29, 1943. He had been 
assistant manager of the New York office of the Car- 
ter’s Ink Company since 1916. 

Mr. Springer joined the company in 1906, serving 
first in the Chicago office and transferring later to 
New York. He had been in ill health for some time 
but had hoped until the end to return soon to his desk. 

He is survived by his wife, Mrs. Martha Springer; 
two daughters, Mrs. Willis Getchell and Mrs. Robert 
W. Merten; a son, Stanley A. Springer; his mother, 
Mrs. Mae L. Springer; and a sister, Mrs. Herbert 
Gurnee. 

Funeral services were held at his late home, 209 
Walnut Street, Nutley, N. J., on Sunday afternoon, 
May 2. Burial was at Nutley Methodist Cemetery. 

+ ok + 
J. H. SCHROEDER 

J. Henry Schroeder, for thirty-seven years a member 
of the Remington Rand organization in Chicago, died 
Friday night, May 14, 1943, following a heart attack. 
He had been suffering from a heart ailment for only 
three months. Funeral services were conducted Mon- 
day, May 17, by Dearborn Lodge No. 310, A. F. and 
A. M. Knights Templar of Woodlawn Commandery 
No. 76 served as pall bearers. Surviving are his widow, 
Mrs. Irene Schroeder; a sister, Mrs. Betty Gillett, 
Koontz Lake, Ind.: and a niece, Mrs. Helen Parsons, 
Chicago. 

Mr. Schroeder, who was widely and favorably known 
to dealers in the Middle West as ‘Hank,’ was born 
in Chicago fifty-three years ago. As a boy he joined 
the supply department of the old Remington organ- 
ization to run errands and make deliveries. Soon he 




















Save Rubber 


by protecting your rollers with 


KLEAN-WRITE 


Crystal 























(cellulose or non-cellulose) 





Can never injure feed rollers or platens of 
typewriter, because the Top Crystal Sheet 
prevents the stencil from even touching 
same. 


Can never fill the type, because the type 
does not contact the stencil itself. 


Can never chop out, because the Top 
Crystal Sheet protects the stencil. 











KLEAN-WRITE RIBBONS AND CARBONS 





KLEAN-WRITE AND SUPREME STENCILS | 





FRANKEL CARBON & RIBBON CO. | 


DENVER, COLORADO | 
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F5 List Price 


S44 00 


FOB Factory 


MICHIGAN a 


WOOD FILES 
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In letter and legal size offered in a_ price 
¢ I 
range to meet your need, 
Wat) 
SS 
Made of selected hardwood and plywood. 


Reinforced construction and so designed 
that drawers operate freely and without 


binding. 
Cc « 


:intire drawer interior useable. 
CD 
aS) 
Drawers operate on large plastie rollers. 
(CN 
aS) 
All Michigan files equipped with follower 
block, guide rod and drawer stops. 
S 


Interior finished and all wood working 


parts sanded smoothly giving the file an 
excellent: appearance. 


CORDS 
F5 Letter size. List Price... $45.00 
F6 Legal size. List Price............. pw aepacdeitee eae 20.00 
With Locks, List Additional. ...-----.___... 6.00 


Vichigan's Complete Line. 


Dealers are welcome to our catalog. Write to us. 


MICHIGAN UEoh CUMPANY 


GRAND RAPIDS, MICHIGAN 






















FEW DEALERS OF MICHIGAN 


Products are aware that we not only control our lumber 





source but we also own a modern plywood plant, thus assuring 
us a continuous source of material with which to complete 


our line of desks, tables, files, and general office equipment. 


One of our popular 
and quality grades 


No. 564 Oak or Walnut 


List Price: 
Oak . $80.00 
Walnut $2.00 


No. 564NT Typewriter 


List Price: 
Oak $90.€C0 
Walnut 92.00 





Size 60 by 34 inches. 


CARD CABINETS 


Ask for 


( atalog 





Double or single. A size for every record. Sub- 


stantially made to stand abuse. —— -— 


MICHIGAN DESH LUMPANY 


GRAND RAPIDS, MICHIGAN 
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Do You Agree 
Ox Don t You? 


ODAY, more than ever before, you should give a thought to the im 
portance of your Filing Supply business. 


You know the importance of customers coming back for more. Hav: 
ing customers with a fixed habit of re-ordering from you is what builds 
a permanent and profitable trade. 


No department in a Stationery Store offers the opportunities for repeat 
business as much as the Filing Supply department. 


A filing cabinet in itself is a most useless piece of equipment. Its ultimate value is 
measured directly by the “correctness” of the indexing (guides, folders, etc.) which it 
holds. Once a correct installation is made, a profitable business of re-orders for addi- 
tional items keeps coming year after year practically unsolicited. 


In no business is dependability and service so important as the Filing Supply busi- 
ness. In no business should a dealer be more careful in tying up with the right source 
of supply. 


Browne-Morse supplies are truly works of thought, efficiency, and unexcelled 
quality even down to the method of packing. The result of 43 years experience. 


Send today for the New Filing Supply Price Book No. 40. The best illustrated, most 
simple and understandable arranged price book published. 


FEATURE the Browne-Morse line of Filing Supplies which gives you Selling Help — High Quality — 
Completeness — Prompt Deliveries — and that most desirable thing — REPEAT BUSINESS. 





Browne-Morse Company - Muskegon, Michigan 
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stepped up to a sales job and later became manager 


of the supply department. Several years ago he was | 


appointed manager of the wholesale portable depart- 


ment in Chicago. Shortly his responsibilities were | 


extended to include management of Remington’s 
wholesale portable activities in the central division 


of the country. Recently his jurisdiction was enlarged | 
by the addition of management of the Remington | 


Shaver division in Chicago and surrounding territory. 


As a friend and counsellor, “Hank” will be greatly | 


missed by dealers and business associates. They knew 
him as a dependable, honest gentleman, whose sin- 


cerity of purpose was coupled with sound knowledge 


and business skill. 


yb + 


EDWARD SOUTHWORTH 
Edward Southworth, secretary-treasurer and a di- 
rector of the Southworth Paper Company, 


West | 
Springfield, Mass., died suddenly of coronary throm- | 


bosis at Springfield Hospital on May 17. He was 57 


years old. 


Mr. Southworth was born in 1885 in West Spring- | 


field, moving at an early age with his parents, Dr. and 
Mrs. George C. S. Southworth, to Salem, Ohio. He was 
educated at Kenyon Military Academy and Kenyon 
College at Gambier, Ohio, and was a graduate of 
Cincinnati Law School. After practicing law for two 
years in Cincinnati, he returned to Massachusetts to 
join the Southworth Paper Company as sales manager. 

He was a member of the University Club, the Long- 
meadow Country Club, and was a member and deacon 
of South Congregational Chuch. An ardent sailor, he 
was an active executive member of the Boy Scout 
movement. Mn Southworth was a member of Mt. 
Vernon Masonic Lodge, Mt. Vernon, Ohio. 


Surviving are his wife, Mrs. Virginia Sprague South- | 


worth; three daughters, Virginia and Helen at home, 


and Mrs. Gordon D. Frost of Springfield, Mass.; one | 


son, Edward, Jr.; a granddaughter, Patricia Ann 
Frost; two sisters, Mrs. Mary Williams of Longmeadow 
and Mrs. John S. Harrison of Indianapolis; and four 
brothers, Melvin D. Southworth of Springfield, Rev. 
George Southworth of Indianapolis, Dr. Rufus South- 


worth of Cincinnati, and Major John D. Southworth, | 


M. C., U.S. A. 
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HARRY A. TRUE 

Harry A. True, proprietor of the Springfield Type- 
writer Exchange, Springfield, Mass., died at his home, 
5 Blaine Street, May 4. Mr. True had been a resident 
of Springfield for the past 34 years. He was born at 
Frankfort, N. Y., May 23, 1877. Mr. True was a mem- 
ber of the Masonic lodge and of the Shrine. He is 
survived by his wife, Elizabeth May (Newton); two 
daughters, Mrs. Victor C. Jones and Miss Estelle R. 
True; a granddaughter; and a sister, Mrs. Abbe Stod- 
dard of Rome, N. Y. 

- | f 


E. H. SMITH 

Edward Herndon Smith, first secretary-treasurer of 
the Oliver Typewriter Company, died at the age of 
eighty-three at his home in Oak Park, IIl., Saturday, 
May 1. A graduate of Yale University and prominent 
in the banking, railroading and lumbering business, 
Mr. Smith joined the Oliver organization in 1898 as 
head of the financial department. Later he became 
secretary and vice-president. He is survived by his 
widow, Vera, and a daughter, Helen. 


Tt i } 


FRANK H. WESTLAKE 

Frank Hiram Westlake, vice-president of The Marble 
& Shattuck Chair Company, Cleveland, Ohio, died sud- 
denly on March 1 at the age of 64. He had been in ill 
health for several months, but death was due to a 
heart attack. 

He had been associated with the chair company for 
the past 12 years in their New York office, returning to 
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JUST HOW FAR executive thinking is aided by a clear 
Havana perfecto is a question not yet surveyed. 


The fact remains that many a business man dictates to 
his Dictaphone with a cigar in his mouth. That kind of 
talk is strictly American, but secretaries don’t like it be- 
cause it isn’t always easy to understand. 


So in the Dictaphone Research Laboratories at Bridge- 
port, Conn., we have done quite a bit of research on the 
problem presented by the voice with a cigar in it. After 
all, the aim of Dictaphone engineers is to make a machine 
that will record dictation intelligibly under all sorts of 
office conditions. 


THE VOICE /WITH A CIGAR IN IT... 





The first thing that Dictaphone engineers did was to trim 
away all disturbing overtones and resonances. Then they 
started experimenting with the reconstruction of voices 
which had been thus pared down. When war struck, they 
had already taken long steps in this direction. Too-thin 
and too-deep voices—words mumbled or over-emphasized 
were being successfully built up or cut away to produce 
intelligible tones that secretaries could more easily under- 
stand. 


In the avalanche of war activity Dictaphone equipment 
bears the brunt in many an office of both Government and 
industry—saving precious minutes—getting vital ideas 
into action fast! 


Meanwhile Dictaphone engineers have turned out many 
improvements in electric voice recording for use by the 
armed services—brand-new ideas which will further extend 
the usefulness of the Dictaphone method of dictation to 
meet the challenge of the post-war era. 


Dictaphone Corporation, 420 Lexington Avenue, New 


| York City. 


DICTAPHONE 


ACOUSTICORD DICTATING EQUIPMENT 
ELECTRICORD RECORDING EQUIPMENT 





The word DICTAPHONE is the Registered Trade-Mark of Dictaphone Corporation, 


| Makers of Dictating Machines and Accessories to which said Trade-Mark is Applied. 
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It is a thrill to set your hook into three or four 
pounds of fighting fish. But that is just the 
beginning. You still have a fight on your 
hands. Let your line slack only a moment and 
your catch has escaped. 


Fishing terms supply an easily understood ex- 
planation of our business situation. America 
has set its hook into a war, one which requires 
all the skill we have. Should we relax in our 
diligence or let the production line slacken, 
our catch may get away. 


We all are casting a lot into this war—raw 
materials, skill in production, and money in 
large volume. They are an investment in free- 
dom, in the future of our lives and businesses. 
That is why we must forego the pleasure of 
doing business with our good old friends a 
little longer. 


Your dealers who have helped to build this 
business by your patronage are in that good 
friends classification. This friendship we hope 
will endure for years to come. Our intentions, 
our efforts and our ability have been directed 
to the end that they might serve you best. 
Just as soon as we have landed the catch we 
shall start fishin’ again with “Andy units of 
steel.” Your indulgence we ask until an im- 
proved line of steel equipment can be offered. 





DERSON-HickEY Go. 











INC. 
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ILLINOIS 
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the Cleveland office only a short time before his death. 
Before joining The Marble & Shattuck Chair Com- 
pany, he was associated with The B. L. Marble Chair 
Company, Bedford, Ohio, as vice-president and sales 
manager for 15 years. 

Mr. Westlake is survived by his wife, Mrs. Mathilde 
O’Neill Westlake; a son, Frank Hiram; and two grand- 
children, Joan and Virginia. 


+ - 
HENRY KOHLER 

Henry Kohler, head of the Arabol Manufacturing 
Company, New York, manufacturer of glue and paste, 
died May 17 at the French Hospital, New York, after 
a brief illness. 

Mr. Kohler first became associated with the com- 
pany in 1922, and had been its president since 1937. 
A resident of New York, he was educated abroad and 
had traveled extensively in Europe. He is survived by 
his widow, Mrs. Maria del Carman Kohler. 
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JOHN E. TREMPE 
John E. Trempe, typewriter technician and factory 


| superintendent of L. C. Smith and Corona Type- 


writers of Canada, Ltd., died May 10 at his home, 223 
Woodbine Avenue, Toronto. He was 49 years of age. 

Mr. Trempe became associated with the typewriter 
business at the age of 14, after completing his ele- 
mentary education at St. Paul’s School, Toronto. He 
joined the staff of Underwood Elliot Fisher, Ltd., as 
office boy, and remained with the firm until 1921, when 
he moved to Warren, Pa., to establish his own agency. 
He returned to Toronto in 1932 to take over the post 
he held at his death. 

Mr. Trempe is survived by a wife, two daughters, and 


+ + - 
ROYAL M. BATES 

Royal M. Bates, president and general manager of 
the Jamestown Metal Corporation, Jamestown, N. Y., 
died suddenly of a heart ailment at the Pennsylvania 
Station, New York City, Sunday, May 23. Death came 
just as the train on which he traveled from Fort 
Lauderdale, Florida, where he had been convalescing, 
arrived in New York. 

Mr. Bates was born at Jamestown, N. Y., in 1887, 
and was educated at Jamestown high school and Syra- 
cuse University. After practicing law for 20 years, he 
was named head of the metal corporation in 1937. Mr. 
Bates had been an active member of both the Kiwanis 
Club and the Elks. 

He is survived by his wife, Alice; a son, Wilmot E., 
secretary of the Jamestown Metal Corporation; and 
a daughter, Mrs. William G. Cornell, a teacher at 


Avon, N. Y. 
+ -- | 


RAY FLETCHER HEADS BOSTON OFFICE OF 
NATIONAL BLANK BOOK COMPANY 


Raymond E. Fletcher of Belmont, Mass., was named 
head of the Boston office of the National Blank Book 
Company on April 12, to succeed James Davidson, who 
is now engaged in war work with the New England 
Small Arms Company. 

Mr. Fletcher was educated at Northeastern Univer- 
sity, where he majored in sales management and busi- 
ness administration. From 1934 to 1936 he was with 
Chas. Bonanno Laundry & Supply Company in pro- 
motion and development of industrial wiping towel 
department, as well as sales. He had further experi- 
ence with the McCarrie School of Mechanical Den- 
tistry, where he was assistant manager and manager. 
From 1936 to 1943, Mr. Fletcher was with Thomas 
Groom & Company. His experience in sales and as 
estimator and purchaser of raw materials has gained 
for him valuable knowledge that enables him to give 
extended service in his new job. 
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ACE’S NEW WARTIME MODEL No. 402-V 


After months of painstaking effort, Ace 
engineers have completed our new war- 
time Model No. 402-V. Before placing 
it into production it was put through the 
most exacting, practical tests—a precau- 
tion that is religiously followed on all 
Ace Stapling Equipment. Those who 
have used and sold Ace Staplers know 
what the name ‘‘Ace’’ means when 
stamped on one of its machines. The 
same priceless precision engineering and 
skilled workmanship that have made 
Ace Staplers the finest, have been incor- 
porated into the new Model No. 402-V. 





In size, shape and mechanical construc- 
tion this fine wartime Model is designed 
along the lines of Ace’s Pilot Model No. 
402. It will load a full strip of 210 No. 
400 Pilot Standard staples. Steel has been 
used throughout where it is required for 
strength and mechanical precision. Other 
less critical materials used do not, in any 
respect, detract from the smooth, easy, 
efficient operation of the machine nor do 
they effect the machine’s durability and 
wearing qualities. Shipments will be al- 
located to those qualifying with priority 
ratings. Sold through dealers exclusively. 
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SPECIFICATIONS 


* The ASCO “WOODMASTER” Card 





Cabinet Series is designed for the busy | 
office, factory, and all defense and war | 
activities. 


* MATERIALS: Cabinet hardwoods are | 


* HARDWARE: Metal cardholder and : 


* FINISH: "ASCO" olive green harmonri- | 


*Materials and construction subject to change without notice. | 


WOODMASTER * 


CARD  CABINE L7__ 


high grade, seasoned air, and kiln-dried, ; 
free of defects. 


* CONSTRUCTION: Tongued and 


grooved. Reinforced, glue blocks at all 
vital points. Drawer stop. Equipped with | 
compressor. 








pull. 


ous finish. 
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SINGLE DRAWER 7 wtih < esti Semic | UST PRICE 
CARD SIZE WIDTH HEIGHT DEPTH WEIGHT F.O.B. N.Y. 
No. 335 WOODMASTER 3" x 5" 67/6" 5%i6" 16" 7%, $3.90 
No. 346 WOODMASTER 4" x 6" Ths" 67/i6"" 16" 91/2 4.75 
No. 358 WOODMASTER 5" x 8" 97/6" THs" 16" VI 5.50 
No. 369 WOODMASTER 6" x 9" 107s" 87/6" 16" 13 6.50 


























IWWOODMASTER. 
CARD CABINE T/ 


DIMENSIONS APPROX. 
DOUBLE DRAWER - eccentricities mcsiio SHIPPING LIST PRICE 


CARD SIZE | WIDTH HEIGHT | DEPTH WEIGHT F.O.B. N.Y. 
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300 EAST 145th ST.. NEW YORK. U.S.A. 


SPECIFICATIONS* 
THE ASCO “METROPOLITAN WOODMASTER” is de. 


sianed for active filing departments and use in executive offices | 
combining extremely sturdy construction with beauty of line and © 
trim. A war file to stand up under war-time needs. 4 


MATERIALS AND CRAFTSMANSHIP are of the best 


standards. 


CABINET HARDWOODS are high grade thoroughly sea- 


soned, air and kiln-dried, free of knots, shakes and other defects, E 


CASE FRAME: “ASCO REINFORCED WOOD-WELD” 
(Lap) construction. Reinforced at vital points. Wood screws, etc. | 
Glue blocks at all points of stress. Case is extra rigid and strong. | 


DRAWERS are tongued and grooved, and designed to give : 
maximum filing capacity and equipped with follow block. i 


SUSPENSION: — Equipped with new improved "ASCO" pro- | 
gressive "aero'’ wood suspension (Hard Rock Maple or Syca- 
more). Glide easily under a full load © 
on extension suspension slides. 4 
All Woodmaster File suspensions are | 
equipped with STEEL floating rollers. 


HARDWARE: Modern plastics. Har. | 


monious finish. 


LOCK: Yale's Paracentric "ASCO" au- 


tomatic lock securely locking all drawers. | 


FINISH: Cabinet (outside) properly | 
sealed, harmonious finish in “ASCO"| 
Olive Green, stained sealer (inside). 


*Materials, construction and dimensions subject 
to change wtihout notice. 


For Every | L4¢ 
we ling Ved | _ 
























Series of 


FILING UPRIGHTS 


(Full-Wood Suspension) 
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NO. 
2605 
2605C 
2604 
_ 2604C 
2603 
2603C 
2602 
. 2602C 








STYLE 


5 dr. 
5 dr. 
4 dr. 
4 dr. 
3 dr. 
3 dr. 
2 dr. 
2 dr. 


LOCKS 


letter 
legal 
letter 
legal 
letter 
legal 
letter 


legal | 


WOODMASTER DIMENSION 


HEIGHT 


64!/," 
641/," 
5234" 
5234" 
403," 
403," 
30!/," 
30!/," 


OUTSIDE INSIDE (Drawer) 
WIDTH DEPTH HEIGHT WIDTH DEPTH 
16l/e" | 27%" 10," | 12%," | 28K" 
19" | 27%%" 10," | 15%," | 2515" 
lol/e" | 27¥6" 101/," 2," |  2BiA" 
191." | 27%" 10l/." 154" | 25y," 
16l/_" | 27%%" 10!/." ay” | 2 
Le BE 10l/." 15," | 25," 
16l/e" | 27%6" 10!/." 1214," | 25YQ" 
ee | aa eee ty | ae 


Yale, Paracentric keyed, automatic locking device can be supplied for the filing units described above. 
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| 125 || 145 
| 135 || 155 
| 105 || 125 
| 115 || 140 
| 80 | 95 
95 || 110 
55 | 65 
65 | 75 
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Electrics * Bookkeep- 
ing Machines * Cash 
Registers * Accessories 
Calculators « Supplies 


Portable Adding 
Machines ¢ Standard 
Adding Machines 
Statement Machines 




















WHERE PRECISION COUNTS! 


The same skill and production facilities, which 
have been responsible for the precision of R. C. 
Allen Business Machines, are now devoted exclu- 


sively to the manufacture of 


AIRCRAFT INSTRUMENTS 


R. C. Allen Business Machines are still on a limited 
production basis in accordance with the rulings of 
V 
the War Production Board. : 
v 
p 


%& All R. C. Allen Business Machines now in use should be properly serviced by factory experts. Consult the classified phone 
directory for our local representative or write. 


K.C.Allen Business Machines 


oy Gn Pe We ow ie SP ae ae ee 


678 FRONT AVE.N. W, GRAND RAPIDS, MICH. 
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NSA-IBSA WARTIME COUNCIL IN CHICAGO 
(Continued from page 36) 

He then introduced James F. Driscoll of the War 
Production Board, who spoke on “Priorities as They 
Affect Our Business.” Mr. Driscoll gave a review of the 
purpose of such forms and orders as PD1A, PD1X, 
No. 13, L54C, L73, L188, CMP3, CMP5, CMP5A, PR3, and 
L63, together with an outline of the purpose of each 
and the scope of their control. Then he asked for 
questions from the floor, which resulted in an illumi- 
nating discussion. 

The next speaker was S. Q. Shannon, who spoke on 
the subject, “What You May Expect of Your Greeting 
Card Department in 1943.” He reviewed what is being 
done during the emergency regarding production and 
distribution of greeting cards and stated that the in- 
dustry had established a public relations committee 
whose members are taking care of propaganda con- 
cerning the importance of certain facts in connection 
with this industry. He pointed out that the demand 
for greeting cards was increasing at a tremendous 
rate and he outlined a number of new uses for greet- 
ing cards. 

R. P. Towne, National Blank Book Company, fol- 
lowed with an address on the subject, “Loose Leaf Out- 
look for 1943.” Mr. Towne spoke of his company hav- 
ing instituted a plan two years ago which included a 
reduction of its line as conditions develop and cover- 
ing whatever could be done to keep the business going. 
He reviewed the progress of the plan and the resulting 
developments which have affected the loose leaf indus- 
try as a whole. He concluded by replying to questions 
from the floor regarding the needs of dealers. 

The next speaker presented was Mrs. McAuliff of 
the Albert Whitman Publishing Company, Chicago, 


para A 


who substituted for Miss Sigrid Sittig, scheduled to | 


speak on the subject, “Books Are Weapons.” Mrs. 
McAuliff read the paper prepared by Miss Sittig. 


Annual Dinner. 


The meeting was adjourned for the annual dinner, 


which was an informal affair, having no speakers nor 
so much as a head table. During the dinner Fred 
Greenwood, who served in various capacities such as 
song leader and entertainer, called Jack Love of Busi- 
ness Equipment Company, Peoria, to the center of the 
room, where he presented him with a gift in honor of 
his birthday. 

In keeping with the tradition followed for many 
years, Rand McNally & Company, through its repre- 
sentative, Harold Friedlander, distributed a supply of 
the latest Rand McNally road atlases. The demand 
was so great that Harold’s supply melted away like 
butter on a hot waffle. 

During the Friday sessions, Maynard Westring, ex- 
ecutive vice-president of IBSA functioned as chairman. 
The first speaker introduced by Mr. Westring was J. T. 
Meek, executive secretary of the Illinois Federation of 
Retail Associations. Mr. Meek’s subject was, “Who 
Shall Survive?” First Mr. Meek commented on the bill 
before the Illinois legislature authorizing equal pay for 
women for comparable work and the possible effect on 
industry of the passage of this bill. He urged all pres- 
ent to go to their members of the Senate Industrial 
Affairs Committee and file their objections to the 
passage of the bill in its present form. He then stated 
that America comes first, business second, and Demo- 
crats and Republicans third. We must preserve the 
things our boys are fighting for and there is no need 
to sacrifice ideals. 

Mr. Meek urged that everyone see to it that what 
is not needed for war is immediately converted to the 
dealers’ stock pile, always bearing in mind that Amer- 
ica comes first. He also took the ground that we can- 
not take a fixed control of prices but that we must 
have an individual mark up based on the costs of that 
individual business. Thousands of products are out of 


production because of frozen prices on raw materials, | 








Spood and 


in Jilng and Finding 


Filing departments demand 
peak efficiency today. Fast 
and accurate filing and find- 
ing with records are important 
for proper co-ordination of 
management and control. 
Use this superior type of 
magnified index control. 





BARKLEY Z/Zc TAB INDEXES 


Molded of a durable plastic 
they are designed to give 
magnified plus angled visibil- 
ity. Index tabs are visible the 
full drawer length. No stoop- 
ing or craning to locate the 
desired record. Smooth con- 
toured surfaces prevent pos- 
sible injury to records or oper- 
ator. Furnished in six crystal 
clear colors in four tab sizes. 





Send for samples and 
additional information. 


C. L. BARKLEY & CO. 
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Complete control of our lumber 
sources, mills and finishing opera- 














tions gives us an advantage unique 
in this field. Sell NATIONAL 
desks of authentic style, self-evi- 
dent quality and what-it-takes-to- 
build-good-will . . . the line that 
features latest approved mechani- 
cal innovations always. 


NATIONALDESK CO. Ine. 















Herkimer New York 
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SERIES 44 
Recessed center legs equipped with ad- 
justable glides . . . only one feature! 





Quartered oak, combination walnut or 
mahogany. Several models. Catalog on 
request. 
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wages, and other such factors. He urged that taxes be 
applied on a basis of a fair deal to all, because this 
war is everybody’s war. The solution is in the hands 
of the common people. Write your congressman and 
tell him how bare your cupboards are. Retailers have 
been isolationists but they now must develop a political 
consciousness. Stick your nose into politics and make 
your problems known. Take pride in the job you are 
doing and have the courage to say America first, but 
distribution next. 

Horace B. Van Dorn, Joseph Dixon Crucible Com- 
pany, was the next speaker. He addressed the group 
on, “Problems of the Pencil Industry.” He stated that 
the industry recognized that the most important 
things should have preference. He also pointed out 
that while rubber was frozen they had learned that 
erasers can be made without rubber. Despite limita- 
tion orders the industry was making all it could with 
depleted manpower, so that perforce it was auto- 
matically held within the limits of the order. He ad- 
mitted that deliveries might be a bit irregular but ex- 
pressed the belief that the total supply would fairly 
well measure up to the demand and urged that dealers 
try to look ahead so as to be able to care for their 
needs and not wait to order at the last minute. 


Vail on Staples 


The next speaker was R. N. Vail, Vail Manufacturing 
Company, Chicago, who spoke on the subject, “Staples, 
Staplers and Paper Clips.” Mr. Vail gave a review of 
the developments of the business of late years and 
the limitation orders which had reduced production 
volume. He discussed the assignment of ratings and 
spoke of the investigation of those not having proper 
right to the ratings used and said that this matter 
had been taken up with the government officials. Al- 
though no action had been taken by WPB and OPA, he 
expressed the hope that there would be favorable re- 
sults eventually. He also pointed out that the volume 
of business on rated orders was such as to operate 
against service to distributors in the regular channels 
of civilian supply. 

A. G. Frost, president of the Esterbrook Pen Com- 
pany, was the next speaker. His subject was, “Scarcity 
of Writing Instruments.” Mr. Frost reviewed the L227 
order and its effect. He pointed out that the results 
of a survey showed a total production possibility of 
eighteen million units, of which seven million are to go 
to the armed services, Lend Lease, and other govern- 
ment requirements, leaving about eleven million for 
civilian consumption and the balance of the govern- 
ment activities. He also indicated that no part of 
these quotas was transferable at any period to other 
users even though that quota had not been used. The 
result of the survey revealed that for civilian use the 
supply would be approximately twenty-two per cent 
of the 1941 production and that the supply for certain 
government departments would come out of this civil- 
ian balance. 

Mr. Frost also reviewed CMP5 and urged that every 
salesman of a dealer have a copy of CMP5 and CMP5A 
with him on all calls on customers so that he could 
be guided regarding whom he could sell and who can 
apply a rating. He also pointed out that in the study 
of L227 the controls established concern only produc- 
tion and not distribution, and that through these or 
ders the dealers must recognize that the government 
has created a list of preferred customers who get 
deliveries on priorities. He urged that every dealer 
apply priority ratings on his orders so long as there is 
a scarcity of production. 

The meeting then adjourned for luncheon, recon- 
vening at 1:30 p.m. with Mr. Garvin in the chair. 

A. W. Littlefield, vice-president and editor of Barnes 
& Noble, publishers, New York City, was the first 
speaker of the afternoon. The title of his address was, 
“The Editor’s Choice.” Mr. Littlefield pointed out that 
the legislative mind today does not express things in 
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the language of the day but in the language of the 
text book, and that bureaucrats are apt to become 
“pbureau-daffy” and fail to see things as they reaily 
are. He indicated that this year dealers will probably 
get about twenty-five per cent of the inexpensive books 
they received last year, as paper was going mostly into 
better books. He also stated that books must be mar- 
keted in quantities to be profitable, pointing out that 
book sellers were not doing a job in that direction. He 
then outlined various opportunities for making people 
book-conscious and, consequently, book purchasers. 


Forum Includes Several Pertinent Speeches 


Ed Conlon then took the chair to preside during 
“The I. Q. of the Stationery Business.” This part of 
the program was interspersed with several of the talks 
which were to have been made at another place on the 
program. 

Among them were the remarks of Leslie Crowl, 
president of Blade Printing & Stationery Company, 
Toledo, Ohio, who spoke on the subject, “Maintaining 
a Sales Organization in Wartime.” Mr. Crowl reviewed 
some of his own experiences and pointed out the need 
for maintaining a nucleus of the permanent organiza- 
tion during the difficult period of securing replace- 
ments. 

Mr. Crowl took the ground that the man experi- 
enced in our business is doing more for the war effort 
by staying in our business and seeing that it operates 
properly than he can possibly do by going into some 
work of which he knows nothing. He urged that the 
heads of companies take their employees into their 
confidence, showing them you are interested in their 
welfare, checking on the progress they have made, and 
other such details. Concerning replacements, he ex- 
pressed the belief that they were secured largely 
through good fortune. He said women were the big- 
gest part of the answer to securing replacements, that 
they usually see the opportunity of such a place in the 
business world, and that there is a general feeling over 
the land that spare time should be used to help any- 
where it is possible to help. This factor frequently 
makes possible the use of married women for at least 
a part of the time. 

George Holt, sales manager of the W. A. Sheaffer 
Pen Company, was the next speaker. He discussed 
“The Future of the Fountain Pen Industry,” pointing | 
out that what we think determines our point of view. 
He assured the gathering that the fountain pen manu- 
facturers will do the best they can to care for their 
customers. He said that dealers must recognize the 
fact that the manufacturer is compelled to meet the 
materials situation, and stated that all members of 
the trade must do their part to solve the problem of a 
proper allocation of materials if pen manufacturers 
are to be able to supply dealers with stock to sell. 


Arthur Frey, manager of the filing supplies division 
of The Globe-Wernicke Co., was the next speaker. His 
remarks were on, “The Importance of Filing Systems 
in Business Today.” All stationers sell filing supplies 
of some sort or other. It is a serving capacity as well 
as a Selling job which the dealers face. There are 


more records today than ever and this means it is | — 


more important than ever to sell properly. It is easier | 
for salesmen to keep the selling touch than to regain | 
it when the market changes. Filing supplies are al- 
ways important to business. Proper indexing is a 
necessity. All filing supply products are sold for a pur- 
pose. Over a period of years, said Mr. Frey, the value 
of supplies sold is greater than the value of the cabi- 
nets that hold them. Service is the thing to emphasize. 
System-selling means selling according to a given 
plan. We should never stop selling when a container 
is sold. Find out what is going into that container 
and what it will be used for. In conclusion, Mr. Frey 
pointed out the simplicity of the fundamental prin- | 
ciples which are common to all systems. 

As chairman of the meeting, Mr. Westring expressed | 
his appreciation of the time and study given to presen- 


Their Job Has 
Been MAGNIFIED Too! 


IN PEACE TIME, paper clips, pins 
and staples did well the job for which 
they were designed. Perhaps we 
have been prone to accept their funce- 


tion too casually. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 
fastening devices—in the armed serv- 
ices, government bureaus and war 
With 


ment restrictions reducing permitted 


industries. current 


govern- 
consumption of steel, our diminished 
output must be devoted solely to 
these vital war needs. Under these 


circumstances, consideration can 
only be given to orders supported by 


the highest priority ratings. 


\' a; oe oF 
MANUFACTURING 


COMPANY 


900 E. 95th St. 





Chicago, IIl. 
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DEALERS 


SELL WELLS 
SELL WISELY 
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from coast to coast... 

































A Great Sales Opportunity 


In Office Furniture and Accessories 


SELL THE COMPLETE WELLS LINE 


Tilt and Swivel Chairs e Copyholders 

Arm Chairs e Typewriter Tables 
Desks e Storage and 

fables Wardrobe Cabinets 
Wood File Cabinets 


; e Fluorescent Lamps 
Filing Stools 


T fer C e Card Cabinets 
ransfer Cases 


Costumers e Shop Stools 
Wastebaskets e Letter Trays 


Write for the NEW 16 Page CATALOG NO. 444 











MANUFACTURERS e CHAIRS 


OFFICE 


FURNITURE ly eeLLs br. 


COMPANY 
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Wells Office Furniture Co. has truly earned its 
place as the brightest star in the field of office 
furniture and accessories. It required imagination 
and initiative to create this line of merchandise 
without using critical materials. Dealers through- 
out the United States know how well Wells has 
filled the breach. 


To the trade Wells pledges continued cooperation. 
Every effort will be made to provide essential office 
furniture and accessories in the quantities that are 
required to do the job. 


SELL WELLS . . . SELL WISELY 


DESKS e FILES e TABLES 


410-12 SOUTH 






CHICAGO 


M, 











Wells Storage Cabinet x 
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Of course ... the Wells Stor- 


age Cabinet is an essential 
unit around the office and 


factory. It’s the natural place 
to keep office and shop sup- 
plies. Despite restrictions on 
metals, you can go right on 
selling storage cabinets be- 
cause Wells Cabinets are 
made of “DURON” (asmooth 
tempered pressed wood) and 
shop-sprayed to a satiny, 
steel-like Olive Green finish. 
Why not get acquainted with 
this unit NOW—keep at least 


one sample on your sales 
floor. 
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LOOKS LIKE STEEL .. 


Keeps 
Keeps 
Keeps 


it Safe 
it Clean 
it Handy 


. WEARS LIKE STEEL 










No. 3678 


$65" 


List Price 
+ 
Shipping 
Weight 


125 Ibs. 
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WELLS Wardrobe Cabinet 
Solves “One Clothes 
Problem” 


When you call on those war 
industries in your community 
whose office personnel has 
mushroomed over night . . . 
suggest WELLS WARDROBE 
CABINET. It’s the logical 
place to hang hat and coats. 
Features are identical with 
Storage Cabinets except for 

one shelf and coat rod. 

No. 3679 $63.00 

List Price 
Shipping Weight 125 Ibs. 

























SPECIFICATIONS: 78” high, 36” wide, 18” deep; 4 ad- 


justable shelves; streamlined handles; built-in key 


(2 keys provided) 
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STENCILS 
. 


DUPLICATOR 


INKS 
ae 
DUPLICATOR 
SUPPLIES 
e 
CORRECTION 
FLUID 
e 
"TYPE CLEANER 


& 
HECTO FLUID 
* 
CARBON 


PAPER 
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Red. Feathor 
Stencils 

Are doing their part to take the 
zing out of Nazi guns and the yap 
out of the Jap. They are carrying 
accurate, clean, clear messages to 
the military and business fronts all 
over the World. Fine delicate styli 
work or typing can only be done 
on a perfect stencil. Red Feather 
Stencils measure up to the test. 
They passed their rigid “physical” 


long ago and qualified. When you 


want a dependable method of | 


duplicating important messages 
use Red Feather Stencils—use 


them with Red Feather Inks 


clean your overworked typewriter 


with Red Feather Type Cleaner 

correct the errors in stencil cutting 
caused by haste with Red Feather 
Correction Fluid—use Red Feather 
Products to make haste without 


waste. 


| 





RED FEATHER 


PRODUCTS, LTD. 


Manufacturers 


431 BUSH STREET 
SAN FRANCISCO, CALIFORNIA 
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tation of the different speakers, and then announced 
the selection by the nominating committee of Eldon 
Just, Just & Son, Chicago, as regional governor for the 
coming year. Mr. Westring then requested Mr. Garvin 
to read the report of the nominating committee for 
IBSA. The following slate was nominated and unani- 
mously elected: 

President, Maynard Westring, Mid-City Stationers, 
Rockford; executive vice-president, P. G. Picknell, 
Haines & Essick, Decatur; vice-president representing 
manufacturers, Tom Gillice, Rockwell-Barnes Co.; 
vice-president, Jared Johnson, Chandler’s, Inc.; Evan- 
ston; secretary-treasurer, W. N. Curry, Frank R. Sim- 
mons Co., Springfield. 

Homer Jacquin, in his dual capacity of regional 
governor and president of IBSA, complimented Tony 
Markelz and Tom Gillice for the work they had done 
in promoting the obviously successful meeting. 


$= 


ANDERSON BOOSTS BUSINESS BY RADIO 

The Paul Anderson Company of San Antonio, Texas, 
has experienced quite a little success through radio 
announcement plugs. Using two local stations, the 
company sponsors an average of five plugs on each 
station per day. 

“We have found this form of advertising quite 
effective and quite profitable,’ G. S. Thorn, manager 
of the firm, stated in discussing their experiences. “It 
has been especially effective in moving slow items, 
dead stocks, specials, and similar merchandise. On 
several occasions, when we have gone over our mer- 
chandise and selected items to be plugged, we have 
taken particular pains to check over the returns and 
have been well satisfied with the results. 

“It has also proven effective in keeping the firm 
name before the public. We have had a number of 
persons come into the store for purchases which were 
not plugged on our announcements. They informed us 
that they had heard the firm name mentioned, and 
came to us for their purchases. Consequently, it keeps 
the firm name before the public and acquaints us 
with thousands of persons, who learn who we are 
and what we have to sell, that otherwise would never 
know we existed.’”—BCR. 

— > —___ 


VICTOR ADDING MACHINE NEWS NOTES 

A. L. Deal, Jr., for many years a Victor Adding 
Machine Company dealer in Hickory, N. C., paid his 
annual visit to the factory in Chicago during April. 
He reports that despite curtailment orders and other 
obstacles to normal business, he has been able, 
through concentration on service, to maintain suffi- 
cient volume to keep his operation in a most healthy 
condition. Mr. Deal is very optimistic regarding post- 
war activity on Victor adding machines and feels that 
the business machine field generally will offer out- 


| standing sales opportunities. 


. *- 8 


Stanley Wengert, former assistant sales manager of 
the Victor Adding Machine Company’s Chicago 
branch, has rejoined the company after a year’s ab- 
sence and has been assigned to the sales department 
of the Victor St. Louis branch. 


* * * 


A special issue of the Victor employees’ plant news- 
paper, the Victor Reveille, reviews the company’s 
growth from a small shop with a monthly output of 
only fifty units to the new modern plant in which 
well over 1,000 men and women are working on instru- 
ments of war to help beat the Axis. 


29 


KNUDSEN AT NEW ADDRESS 
Fred M. Knudsen, dealer in calculating machines, 
recently moved from 42:Broadway to 92 Liberty Street, 
New York, N. Y. He retains his telephone number— 
Barclay 7-0228. 
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Standardize on Service-giving 


Jasper Chair Co. V Number 





No. 88 stenographer pos- 
ture chair. Solid walnut, 
quartered oak, birch in 
walnut or mahogany fin- 


No. 200 stenographer 
chair. Plain oak or birch 
in walnut or mahogany 
finish. Also in quartered 






No. 100 quartered oak. No. 104 
birch, walnut or mahogany fin- 









oak. ish. No. 104T with turned posts. ish. 
War industries operate in a big way. Their oe ak ponsee Thus V Number Chairs are _ established 
equipment must be designed on the basis of , - quality, thoroughly comfortable, well con- 


ready utility with strength for extra heavy structed and _ attractively formed and 


service conditions and of simple, common finished. They maintain the standard of 











| a 

sense form and adjustment. The dealer pre- | Nef I] good quality and fully express the force of 
pared to deliver that quality is in position i our slogan "The Right Chair at the Right 
for the lion’s share of the business. —— F i Price.” 
Those were the features uppermost in mind Extra Height Unit Gradually the ratio of shipments to orders 
of the craftsmen who developed the JASPER —Now supplied with every pedestal chair, at- - 

tached to the spider plate. If user prefers a works its way, and we look forward to 
CHAIR COMPANY V Number. All-wood of- higher than standard 18-inch seat height, he 

removes the set screw on the side of the base reaching a satisfactory situation. (Always 


fi ho d a4 thi f hub and lifts the chair off the base. He then 
ice chairs were produced in is factory detaches the height unit and places it in the ay es . 
bottom of the hub socket. Next he replaces the be careful to indicate priority in your or- 


long before conditions now prevailing had chair on ~— ag and aooures M by ee the 
set screw back in position. a lesser adjust- 5 : j 
given any portent of what was to come; ment is desired, the unit is easily cut down to ders.) The kindly courtesies and effective 
correct height. 


we knew how to do it. Our only wartime cooperation of our friends in the trade have 
departure is the V Number wood swivel, helped tremendously and we take this op- 
and we have designed it sturdy and de- portunity to express our thanks and appre- 


pendable, quiet in action and long wearing. ciation. 








JASPER IN DIANA 
REPRESENTATIVES: Geo. A. Litchfield, Sales Mar. 
E. W. Thomas (Southwest) James S. Fowls, (Southern) W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern) 
Box 3493 Peninsula Station 3414 Euclid Heights Blvd. 6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave. 


Daytona Beach, Florida Cleveland, Ohio (Phone ROGers Park 3644) Seattle, Wash. New York, N. Y. 
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“DURABLE AS A KANGAROO’S POUCH” 









QUALITY PARK ENV. CO 


FILE POCKETS 


FOR LONG WEAR 
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1556-C 


FILE POCKETS 
TO FILL EVERY NEED 


Here you will find a style and size to fit all 
requirements. Bulky correspondence contracts 
and legal files hold no fears for these durable 
reinforced Leatheroid Pockets. They are con- 
structed to stand erect in files, withstand hard 
usage and last for years. 

Made in letter and legal sizes in all expan- 
sions. 

Special sizes made to order. 1514C-AC 

Send for samples. 


QUAL WY APIA 


ENVELOPE COMPANY 


General Office and Factory Chicago Office and 






Quality Park Warehouse 
St. Paul, Minnesota 564 W. Monroe Street 
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For Our Country 





Industry Members Now Serving With the 
Armed Forces of the United States. 


Helen McCreight, “diminutive dynamo” who was 
the executive assistant to John Wells, president of the 
Quapaw Printing Company, 215 East 3rd Street, Little 
Rock, Ark., before she joined the WAVES, has com- 
pleted the officers’ training course and has been com- 
missioned an ensign. Ensign McCreight exercised much 
perseverance and determination to become a member 
of the WAVES. Her first attempt to enlist was 
thwarted when she failed to pass the physical exam- 
ination because she could not quite stand hard enough 
on the scales to make the minimum weight — 95 
pounds. Followed weeks of dieting—in a big way— 
punctuated by many hopeful, eager tests on her bath- 
room scales. At long last, when they registered an 
ounce over the minimum, the young lady placed an 
emergency call to the medical officer attached to the 
naval recruiting station, requesting an 
weigh in by special appointment. That gallant gentle- 
man agreed. A flying trip by auto got her under the 
wire before any of those precious ounces melted away. 
Once in, her successful career was assured and the 
achieving of a commission a foregone conclusion. 


—ADR 


John E. Fellowes of the Bankers Box Company, 
Chicago, has been promoted to the rank of captain in 
the Ordnance Division of the United States Army. 
John was commissioned a lieutenant about a year 





JOHN FELLOWES 


ago and was stationed at Chicago. He has been trans- 
fered to Washington, where he is on the job seven 
days a week, from ten to twelve hours a day. 


Monroe Krass, sales manager 
Acme Safe Company, New York, 
years has joined the U. S. Navy. 
active duty on May 14. 

George Rossman of the Grand Rapids Herald Re- 
view, Grand Rapids, Minn., received his commission 
as an ensign in the United States Navy during the 
latter part of April. He is stationed at the University 


associated with the 
for the past eleven 
Krass reported for 


immediate | 





ALL-WOOD Gescuess Chars 
Weth PLENTY zo 
Recommend Tt/ 







Stand-out appearance .... and stand-out 
performance,—two qualities always identified with Sikes. 
_ Also TWO plastic bearings which give double assurance 


Matching 





of permanently-lubricated, smooth action. 


armless swivel and leg chairs are available. Scuff plates 


optional. 
THE BUFFALO 
SIKES COMPANY N. Y. 
INC. 
=—=—>[=== 
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| ALL-WOOD BUSINESS CHAIRS 























Mr. Dealer: 


Let Coo Patented “CARBON GRIPPER” 


(a flexible backing sheet) 


SELL CARBON PAPER FOR YOU! 


“ To imsure clean, stromg copies . . . USE THIS 
Codo There is a 
ie Carbon Gripper 


backing sheet in 
each box of 
our NEW 


SUPER-TREATED 


Typewriter Carbon 






cynee 
LIST PRICE 2 


©8000 MANUPACTURING CORP 
—s re ; 
Cok — 
y 


“Carbon Gripper” 
flexible backing sheet is a life saver for old 
and new platens. It also saves excessive 
wear on both typewriter ribbons and carbon 
paper. 


X 





CODO’S “CARBON GRIPPER” IN USE 


A trial order of our NEW Super-Treated typewriter 
carbon will convince you. Send that order TODAY. 
Samples may be had on request. Additional Carbon 
Grippers may be purchased. 


rwwyyTVTtYTY‘* 
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GUARANTEE 


Should Codo Products for any reason not prove entirely 
satisfactory, any purchases will be replaced with new 
goods or your payment refunded. Codo Carbon Papers 
are guaranteed not to dry out nor deteriorate for a period 
of 5 years from date of sale. Records made with Codo 
Carbon Papers last as long as the paper on which they 
are made. Codo Inked Ribbons are guaranteed for 
satisfactory performance under all working conditions. 


rwwyYyY* 





_AA ADA 


A 





There is also a Codo “‘Carbon-Gripper” backing sheet 
in each of Super-Kote and Keen-Rite carbon paper. 








MANUFACTURING CORP. 
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529 South Franklin St., 270 Lafayette St., 
Chicago New York 


Factory: Coraopolis, Pa. 
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of Minnesota for continuation service until September, 
after which he is to be transferred to Harvard for 
additional training. At the time of the Minneapolis 
NSA meeting he met several members of the trade 
whom he knew when actively engaged in the station- 
ery business. 
E KE BE 

E. A. Valentine, formerly connected with the Buffalo 
office of the Monroe Calculating Machine Company, 
has requested that remaining numbers of his cur- 
rent subscription of OrricE APPLIANCES be sent to him 
at Camp Croft, where he is now an active member 
of Uncle Sam’s armed forces. He may now be reached 
by addressing Corporal E. A. Valentine, Co. B, 39th 
Training Battalion, Camp Croft, South Carolina. 





VICTOR VETERANS PRESENT EXECUTIVES WITH SILVER 
ANNIVERSARY MODELS.—Members of the Victor 20-Year 
Club surprised the executives of the Victor Adding Machine 
Company with two new portable electric subtractors hand- 
somely finished in silver and appropriately engraved to com- 
memorate Victor's Twenty-Fifth Anniversary. Upper picture, 
front row, left to right: Walter Jaske, Ted Stanczak, Joe Ratkow- 
ski, John Dybala, Joe Makarawich, John Kusinski, John Wojtian- 
owicz. Back row left to right: John Serk, Ed Lukowski, Sebas- 
tian Eich, Ed Podgorski, Herman Ohmacht, Phil Springer, 
Stanley Kurowski, Mike Inglot, Leo Bezdon, John Lessner, Wil- 
liam Patton, Joe Mazon. Lower picture, left to right: M. S. 
Bandoli, general sales manager; R. O. Buehler, president; A. C. 
Buehler, chairman of the board. 


—~- 


HENDRIX COMPLETES TEN YEARS WITH NPM 

J. E. Hendrix, Chicago branch manager for National 
Postal Meter Company, is celebrating his tenth anni- 
versary aS a member of the NPM family. He joined 
the original company on May 1, 1933, as a pioneer 
salesman in the Los Angeles, Calif., territory. After 
successfully selling metered mail machines there and 
in New York he was transferred to Chicago as man- 
ager in October, 1935. 

A native of Dixon, IIl., “Jim” has been right at home 
in his midwest territory. He has demonstrated his 
knowledge of mailing machines and systems and fine 
salesmanship through increasingly satisfactory sales 
records and in his leadership and training of new 
salesmen. In 1941 he was made midwestern zone man- 
ager which position he still holds in addition to 
directing the activities of the Chicago office. Mr. 
Hendrix is married and has one son, Cleve, now in 
training with the U. S. Army Air Forces. 


~~— > —___- 


ELYRIA OFFICE EQUIPMENT CO. INCORPORATES 

The Elyria Office Equipment Company, Elyria, Ohio, 
has been incorporated under the laws of the state, 
with authority to issue 100 shares of no-par common 
stock. Principles named were R. F. Vandemark, Robert 
S. Elzey, and Flora Krugmann. Vandemark & Van- 
demark, Lorain County Bank Building, Lorain, Ohio, 
handled legal details—AK. 
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SAFETSTAK 


Today’s Transfer Storage File 





AFETSTAK meets the wartime necessity for a convenient, 





EASILY ASSEMBLED. Stocked durable storage file. Made in legal, letter, invoice, check and 
flat until ready for use—saves space. tabulating card sizes. Furnished flat. Easily assembled. An efficient, 
Quick, permanent assembly without accessible file for active or inactive records. 


the use of tools or fasteners. 

STURDY CONSTRUCTION. SareTsTAk is made from 
a new, hard-surfaced, exceptionally strong Kraft board. Coated 
with green lacquer to match steel files and office furniture. Sections o 
lock together securely without use of tools or glue. Drawers are 4 
PATENTED DRAWER PULL. triple thick front and back. Shells double thick at corners. Not 
Drawer pull will not loosen nor pull affected by heat or moisture. 


pesca gs sto dian Sta et png EASY ‘DRAWER OPERATION. Built to stack securely, hoe S| 

drawers slide in and out without binding even when heavily loaded 
and highly stacked. A wax coating, and “rails” which carry the 
entire weight of drawers, complete the assurance of smoothly 
sliding drawers. 






















POSITIVE STACKING. Special inter- SAFETSTAK is —_ a delivery. Ask your dealer 
locks securely seat sections together or write to our ethods ivision. 


f king. i : 
wea ce gtr pend eb ag 0 DIEBOLD SAFE & LOCK COMPANY «+ CANTON, OHIO 
SRAM CH- OGRFICES tm ALE SRICNCLPAL Critee's 


special tools or fasteners required. 
Suse Complete service of locks 
iE ; and vaults by Diebold’s 
factory trained men. 

















OFFICE APPLIANCES 








RATING ISSUED 
FOR WAR PLANTS 


The biggest news of the moment 
is that early last month the War 
Production Board recognized the 
War Plant’s need for preference 
rating on office furniture, and ac- 
cordingly set up a procedure for 
rating their PD-1A Applications 
for office furniture. While it is the 
intention to rate only Applica- 
tions from manufacturing com- 
panies which can be classified as 
War Plants, they will also give 
special consideration to railroads, 
communication companies, and 
other companies directly con- 
nected with the War Effort. 

In addition to these orders which 
WPB is now rating, the Army and 
Navy will continue furnishing 
ratings on orders for their own 
use. Thus a large part of your 
future business should be on rated 
orders, but there are still several 
types of orders on which no pref- 
erence ratings are yet recognized. 
Some of these are orders origi- 
nating from important Govern- 
ment Agencies such as WPB, 
OPA, War Manpower Commis- 
sion, etc., and private organiza- 
tiows such as American Red Cross, 
hospitals and schools in critical 
areas, etc., where war materials 
are being produced. 





MRO RATINGS 
NOT ACCEPTABLE 


Some dealers have called our at- 
tention to the fact that they are 
receiving a few rated orders 
which bear the “Maintenance, Re- 
pair, and Operating Supplies” cer- 
tification provided in CMP Regu- 
lation 5. Since this Regulation 
specifically excludes office furni- 
ture from Maintenance, Repair 





and Operating Supplies, these 
preference ratings cannot be ac- 
cepted. For the sake of future 
reference this certification is as 
follows: 


“Preference rating 
(either AA-1, AA-2, or 
AA-5 used) MRO. The 
undersigned certifies, sub- 
ject to the criminal pen- 
alties for misrepresenta- 
tion contained in Section 
35 (a) of the United 
States Criminal Code, 
that the items covered by 
this order are required 
for essential mainte- 
nance, repair and operat- 
ing supplies; that this 
order is rated and placed 
in compliance with CMP 
Regulation 5; and that 
the delivery requested 
will not result in a viola- 
tion of the quantity re- 
strictions contained in 
paragraph (f) of said 
regulation.” 


If you receive any orders with 
this certification or with a rating 
that indicates that it originated 
from CMP Regulation 5, you 
should refuse to accept them be- 
cause the Priority Regulations 
state that “The Person receiving 
the certification and rating shall 
be entitled to rely on such repre- 
sentation, unless he knows or has 
reason to believe it to be false.” 
Thus, you are equally responsible 
for the correctness of the ratings 
which you accept. 





NEED FOR CONSERVATION 
INCREASES 

The War Production Board, War 

Manpower Commission, Office of 





Defense Transportation, and all 
other War Agencies are again 
stressing the need for Industry’s 
co-operation in conserving ma- 
terials, manpower, and transpor- 
tation—all of which are now criti- 
cal. 


As we pointed out in previous 
pages, this Industry, through the 
Institute, has made remarkable 
voluntary contributions along 
these lines. It is not possible to 
estimate the savings in materials, 
manpower, transportation, etc. 
which have resulted from the 
Members’ reductions in their num- 
ber of designs, but it is obvious 
that an average reduction of 
56.4% in the size of the Members’ 
lines has resulted in considerable 
assistance to the War Effort. 


Our reduction in the number of 
designs has increased production 
in the factories and resulted in 
speeding up deliveries to the 
Armed Services and the War 
Plants. Likewise, this policy has 
enabled you to give more prompt 
service by eliminating the neces- 
sity of your carrying a large num- 
ber of slow moving items in stock. 


We find it necessary to take fur- 
ther steps to conserve materials 
and facilities, and this subject will 
be discussed in detail at the next 
meeting of the Institute which is 
to be held in Washington, D. C. 
on June 11th. 


i { uw aasitilke 
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SHAEFFER’S VOYAGERS CAN BE SHIPPED 
OVERSEAS TO SOLDIERS REQUESTING THEM 
Army Postal Service at Washington, D. C., has 

relaxed restrictions on shipment of packages to sol- 
diers overseas, abolishing the requirements that com- 
manding officers must approve soldiers’ requests before 
the latter receive packages from home. 

Stationers all over America will be pleased at the 
news because it is now possible to ship Sheaffer’s 
Voyager, a complete V-Mail writing kit, to men and 
women in the overseas services. Previously, it was 
possible to ship to men and women in the Navy, 
Marines, and Coast Guards, and to that group is now 


added the Army, upon request of the _ soldiers 
themselves. 
All that is needed is the soldier’s letter and the 


envelope containing the request, bearing the Army 
Post Office cancellation mark. This is to be presented 
at the Post Office at the time of mailing of the Voy- 
agers. Shipments can be made by parcel post as the 
modification was announced by the Post Office on 
May 11, stating that a week or 10 days would elapse 
before the Post Office Department could notify post- 
masters. 

Vice-president and general sales manager H. E. 
Waldron, of the W. A. Sheaffer Pen Company, creator 
of the Voyager, stated that the removal of the re- 
striction would put the Sheaffer’s complete V-Mail 
letter kit into the hands of hundreds of thousands 
of men overseas in support of the Army Postal Serv- 
ice’s effort to get friends and relatives of soldiers to 
use V-Mail because of the speed. 

The complete V-Mail writing kit contains V-Black 
Skrip for V-Mail letters. Black photographs best in 
the V-Mail process. 
leads, 50 sheets of official V-Mail stationery, a ruler, 
calendar, and pen care instruction card. It is a prac- 
tical gift. The dollar price on the package has been 
set as the ceiling by OPA. 


na a = 
WAYNE HUNTER NOW A PARTNER OF TIP DAVIS 


Wayne Hunter, formerly manager of Hunter’s Office 
Store Equipment Company in San Jose, Calif., and 


son of E. E. Hunter, proprietor of that business, is | 


now a partner in the firm of Tip Davis Company, 
Honolulu, T. H. Mr. Hunter went to the Hawaiian 
Islands about four years ago and spent two years as 
department manager of the typewriter division of 
Moses Company, Ltd., at Hilo. He moved to Honolulu 
two years ago and has now become a partner of the 
above company. Mr. and Mrs. Hunter and son live in 
the Kahala district, Waikiki Way, Honolulu, T. H. 
—_ = 2 
FOGG TRANSFERRED TO BUFFALO 

Fred W. Fogg, formerly of St. Paul, Minn., has been 
transferred to Buffalo and made typewriter manager 
of the Buffalo branch office of Remington Rand, Inc. 
The transfer comes as a promotion for his outstand- 
ing administration of the St. Paul branch. 

Mr. Fogg has been associated with the typewriter 


It also contains black Fineline | 


industry for twenty-three years, starting as a sales- | 


man in Kansas City, Mo., on graduating from college 
in 1919. He and Mrs. Fogg and their son, Fred Fogg, 
Jr., will make their home at 742 Delaware Avenue. 
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Donald C. K. Lee, secretary and treasurer of Alex- 
ander Brothers, Limited, welcomed a son on April 22, 





1943, at the Queen’s Hospital in Honolulu, T. H. First- | 


born of the Lees, the new arrival has been named 
Donald C. K. Lee, Jr. Mother and son are doing 
finely. 


A son, Steven H., was born to Mr. and Mrs. Harvey 


Zillmer, of Zillmer’s Office Supply, Waukesha, Wis., 
on May 5, 
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Jor PERFECT 
RECORDING 


Rare technical skill co- 
ordinated with perfect 
grooving and bell-like 
clarity combine to make 
Standard tested cylinders essential for your 
needs at this critical time. 

Perfect NOW and AFTER the War. 

Write for ‘The Voice of the Dictating Ma- 
chine.” 


STANDARD 
RECORD COMPANY 


104-114 South Fourth Street, Brooklyn, N. Y. 
Cable Address: Stanrecord 
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We Sure Can 
Deliver 


OFFICE TYPE 
STAPLERS AND 
STAPLES TOO on Preference 


Rated Orders 






NEW 
AUTOMATIC 
LOAD LEVER 






Especially 
“RFY 
Staple-Master 


MARKWELL MFG. CO., Inc. 


200 Hudson St., New York 13, N. Y. 
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1 NEW 


QUALITY PRODUCT 


The Snark 
Wy to 
FILE STENCILS 





















look im- 

this systematic 
and pre tective fil- 
hod; msures 
safety for 


sien tls, at low cost 


2 SIZES 


Ke , Bs 

for 50 and CL fte- 4472 
100 STENCILS 

20” long, 10” wide; 

index page standard 

on both sizes; produc- 


tion record page for 
each stencil allows 
space for com- 
plete informa- 
tion. 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en 
ables book to lic 


flat at all times 


Send today for 
descriptive folder 
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TECHNY, ILLINOIS 
















ihe locopy 


) CLEANSING 


6 oz. tubes 
Vo or | Ib. 


cans 
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~. ANSENG CRP Z 





Removes Hectograph, Mimeo 
) and other Duplicating Ink 
Stains, oil, grease, etc. 
THE CHOICE OF BUSINESS: Bethlehem Steel Co., Timken, 
R.C.A., Inland Steel, Crane Co., Ryerson, and many other well 
known firms use Autocopy cleansing cream. These large com- 
panies have means and facilities for testing all materials and 
supplies they buy. They put to use only those things which pass 
the test and prove satisfactory. 

AUTOCOPY cleansing cream acts effectively and instantly, 
is pleasantly scented—keeps the skin soft and smooth. ORDER 
12 TUBES TODAY: we'll enclose price list and quantity dis- 
counts, opening a channel of extra profitable business for you. 


AUTOCOPY 9rconorated 


466 West Superior St. CHICAGO 
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PARKER QUINK ADVERTISING DISPLAY PROGRAM 
ADDS NEW IMPETUS TO USE OF V-MAIL 


Lt. Col. David B. Dill, with the aerial-medical lab- 
oratory, Wright Field, Dayton, Ohio, announced in 
April that reports coming from the theaters of war 
have led to a revision of pre-conceived opinions about 
flier-fatigue. One of the most effective means of elim- 
inating this trouble, he said, is cheerful mail from 
home. Army authorities stated in May that 2,000 sacks 
of mail destined for American troops overseas have 
been sunk in the last few weeks alone. The loss of 
this mail has been called a “striking illustration of 
why V-mail should be utilized more fully,” since more 
than 13 million pieces of such mail have been handled 
without the loss of a single letter. 

The urgent need for increasing V-mail to our boys 
in foreign service has been adroitly combined with 





PARKER PEN CO. WINDOW DISPLAY PROMOTING 
“QUINK” FOR V-MAIL 


a nation-wide advertising effort by the Parker Pen 
Company in promoting the sale of their writing fluid, 
“Quink.” Purpose of the campaign is threefold—to 
help the government, to help the customer, and to 
increase the business of department, jewelry, sta- 
tionery and drug stores co-operating in the promotion. 

The display kit for the campaign consists of six 
colorful, related display cards which are supplied to 
dealers upon request. Two of the cards are 22x28 inches 
in size, one bearing an “Overseas” theme in full 
color, with the same illustration and headline as used 
in the national advertisements; the other large card 
features the question “Will YOUR V-Mail be READ- 
ABLE?”, emphasizing the sharp V-mail reduction and 
reproduction made possible by Microfilm Black Quink. 
Four additional cards, 8x1l inches, are printed in two 
colors, two of the cards graphically portraying the 
reduction and reproduction possible with Microfilm 
Black Quink, and two serving to tie-in local dealers 
with Parker’s coast-to-coast news broadcast twice 
weekly. 

The entire six-piece display kit, No. 6262, may be 
obtained free by interested dealers by writing directly 


to The Parker Pen Company, Janesville, Wis. 
a Se 


MARVIN ELECTS NEW VICE-PRESIDENT 
The Marvin Envelope & Paper Company of Chicago 
announces the election of Myron Griesdorf as vice- 
president in charge of sales and personnel. 


* * 
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On Sunday, May 30, at Temple Beth Zion, Buffalo, 
N. Y., William Moss, export manager, General Shaver 
Division, Remington Rand Inc., was married to Mrs. 
Anna Wolff, also of Buffalo, Rabbi Joseph L. Fink 
officiating. Immediately following the ceremony the 
couple left for a holiday trip to Mexico City, after 
which they will make their home at the Gates Circle 
Apartments in Buffalo. Mr. Moss is well known to the 
office equipment industry both in this country and 
abroad through his extensive travels in the interests 
of Remington Rand. 
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Todays WVistons will be VIZ Achievements 


The last word in filing has not yet been uttered. Looking for tomorrow’s 
filing supply leadership? You will naturally look to an organization that 


has proved itself by the achievements of yesterday. 
The fiberboard sliding drawer storage file was one such Oxford achievement. 


Another is Oxford Pendaflex —the filing folder that hangs in the file... 


the greatest advance in filing since the evolution of the filing folder. 


There is more around the corner—for the last word in filing has not yet 
been uttered. We don’t know the future; but our hand is already in 
there—reaching, exploring, investigating the new materials and processes 

that will be the bright residue of this war, planning their appli- 


cation to the filing supplies of tomorrow. 


Your Kling Sififily Sh ectalists 


OXFORD FILING SUPPLY COMPANY 


340 Morgan Ave., Brooklyn, N. Y. © 125 So. 8th St., St. Louis, Mo. 





Past Performance is Our Pledge for the Future 
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A Cordial Welcome 


To each and every one of our friends in 
the trade, we extend a cordial welcome to 
visit our new Sales and General Offices on 
the 3lst floor of the PURE OIL BLDG. 


In keeping with our desire to serve ... we 
have selected this central location for our 
sales quarters; they will be easily accessible 
to Chicago dealers and out-of-town dealers 
alike. Drop in when you have the oppor- 
tunity .. . here we can exchange ideas to 


our mutual benefit. 


Yes ...in our new quarters we look forward 
to the future with courage and confidence 

.. it is our sincere desire to share that future 
with YOU. 








CHICAGO 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Procurement Drive Gains.—One thing noticeable 
during the last month in Southern California was the 
impetus given to the typewriter procurement drive. 
The presence of two full-time government men has 
given more system to the program. Two Los Angeles 
firms—Underwood Elliott Fisher and Angelus—made 
special mention of this fact. 

Out of attics, cellars, closets and back rooms old 
typewriters thought to have lost their usefulness years 
ago are now being dragged out and are doing their bit 
after being overhauled. It is taking a bit of ingenuity, 
real Yankee ingenuity, to put these antiques back 
into the running but careful designing of missing 
parts is going ahead in various shops. 

One typewriter man makes the remark that while 
the good American likes luxuries and works hard to 
get them, he has long had the habit of throwing things 
away before they were worn out. He still has the stuff 
in him, however, to make the best of it and can go 
back to the old inconveniences and the old lack of 
elegance without a whimper. There are people using 
ancient typewriters in America today with considerable 
pride, not with grouchiness. The man with capacity 
to enjoy luxuries and with zip enough to demand the 
newest and best in normal times is the very fellow who 
has the capacity to take the gaff when the going is 
hard—that is the way one man put it when talking 
about this business of resurrecting typewriters. 

* * * 

Hasselet Visits Coast.—Fred Hasselet, president of 
the Swan Pencil Company, arrived in Los Angeles 
April 20 and spent some time visiting the trade in 
this area with Raynes Davis, the western representa- 
tive of the company. Mr. Hasselet while here visited 
his son who is in the Army, stationed at Santa Monica. 
He also made stops at Albuquerque, Denver and other 
large cities of the west. He was accompanied by Mrs. 
Hasselet. 

Raynes Davis recently was appointed president of 
the Rocky Mountain Traveler’s Club at the meeting 
of the Region Ten group in Denver. 

cd * ce 

Stark Visits California—Ralph Stark of Stark Cal- 
endars, Inc., Chicago, was a recent visitor in Cali- 
fornia, calling at various towns in both the southern 
and northern parts of the state. 

* * * 

Miss Kunow Joins WAACs.—Irma Kunow, who for 
five years has been secretary of Gussco Sales, Inc., at 
229 East Fourth Street, Los Angeles, has resigned her 
position to join the WAACs and is now stationed at 
Des Moines, Iowa. She has been succeeded in Los 
Angeles by Douglas Kennedy who comes to the west 
coast from Chicago. 

* * * 

Jones Has Baby Daughter.—Wallace Jones, manager 
of the cutlery department of the Schwabacher-Frey 
Stationery Company, reports the recent arrival at his 
home of a beautiful baby daughter who has been given 
the name Carrol Ann. Mr. Jones had expected to be in 
the armed service before this, but on account of the 
arrival of the little stranger and the involvement of 
his wife’s mother in a serious accident, he has been 
given a few months time before leaving for camp. 

* * * 

Killed in Africa.—Arvid Quist, for several years em- 
ployed in the shipping department of the Schwa- 
bacher-Frey Stationery Company, and who left here 
about eighteen months ago to enter the armed service, 
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Louis H. Farber 


Mfr's. Rep. 
30 E. Congress St., Chicago, Ill. 
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here ix NO COMPROMISE wins 


paramount needs of the nation, nor can we 


put “Good Will” aside for the duration. Busi- 
ness as usual is out, but we have the desire 
and will to overcome the obstacles in our way 
and be of service to our countless customers 
and friends. 

We may not be able to do all we want, or 


supply all you need on a pre-war basis, but 


we certainly can with the means left at our 


disposal by the WPB rulings be of material 


help for the period of emergency. 


We are ready, and in a position to serve you. 


Shipman - Ward 
M,. Co 


The Dealers’ Quality Supply House 
325 NORTH WELLS ST., CHICAGO, 


ILL. 

















GRAPHIC 
GELATINE 
ROLL S| 





In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 





Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK, N. Y. 








New -- ALL WOOD 


CHAIR and STOOL 


With War Plant Acceptance 


Automatic... Ad%y 


TO VARIOUS HEIGHTS IN LESS THAN A SECOND 


for FACTORY and OFFICE 


ADJUSTABLE... 

Can be raised in less than a second by merely lifting 
seat. A control latch, released with foot, lowers seat. 

Automatic spring action makes adjustment positive. 













Size A—Adjustable from normal 24" height to 26", 









28"' or 30". } 
Size B—Adjustable from normal 18'' height to 20"', 22'"' | 
or 24", | 
Foot rest that raises and lowers with seat furnished if 
desired. 
| POSTURE... 


Saddled seat for maximum comfort. Back 
adjustable for height—can be tilted for 
proper support. Back rest curved to sup- 
port Lumbar regions. These principles of 
correct posture are found only in the most 
expensive Office Chairs. Use of chair will 
conserve eneray, reduce fatigue—and in- 
crease war production. 


CONSTRUCTION ... 
Tongue and grooved joints in pedestal are 
reinforced with screws and dowels. Legs 
| attached with screws and qlued to pedestal. 
| Adjusting column is recessed, dowelled and 
screwed to supporting members. Back sup- 


“ECLIPSE” 
port recessed and screwed to seat support. "en 
MATERIALS , 
Made entirely of seiecied hard woods. Finished with two coats of 
Best Lacquer in olive qreen—Government approved. 


*Complete details and prices on request 


The THEODOR KUNDTZ CO. 


CENTER AND WINSLOW STS. 








CLEVELAND, OHIO 





OFFICE APPLIANCES 


has been reported killed in action in the Tunisian 
campaign. Arvid was about twenty-seven years old 
and had a large number of friends among the younger 
men in the stationery industry in Los Angeles. 

~ * * 

Undergoes Operation.—Jessie Taylor, buyer for the 
social stationery department in the Schwabacher- 
Frey Stationery Company store, recently underwent a 
major operation which necessitated her absence for 
about two months. 

* *” * 

Letter from Wells.—Ted Sloat, assistant manager of 
the Los Angeles Underwood Elliott Fisher branch, has 
just received a very informative letter from Logan 
Wells who has been in North Africa with the armed 
forces for several months. Mr. Wells was formerly a 
typewriter salesman in Los Angeles. In his letter he 
doesn’t say anything that he should not say, but he 
seems to be taking severe army life in stride. The 
only accident or injury mentioned in his letter was 
a severely sprained ankle, suffered when he jumped 
into a fox hole to avoid a missile of some kind. 

Bill Dielrick, formerly wholesale portable typewriter 
representative for Underwood Elliott Fisher, is now 
with the Signal Corps in Alaska, although still classi- 
fied as a Civilian. 

* + * 

Procurement Goes Well.—The Angelus Typewriter 
Company at 528 South Spring Street, Los Angeles, is 
having good luck in the procurement drive. A recent 
picture shows the vast amount of work done by the 
workmen in the shops of this company putting type- 
writers in repair for use by the government. 

Rental machines are being used by the defense 
plants in the Los Angeles area. 

Joe Clark, Jr., who has been affiliated with the 





TYPEWRITERS FOR UNCLE SAM.—Lined up in the shop of 
the Angelus Typewriter Company are overhauled and re- 
conditioned machines, ready for shipment in the typewriter 
procurement program. Other machines and Class B type- 
writers are prepared for rental purposes. 


Angelus Typewriter Company, left early in May after 
joing the Navy. He is stationed at San Diego for his 
basic training. 

Howard Lerner, who was also with the company for 
a considerable time, is now overseas. 

William H. Williams, adding machine foreman, has 
received word that his son, Gerald, has been 
transferred to the Washington State College at Pull- 
man, Wash. He has been in the service about three 
months. 


* * ” 

Eight Men in the Service.—The Stationery and Office 
Supply Company, 334 South Spring Street, has given 
eight men to the service, according to J. E. Malik, 
manager. Girls have been hired in most instances to 
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What a break for war expanded industries the “Y and E 
Direct Name System is. Here is a system that you can 
sell them that will meet any change in their business 
(many companies today are making products that they 
never even heard of six months ago) and that even the 
greenest help can operate. 

When you sell the Direct Name System, you sell a 


permanent solution to your customer’s filing problem 
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A filing system that even 
green help understands 


... regardless of what it is. Besides the Direct Name 
Alphabetic System which meets the majority of filing 
and finding needs, we offer our standard Direct Alpha- 
betic Geographic System, Direct Alphabetic Subject 
System, Direct Number Filing System and Direct 
Subject Filing System. These enable you to solve your 
customer’s filing problems with a system tailored to his 
own special needs at standard prices. Systems range 
in size from 25 to 10,000 sub-divisions. 

Backing each Direct Name sale is our famous system 
division whose system knowledge enables you to solve 
any systems problem that may arise. 

Sell Direct Name and you sell both present and future 
profits—just one of the reasons why you will appreciate 
the value of the “Y and Ek” Franchise. 

Ask about our Seven Point Program that helps you 


sell Direct Name. 





YAWMAN~*0 FRBE MFG.(O. 


1015 JAY STREET © ROCHESTER, N. Y. 


“FOREMOST FOR MORE THAN SIXTY YEARS” 
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POCKET SIZE DIE CUT DIRECT 
NAME DEMONSTRATOR 


This ingenious unit enables your prospect to 
visualize all parts of a Direct Name System. 
It gives a clear picture of all the many ad- 
vantages of this system and is a great help 
whether you have had much or little experience 
selling direct mail. 

Other parts of this seven point Direct Name 
Filing System selling campaign include: 


. Direct Name Folder. 
2. Transfer Blotter. 


. Office Manual Sect. 17. 
A short course in filing and finding procedure. 


4. Blue History Record Card. 
. Program for Sales Meetings. 
. Newspaper Advertising Material. 
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It's the 
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PATENT PENDING 
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TYPOSTURE 
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TYPOSTURE, designed upon a principle novel to the posture chair industry, has 
been skilfully engineered to provide a new high standard in seating comfort. 


TYPOSTURE construction has been tested BY-Yol (-Ta-mela- Ma aloh An Ah dii-te Mn ioMniel 4-ImelehZelae 
iKole|-Mohmmeol aml aligetelUiacela ame] ») oleehiel Molalla 


and approved by thousands of critical 
We will ship you a sample chair. Try it 


users and found so satisfactory that we out fer 10 days. If you are not convinced 
that ycu can sell TYPOSTURE chairs profit- 
ably to your customers, you may return 
tion facilities. the sample chair at our expense. 


slob Z-W ol -1-14 Melo) (ME CoM bd ololate Mele am olgele lt len 


TYPOSTURE SPRINGLESS, FREE-SWIVEL POSTURE CHAIRS ARE 
NOW AVAILABLE IN ALL-WOOD AND UPHOLSTERED STYLES. 


All-Wood Finishes: Upholstered: 
OAK, WALNUT, MAHOGANY, GREEN RED, BROWN, GREEN LEATHERETTE 


SEND FOR A SAMPLE CHAIR.ON APPROVAL TODAY 


TYPOSTUR CHAIR 11 WEST 32nn STREET, NEW YORK, N. Y. 
CO., INC. 4 Telephone PEnnsylvania 6-0588 
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take their places and are doing good work, Mr. Malik 
states. The company is enjoying a good business, com- 
mercial stationery being the chief line. 

* * * 

Procurement Drive Going Better.—Since the arrival 
in Los Angeles of Neil A. McMullin and H. K. Graham 
of the War Production Board for a full-time schedule, 
the typewriter procurement campaign is going better, 
says James Johnson, manager of the Underwood 
Elliott Fisher branch in Los Angeles. April was a better 
month in procurement than was March, and it seems 
probable that May will outstrip April. 

* * * 

Equipment Man Inspires Artist,—Rodney Allabach, 
manager of the local Allen-Wales Agency, can right- 
fully claim some credit for starting the youthful girl 
artist, Bobby Vale, on her way to success at such an 
early age. Hanging in Mr. Allabach’s office today is a 
sketch of himself drawn in a few minutes by this 
artist when she was only thirteen years old. Seeing 
her talent, Mr. Allabach and his wife never ceased to 
encourage her. Later she won a scholarship in the 
Otis Art Institute. Now at the age of seventeen she 
is employed by the Douglas Aircraft Corporation where 
she sketches and does in colors all new airplane 
models. In addition to this she has become a much- 
sought-after portrait artist. Her landscapes are also 
becoming popular. 

* Bo ok 

New Inventory Control System.—The Schwabacher- 
Frey Stationery Company store in Los Angeles has 
perfected a new inventory control system which con- 
forms with the system already in use in the San 
Francisco store. Desirable features of the new system 
are its flexibility and ease of operation. 


* * * 


Pen Man in Service.—Allen Rishebarger, who served 
as expert pen repair man for Schwabacher-Frey for 
more than two years and who was known throughout 
the city for his fine mechanical genius, was inducted 
into the armed service April 14. Mr. Rishebarger was 
offered his choice of any one of three branches in the 
service, an indication of his perfect physical condition. 
He went into the Army by choice and is now in charge 
of all pen repair work at the camp where he is located. 

* * * 


Mrs. Anderson Dies.—Mrs. Alvin E. Anderson, wife 
of the manager of the Anderson Typewriter Company 
branch in Long Beach, died on Tuesday, May 11, fol- 
lowing a heart attack. She had been ill for some years. 
Mrs. Anderson was born in Chicago, came to Pasadena 
in 1921, and moved with her husband to Long Beach 
in 1929. Besides her husband, a six-year-old son, her 
mother, two brothers and one sister survive. Funeral 
services were conducted at Mountain View Chapel, 
Pasadena. 

a . 

Men in Service Still Paid Commissions.—Earl Ham- 
bly, manager of the Aldine Printing Company at 232 
South Spring Street, has notified all customers that 
salesmen who have gone into the armed service are 
still paid commissions on sales. There are two such 
salesmen now in the Army and since January of this 
year they have been paid $1,100.00. The customers 
appreciate this, Mr. Hambly says, and when writing in 
they are quite sure to say that commissions on the 
sale represented by their order go to the salesman 
who used to call on them. A check is mailed to each 
of the men every month. 

Corporal Herbert Fine, who has been associated 
with the firm for some years, is stationed at Wendover 
Field, Utah, but is due to be transferred with a two- 
day furlough in the home city before going to the 
new location. 

Gilbert Feinstein, who has also been connected with 
the firm for some time, is now at Fort Velvoir, Virginia, 
and is undergoing very rigorous training in the Air 
Forces. 

Sidney Glass, formerly in the composing room, is 
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e Non- priority wood 
construction 


e Two Drawer — Top 
opens completely 

e "Two - Way" Com- 
pressor and Guide Rod 


e Letter and Legal Size; 
Olive Green Finish 


e Desk height 30!/,” 


e Shipment week or ten 
days. 


No. MF500G—Letter 


OE once Sinica $27.00 List 
No. MF600G—Legal 
RMN sche land $29.00 List 


F.O.B. Rockford, Ill. 








BUSINESS EFFICIENCY AIDS 


P. O. No. 258-J 


Skokie, III. 





















































Headquarters 


CRAM 





for 





WORLD 
MAPS 


GLOBES 


In Hinged or 





and 


Wall Map Style 


Our Maps in Your Window 
Mean SALES in Your Store! 


PANORAMIC WORK MAPS 


In 3 Styles. Each complete 
with Miniature Flags. 

V-1—Wall Map—on heavy 
paper—in individual tubes. 

V-2—Wall Map—on heavy 
cloth—round wood strips 
top and bottom. 

V-3— Hinged Map—on heavy 
processed board. Can be 
tolded, set at angle, or hung. 


Priced from $1.00 up. 


@ There's eye appeal and buy appeal 
—and profits—in Cram's Panoramic 
Work Maps of the World. Just what 
your customers want to locate and flag 
the battle fronts day by day—with min- 
iature flags of foreign nations furnished 
with each map. 

Maps are printed in 8 colors—clear 
type—size 50x40 inches. Index of World 


Facts at bottom. Order from catalog or 
write for details. 


THE GEORGE F. CRAM COMPANY, 730 E. Washington St., Indianapolis, Ind. 














Digging buried treasure may be fun, but — dig- 
ging for facts buried in card files is far from funny! 
Cook’s File Signals attached to file cards, provide 
the needed facts at a glance. Styles to meet 
all filing needs, and each style available in 12 
permanent, non-chip colors. 


COOK’S STEEL FILE SIGNALS 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 
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now at Shepherd Field, Texas. He was in the Chemical 
Warfare division but is now being sent to radio school 
at a location not reported. 

Leslie Frampton has been at Camp Pickett, Vir- 
ginia, for the last eight months with the combat engi- 
neers. Ralph Parris is an aviation ordnance man, 
second class, U. S. Navy. He was in Los Angeles two 
months ago, after having been released from a hos- 
pital, where he was recovering from wounds received 
in the Battle of the Coral Sea. He formerly was deliv- 
ery boy for the Aldine Printing Company. 

George Hentzel, who was also a delivery boy for the 
company, was with the Marines when they landed at 
Gaudalcanal. He was lost in that battle. His home 
was in Los Angeles. This company now has thirteen 
stars on its service flag, one of which is gold. This is 
considered a good record for a store which employs 
only twenty-four people. 

Mr. Hambly is having the unique experience of cor- 
responding regularly with a boy in the Signal Corps 
in England, a private first class with whom he had 
formerly transacted business by telephone, but whom 
he saw only twice in the two years of their business 
acquaintance. He makes it a routine task to write to 
this boy regularly, and had the happy experience of 
having the boy’s mother drop in at the store to thank 
him for the attention he was paying her absent son. 

The Aldine Printing Company had a fire in the 
stock room on May 15. Several hundred dollars damage 
was reported. 

Arthur Blumenthal, formerly of the Zellerbach Paper 
Company, joined the sales staff of the Aldine Printing 
Company recently. 


* * * 


Ancient Typewriters Resurrected.—R. C. Buchanan, 
manager and owner of the Regent Typewriter Com- 
pany, reports that he is busy resurrecting typewriters 
of extremely ancient vintage. These are coming out 
of hiding all over the place. He recently put in condi- 
tion an Emerson which was more than thirty-five 
years old, a Fox Standard which was twenty-seven 
years old, an Adler-Guman which was at least thirty 
years old, and a Remington No. 2 which had reached 
the ripe old age of forty-seven years. This last named 
machine had wooden key levers, but in spite of its 
antiquity it came through with flying colors and is 
now doing its quota of war work. Another antiquity 
overhauled by Mr. Buchanan very recently was one of 
the first noiseless portable typewriters ever made. It 
was about twenty-six years old. 

Lewis F. Medel, formerly with this firm, has now 
been in the Army about nineteen months. He has 
spent most of that time in Alaska, and being a robust, 
athletic fellow, he has greatly enjoyed the cold climate 
of the Far North. 


* * * 


Hedeen Now in the South Pacific—Joe H. Hedeen, 
formerly with the Friden Calculating Machine Com- 
pany, Inc., is now in the Navy in the South Pacific. 
He has been gone since June, 1941. 

L. J. Burt, formerly a salesman for this company, 
has been in training at Cedar City, Utah, since Novem- 
ber. He is waiting now for an assignment. 

H. E. Williamson is the Los Angeles distributor for 
the company, the head offices of which are located 
at San Leandro, California. He reports that business 
is exceptionally good. It might be mentioned that 
this company carried a display advertisement in the 
May issue of OFFICE APPLIANCES. 


* * * 


New Sundstrand Mechanic.—Robert J. Horan, for- 
merly with Underwood Elliott Fisher in the Sundstrand 
division, Los Angeles, is now with the Southern Cali- 
fornia Adding Machine Company on South Broadway, 
where he is working on Sundstrand machines. 

This company is interested in securing all the used 
bookkeeping and calculating machines that it pos- 
sibly can. It is particularly interested in machines 
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A TRIBUTE TO 





THE WHITE COLLAR WORKER 


RIBUTES to the war worker... the armed 

forces and individual heroes... but who rec- 
ognizes the white collar worker for his full value? 
He’s an unsung hero of this war...and where 
would we be without him? Grinding long hours 
overtime because no one else knows how to do 
his job... working and worrying his heart out 
to help build better weapons... keeping mate- 
rials coming in so production records can be 
broken ... trying to keep up his work and at the 
same time fill out endless reports! He has a son 
in the service, gives blood to the Red Cross, is 
an Air Raid Warden and a scrap collector... He 
gives time to community activities, buys War 
Bonds, pays a heavy income tax and is supposed 





DO/MORE FOR VICTORY, BUY MORE WAR BONDS 





to take care of increased expenses with a smile! 
...- Nerves may be cracking, health breaking, 
hair greying, but he’s doing his job with every 
ounce of energy left in his system... For he’s 
interested in America above all and the freedom 
of life which is meant by the “American Way”... 
We salute the white collar worker for his devo- 
tion to his job—to his country—and for the im- 
portant part he is taking in earning the Victory! 

To make the white collar worker’s job a bit eas- 
ier, Domore has developed a Seating Service that 
stands in a class by itself. An interesting folder 
giving a complete description of this service 
will gladly be sent without obligation. DOMORE 
CHAIR COMPANY, INC., Dept, 601, ELKHART, IND. 
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STORAGE AND WARDROBE 





OFFICE APPLIANCES 


CABINETS 


Steel-like storage and wardrobe 
cabinets made of pressed wood. 
Sturdily constructed. Finished in 
olive green enamel. The doors 


are thoroughly reinforced and are 





equipped with a locking device 


controlled by a paracentric lock 





No. 3618C 
Combination Storage 
and Wardrobe 
Cabinet 
Equipped with 4 shelves 
and 1 coat rod 
36”W x 72”H x 18”D 


$56.75 





2) dk 


in the right hand handle. 





No. 3618S Storage Cabinet 
WOOD ITEMS ON THIS 


REQUIRE A_ PRIORITY 
AA3 OR BETTER 


ALL 
PAGE 
RATING OF 


Equipped with 4 adjustable shelves 
36”W x 72”H x 18”"D 


$55.00 





No. 3618R_ 
Wardrobe Cabinet 
Equipped with 1 shelf 

and 1 coat rod 
36”W x 72”H x 18”D 


$50.00 





BLUE PRINT CABINETS 


letter file 


com- 


A combination 
with safety personal 
partment. Offers a means of 
keeping papers private. Can 
be moved from 
Both upper and lower 


place to 
place. 
compartments are fitted with 
lock and keys. 

Made of high quality pressed 
Olive finish. 


brass 


wood. 
Brushed 
each end. Guide rod operates 


green 
handles at 


in a depressed groove de- 


signed for eyeletted opera- 





No. 4028W 
$78.00 Including base. 


Without base deduct $10.00 


tion. 


No. 458 
$29.00 


Upper compartment 
1234” x 101%” x 24” 
Lower compartment 
1284” = 1i° =x 24” 
Height 30” 


A five drawer Blue-Print Cabinet designed for the 
safe keeping of drawings, maps, tracings and blue- 
Made of seasoned plywood. 


Material filed will 


prints to sizes 24” x 37”. 
Drawers glide smoothly and easily. 
be free from curling, creasing or tearing. A hood in 
the rear and a lift compressor in the front of each 
Cabinets can 
high including 


drawer keeps prints in perfect order. 
be bolted into solid batteries. 337%” 





PORTABLE DESK FILE 




























base. 


COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY 


NEW 


YORK 
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which can be reconditioned for handling payroll 
systems. 
* # * 

Burglary on Decrease.—C. R. Dalton of the Shealy 
Safe Company, 944 South Main Street, distributor for 
Herring-Hall-Mervin Safe Company of Hamilton, Ohio, 
says that apparently burglary is on the decrease in his 
area since the war started. He say there was a time 
when Monday was a big day for repairs on safes that 
had been damaged by burglaries over the week-end. 
“It must be,” says Mr. Dalton, “that most of the bur- 
glars have now been drafted into the Army.’ There 
is no tangible evidence that this has happened, but 
circumstantial evidence might seem to point that 
way.—JET. 


9 





OFFICE WORK—IN MARINE UNIFORM.—Taking over 
various clerical jobs at United States Marine Head- 
quarters, Washington, D. C., and freeing numerous 
brothers in arms for combat duty, the first contingent 
of 253 girl Marines recently reported for duty after 
completing their basic training. Shown here at work 
in the filing department is Private Mary Virginia 
Palmer, 10 Wistar Street, Claymont, Del. (Official U. S. 
Marine Corps Photo.) 


IBM MAINTAINS WARTIME VACATION POLICY 
Following its vacation policy adopted soon after the 


beginning of the national emergency, the International | 


Business Machines Corporation is again offering 
employees of its Endicott, Rochester, Poughkeepsie, 
and Washington plants the option of taking vacations 
with pay or remaining on the job and receiving both 
compensation and vacation pay. 

According to Charles A. Kirk, vice-president in 
charge of manufacturing, all IBM plants will continue 
to operate through the vacation period, which extends 
from July 27 through August 9. The company is co- 
operating with the Office of Defense Transportation by 
starting and ending the vacation period on Tuesday, 
thus tending to eliminate some of the week-end trans- 
portation congestion, it was added. 

———— oa 
Y & E RELOCATES IN CHICAGO 

The Chicago branch of the Yawman & Erbe Man- 
ufacturing Company, located for a little over twenty- 
one years at 164 West Monroe Street, was moved last 
month to new quarters in the building at 222 North 
Michigan Avenue. The branch is under the manage- 
ment of Charles G. Stiles. 





In a folder announcing the removal, attention is | 


called to the fact that the Y & E branch has been 
in continuous operation in Chicago for over fifty 
years. 

















EVERY OFFICE 
HAS PROBLEMS 


that can be solved by 
the use of 


BERKSHIRE 
TYPEWRITER PAPERS 


There's a correct grade for 


every business need. 





























FOR THE 
DURATION.... 


Due to uncertain conditions prevailing in 
the industry we ask your kind cooperation. 
We have reduced our line to corrected 
top grain only. In selecting leathers from 
our book bear in mind that while we will 
try to give you the leather you selected, 
we will substitute to the nearest color 
available at the time the factory begins 











to work on your order. We cannot advise 
you of the fact at that time, because by 
the time that is lost in correspondence 
that particular color leather may be out. 
No. 205—chair only No. 420—chair only 
No. 208—chair only No. 430—ottoman-legs 
No. 240—chair, sofa, to match styles above 
loveseat No.(s) 
No. 325)—78” sofa No. 615—chair (5 pipes 
No. 326)—chair in back) with springs 
(matches 325 sofa) as long as stock lasts 








No. 410—chair, sofa $144.50 LIST 

The following are wooden mechanism revolving 
chairs that revolve but do not tilt, also side arms 
chairs to match; 860- 865- 870- 880- 885- 890- 895- 
900- 940R—Typing posture chair upholstered back 
and seat (saddie Top Grain $40.00 LIST in Leather- 
ette $30.00 LIST—packed 2 to a carton. 


Also please note that orders having priority 
will be filled first. 


EHRLICH UPHOLSTERY WORKS 


520 W. 43rd St., New York City 
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~«-... Attention Dealers 


SATIN FINISH 
EXECUTIVE rivoons 


Meet the maximum expectations 
of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced five years ago as successful competition to silk 
ribbons for sharpness of write as well as maximum 
durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper”’ 


oA fe HATTLE. 
Inc 


MANUFACTURERS 


1888 Factory, Rochester, N. Y. 1943 











IN 2 2 COLORS 


WITH THE NEW SMOOTH 
BRILLIANT COLORED LEADS 


laisdell enc co. 


PHILADELPHIA PA ae Pa 







™ . —_— 
ee 9 
Ye Yew “NIcK & PULL 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn 





Aiding in the all-out drive for typewriters stim- 
ulated by Seattle dealers for their government, Mayor 
William F. Devin of Seattle called upon the rank and 
file of businessmen to co-operate to the fullest extent 
with the release of every possible machine. H. asked 
all city departments under him, as well as business 
and industrial concerns, even reaching clubs, labor 
unions, and individuals with his request for a re-survey 
and re-arrangement of their typing facilities to release 
the machines for the men fighting our war. All local 
dealers were co-operating and answering requests for 
appraisal of the typewriters turned over to the gov- 
ernment. 

* * * 

With a large financial outlay improvements were 
carried forward at the office furniture and appliance 
store of the Bank Office Equipment Co. at 609 Third 
Avenue, Seattle, Wash. The work included closing in of 
space to augment the display and store facilities at 
that address. 

* * a 

Wayne M. Haines, typewriter dealer of Fourth Ave- 
nue, Seattle, has recently been named chairman of a 
most active wartime committee of the Washington 
Manufacturers Association. Mr. Haines has been 
named to head the manufacturers’ smaller war plants 
committee. Further honors were recently accorded 
him when he was elected president of the View Ridge 
Improvement Club. 

* * K 

Aiding the war effort at its Seattle offices and plant, 
the Pacific Coast Stamp Works has recently joined 
the throng of firms and stationery houses placing in 
effect payroll deduction plans for employees regularly 
buying war bonds in this manner. 

* oo * 

Frank A. Pritchard of the North Pacific Bank Note 
Company of Seattle received new honors recently in 
his election as a vice-president of the Manufacturers’ 
Association of Washington. 

* * 7” 

Magnifying glasses for desks, handy reading glasses 
for the study table and the home, and smaller ones 
for the pocket have recently come to the fore in sta- 
tionery houses and departments of this section. The 
increased demand has been stimulated by the use of 
smaller type that many national magazines have em- 
ployed to offset the paper cut ordered by the govern- 
ment. The glasses are meeting the current demand 
by being popular sellers and saving the eyesight of 
persons wondering what has happened to the type in 
some of the leading and most widely read magazines 
of the day. 

* * ok 

Consolidating its position in the fountain pen, auto- 
matic pencil, greeting card and similar “small item” 
field of Portland, Ore., Sandy’s has concentrated stocks 
and merchandising recently in a single set-up,—its 
store at 714 S. W. Washington Street, Portland, Ore. 
The second store was recently discontinued for the 
duration. 

* * * 

Well into his eighty-seventh year, J. D. Lowman, 
pioneer stationer of Seattle, who established the fore- 
runner of Lowman & Hanford Company, reminisced 
this May on the good old days of his early coming to 
Seattle—now that hundreds of thousands of new war- 
workers have entered the city during the last two 
years. The grand old man and “father” of the sta- 
tionery business on Puget Sound came to Seattle in 
1878, when it was just the bud of a city with 3,000 
persons. He early took to the streams and was fond of 
fishing on Cedar River, when there was no limit and 
no game wardens to stop the ambitious fisherman 
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SHEPHERD - Quality -Comfort 










Back Adjustment —_—__» a 

Height and depth 
adjustment by 
means of sliding 
seat, which is read- 


Solid 


ily locked into posi- 
construction. 


tion. 


Tie rod. 





Front panel drops 
down, out of way, Form-fitting saddle seat with 
to allow for change locking device, offers the ut- 
most in comfort. 


Design Patent No. 127977 . . . Other Patents Pending. 


in seat height. 





Metal brace. 








Marvelous comfort, with up- 
holstered saddle seat and back! 

The sliding seat and free leg 
movement save shoes and stock- 
ings, making this chair extremely 
popular. 

Prompt delivery. 


This chair has received enthusias- 
tic reception from coast to coast. It 
has all the adjustments embodied in 
metal chairs and is built to take a lot 
of punishment. 

No squeaks—No gadgets to come 
loose—No tools required for adjust- 


ment. 


















N. T. 
SHEPHERD 
CHAIR CO. 


33 EAST FIRST SOUTH STREET 
Salt Lake City, Utah 


209 Union Trust Bldg. 
Washington, D. C. 
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An Open Letter = Open Minds 








Dear Mr. Dealer: 


Confession is good for the soul! 
Briefly here's the story of the Sher- 
win Chest. Our engineers had a great 
fire resistant material and a great 
idea—-—they would develop a plastic 
moulded chest-—-line it with wool 
flocking-—-—cushion it with asbestos-—— 
bake on a gorgeous finish and with the 
terrific demand for this type of chest 
the dealers and the customers would 
insure its success. 

Well, we had experimental pains. We 
were handling something new-——new proc— 
esses—-—new problems——new uses. The 
screws loosened and we licked them. 
The paint wouldn't bond and we licked 
it. We scrapped thousands of dollars 
worth of molds; of equipment; of ovens 
—-"just good enough" wasn't good 
enough—-—we wanted a chest we could be 
proud of and you dealers could be 
proud of. 

Our dealers were loyal and they sent 
us suggestions and criticisms and yes, 
a pat on the back. They said "Don't 
use screws, bolt 'em." and we did. 
They said, "Give us a finger ring for 
convenience," and we did. They said 
"Enlarge your plant and give us 
quicker service," and we did. 

So, Mr. Dealer, today we have for 
you a FIRE RESISTANT chest tested 
3 hours at 1500° F, having 252 cubic 
inches of usable space; all parts 
bolted into place; a fine finish-—- 
for you to supply your customers who 
need this type of chest. And you may 
have territory if you have a reputa- 
tion for doing a real selling job. 

So, Mr. Dealer, we can give you rea- 
sonably fast service on a hot item-—- 
want to make something of it? 


Sincerely yours, 
SHERWIN PLASTICS CORPORATION 


George _— Bhcl, Pres. 








Modern Engineering Creates a Sensational Container 


@ Outside Dimensions 16”x12"x8” 
SHERWIN °* 


Inside Dimensions 101/2""x6"’x4” 
RELIANCE @ Equipped with door spring for security in closing. 
e@ Will withstand heat of 1500 degrees for three 


MODEL : hours. 


Weighs over 80 pounds. 








SHERWIN 


Fire Resistant 


CHESTS 





Suggested Retail Price $35 
Sold F.O.B. Factory 


Protect Your Valuables 


against fire hazards with 


the SHERWIN CHEST— 


Fire-resisting materials, bonded by 
newly devised plastic substances, 
form this massive safe-keeping Relli- 
ance Chest. Over 252 cubic inches of 
usable space for bonds, papers, money, 
jewels. 


Closes securely with finest quality 
locks. Even if the hinges are removed, 
door cannot be opened. The door is 
cushioned by a fireproof asbestos gas- 
ket which insures proper closure. 


LITERATURE UPON REQUEST 














+ rei: «t SHERWIN PLASTICS CORPORATION *-~"." 


TELEPHONE 5-6393 


913-915 ERIE BLVD. EAST 
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from getting a decent bag. He became an expert with 
the rod and reel, especially on streams, though he has 
gone salt-water fishing many times. But the good old 
days—those when he took a horse ’n buggy to the 
Cedar River spot back before the gay nineties—are 
the ones he thinks about as he looks forward to his 
eighty-seventh birthday this Fall. 

* * aa 

Albert E. Pierce, as chief of the redistribution divi- 
sion of the War Production Board in Seattle, has 
asked all the offices in King County, Seattle, Wash., 
to give one out of every four of its typewriters for the 
Army and Navy. Commissioners of the county have 
directed a survey to carry out this request—especially 
since he has cited that General George C. Marchall, 
chief of staff of the U. S. Army, has directed that 
two-thirds of the typewriters be transferred from old 
posts to new posts, and that Admiral Ernest E. King, 
chief of the Navy’s fighting forces, has ordered half 
the typewriters moved from old warships to new ones. 

a x x 


Both Lowman & Hanford Co. and the J. K. Gill 
Co., of Seattle, Wash., and Portland, Ore., respec- 
tively, as well as many other stores of this region, 
have found technical books the best sellers in this 
war-work region. War workers are studying “math” 
and blue-print reading as never before, and learning 
intricacies of the slide rule and calculus, as they antic- 
ipate reaching the job ahead in shipyard, munition 
plant and aircraft factory. Both stores have engaged 
in sales promotional plans, and have stocked all man- 
ner of technical works as a practical means of aiding 
the war effort. 

es es 


SAN ANTONIO NEWS NOTES 





By B. C. Reber, Correspondent 





Now that the second Victory loan drive is completed, 
and with the sort of results that are typically Ameri- 
can, one can look back over the results, and to the 
men who were responsible for this splendid achieve- 
ment. In the latter category must be included the 
name of William C. Clegg, a past president of the 
NSA, and associated with his father, L. B. Clegg, in 
the operation of The Clegg Company of San Antonio. 

When the government was looking around for key 
men to assume command of the staffs of volunteer 
salesmen to go out and sell the message of Victory, 
they selected the tireless Mr. Clegg to take charge of 
the sale of bonds and stamps in San Antonio. The 
acumen of their judgment is shown by the fact that 
sales were well over the quota several days before the 
time was up, and the final total was one of the best 
turned in for the entire country. 

The same leadership that carried the NSA through 
a successful period when William C. Clegg was presi- 
dent directed the sale of bonds and stamps in the 
second Victory loan drive in San Antonio, with like 
results. 

During the entire time of the drive, Mr. Clegg left 
his business to subordinates while he went into the 
field, following through on sales crews, cheering up in- 
dividual workers, receiving and approving plans of 
captains, and taking reports from field captains. Three 
divisions—the Red, and White, and the Blue—vied 
with each other in attaining desired goals. The men 
heading these divisions were business leaders selected 
by Mr. Clegg, and their results testify to his good judg- 
ment. All goals were met and passed. 

The fine success of this drive in San Antonio is a 
fitting tribute to the good business ability of Mr. Clegg, 
and the fact that he is a stationer and a past presi- 
dent of the stationers is a fitting tribute to the fine 
character of the men who are to be found in this great 
industry. 

+ * * 

The Maverick-Clarke Boosters Club held their 

monthly dance at the Elks Club this month, a large 





FLAT TRON Sales Are Soaring... 


UP...UP...UP? 


| FLAT @IRON 


CARBON PAPER 








MANUFACTURED BY 


B. S. TYPEWRITER RIBBON MFG. CB. 


PHILADELPHIA 











e That new curl-proof carbon paper sensation, 
Flat Iron by name, has certainly made a hit... 
and no wonder .. . it’s a permanently flat sheet 
that wears like iron! 

e Flat Iron is an item you will take pride in 
selling, Mr. Dealer, and one that will show real 
profits! Just clip this advertisement to your 
letterhead and we will send free samples and 
prices. No obligation, of course. 


U. S. TYPEWRITER RIBBON MFG. CO. 


Filbert at Tenth Street Philadelphia, Pa. 
“A Ribbon For Every Machine—A Carbon For Every Purpose’’ 











Copy RIGHT COPYHOLDER 


The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip. . 
M 
FOR MODERN, FRONT-VISION 
Line for Line Copying... . 
A Necessary Adjunct to 
Every Typewriter. 

* 

SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs. 

» 

ASSURES MAXIMUM SPEED 
Ue eee 
Backache, Time... . MONEY! 


APOLOGIES! 


The co-operation and_ indul- 
gence of our Dealer friends in 
these difficult times is very 
much appreciated. 

Good progress is being 
made in filling orders for new 
War Models, and by the time 
this issue is published we hope 
to be back on a "'ship-promptly- 
on-receipt-of-order’ basis. 


COPY RIGHT MFG. CORPORATION 
Net: ‘ .e@° J NEW 
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Seating 
America’s 
office workers 
CORRECTLY 


is a responsibility that 
JASPER SEATING CO. 


knows how to accept. 





No. 44 


with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 








NEW YORK: Office Furniture Warehouse Co., $73 Broadway 
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Try a BUCKEYE Supreme 
TYPEWRITER RIBBON 


@ For over fifty 
product everything that first quality materials and 
We 
offer it to you now with the assurance that you 
will find it to be equal to your most exacting 








years we have built into this 


painstaking workmanship could produce. 


requirements. 


The Buckeye Ribbon & CarbonCo., 
Cleveland, Ohio 
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turnout testifying to the increased membership of this 
organization. 

This firm is using two high school boys, working 
after school hours, as helpers in their stockrooms. 
Through this plan, they will acquire needed experi- 
ence and be in a good position to render real service 
when they go on full time as soon as school is dis- 
missed for the summer term. 

Miss Georgiana Towers, who has been working in 
the reproduction plant of this company, has been 
transferred to the sales floor. 

Albert Lobdell, who has been associated with the 
Latil Stationery Company of Baton Rouge, La., for the 
past five years, has resigned this position to accept one 
as manager of the business furniture department of 
the Paul Anderson Company of this city. Mr. Lobdell 
is well experienced in this work, and is looking forward 
to some good business in his new post. 

* = * 


This has been a good month for the Travelers, a 
number of the well-Known traveling men having called 
on local stationers during the past 30 days. Among 
those recognized were George H. Smith of Birming- 
ham, Ala., representing Panama Carbon & Ribbon Co.; 
Larry Pues, Joseph Dixon Crucible Co.; and Ray How- 
ard of The Esterbrook Pen Co. 

* 


* * 


Mrs. Estelle F. Watson has joined the staff of the 
local branch of UEF, being employed in the service 
department. 

Every man has a hobby, and Frank C. Hall, branch 
manager here for UEF, is a pistol and rifle authority. 
He is head of the Liberty Pistol and Rifle Club, which 
held the annual pistol shoot during the latter part of 
May. This club is doing an important work in educat- 
ing many young men in the use of firearms so that, 
on entering the service, their training period is 
shortened. 

* ob * 

Another branch manager who is active in club and 
civic affairs is E. P. Heye, branch manager here for 
L. S. Smith-Corona Typewriters, Inc. Mr. Heye ranked 
third in the number of tickets sold for the annual 
Optimist-Lions game held here last month, proceeds 
of which were turned over to charity. Mr. Heye is also 
a member of the nominating committee of his club. 

* * * 

Herbert Spencer, who has been a representative of 
the shaver division of the local branch of Remington- 
Rand, has been transferred to Chicago, where he will 
have charge of that office. He has been succeeded by 
Miss Winnie Johnson of this city. 





*—-? 


ARKANSAS NEWS NOTES 


Allen D. Rebo 








Miss Valerie Gennings of Little Rock has been en- 
gaged by the International Business Machine Corpora- 
tion to serve as an instructor at their Kansas City 
branch office. Miss Gennings had been employed by 
the employment security division of the Arkansas State 
Department of Labor prior to her association with 
IBM. 

ob * * 

Thurston H. Nichols, a native of North Little Rock, 
has been promoted to corporal technician at Barks- 
dale Field, La., where he is stationed. Prior to his 
induction, Corp. Nichols was office manager for the 
Burroughs Adding Machine Company at Shreveport, 
La. as se lind 

The Jungkind Photo Supply Company, Little Rock, 
has discontinued its line of stationery and office sup- 
plies, but has enlarged its greeting card department. 

* * ca 


A systematic visitation of Little Rock retailers by 
your correspondent in search of three wanted items 



















1943 


It’s no idle fancy that Luftwaffe officers are 


working overtime to figure out a system for 
beating the Boeing Flying Fortress. The Nazis 
are a resourceful enemy . . . but the scores of 
high-altitude battles over Germany have not 
been in their favor. 


The “Fort’s” top turret—a formidable de- 
fensive weapon, to say the least—is an impor- 
tant reason why. Ideally located to keep div- 
ing fighter planes from getting in close, it’s 
equipped with special sights and two syn- 
chronized 50-calibre machine guns that have 
knocked out more Messerschmitts and Focke- 
Wulfs than German communiques admit. 


To whirl the turret in any direction, the gun- 


VICTOR ADDING MACHINE CO. 


Conserve your adding machines by having them 
inspected and cleaned at regular intervals 
by your local Victor dealer or factory branch. 






Watch that top turret!” 


ner just nudges an automatic power control. 





























And if his own wings should get in the way, 
there’s a cut-off control that holds his fire the 
instant they slip past the sights. 


* * * * * 


> One of the keystones of the gunner’s success 
is the skill of the men and women who build 
his equipment. 

> Victor workers—with years of experience in 
the closest precision work—are specializing, 
these days, in the kind of firepower our fliers 
need to win. Many of the parts they’re turning 
out in quantity must be perfect to one-tenth the 
thickness of a human hair. Evidence enough, 
isn’t it, that they’re doing a great war job? 
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Now, when CORRECT POSTURE 
means so much . . 


OFFICE APPLIANCES 





(2) (2  & (3 PRODUCES SELF-ADJUSTABLE 


POSTURE CHAIRS DONE IN WOOD 


This wood posture chair— No.W-35 — 
has all the well-known Harter features, 
including self-fitting adjustments. Seat is 


back 


rest insures positive support. It meets 





well cushioned and comfortable 


all present day requirements and will 
match up well with any recent steel pos- 


ture chair, bearing the Harter nameplate. 


Remember please—Harter is cooperating to 
the fullest extent in war work. At present 
the regular lines of steel chairs for general 
distribution are not being produced. How- 
ever, research — post-war planning — con- 
tinues. When vital raw materials are avail- 
able Harter will be ready to produce chairs, 


advanced in design, smartly styled in steel. 


WS BUY UNITED STATES WAR BONDS WIS 


HARTER CORPORATION, STURGIS, MICHIGAN 


NEW YORK, 354 FOURTH AVENUE * CHICAGO, 14 EAST JACKSON BLVD. 
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was fruitless. They were: cellulose tape, Eaton’s “Cor- 
rasable Bond” and gummed stickers reading, “Photo- 
graphs—Do Not Bend.” He finally found a suitable 
pocket knife, after calls at a dozen office supply and 
hardware retailers, but they are mighty scarce and 
hard to find. 

* * * 

A Little Rock manufacturer of stamps and seals 
radiated gloom when your correspondent dropped in. 
Basic materials, it seemed, were scarce and hardly 
obtainable, some substitutes he had tried were unsatis- 
factory and continuation in business was, he said, 
problematical. He reported demand for his products 
fairly brisk, but no boom. 

ok * * 

Fred L. Hedges, formerly president of the Hedges 
Printing Company, Hughes, Ark., and a member of the 
Air Corps Reserve, has been ordered to active duty 
with the Army Air Forces and now is serving as a 
pilot-instructor at a Texas air field. Mr. Hedges was 
named chairman of the Committee on Public Printing 
of the House of Representatives of the Arkansas leg- 
islature, to which he has been re-elected as a repre- 
sentative from St. Francis county for his second term. 
He was granted a military leave of absence by the 
House at its recent session, which he was able to at- 
tend only in part. 

Oo” * * 

Arthur M. Hedges, formerly associated with his 
brother, Fred, in the printing and stationery business 
at Hughes and West Memphis, Arkansas, now is direc- 
tor of the Educational Division of Fisher Aircraft Cor- 
poration, Memphis, Tenn. He was the recipient of a 
Doctor of Psychology degree several months ago. 


* * * 


The late Edward M. Williams of Carlisle, Ark., be- 
queathed the entire assets of his printing and office 
Supply business to his three veteran employees, ac- 
cording to the will which has been admitted to pro- 
bate. The employees, Al Sadler, C. C. Lambert and 
Mrs. Blanche Lambert will continue in business as a 
partnership. Mrs. Lambert is the mother of C. C. 


Lambert. By terms of the will, they received equal | 


shares of the business. 
* * * 

Al A. Rust, manager of the rough paper department 
and assistant general sales manager of the Roach 
Paper Company, Little Rock, has returned to his work 
after a year’s absence due to serious illness—ADR 

———< > —_—_— 


NORTHWEST TRAVELERS CLUB NOTES 





By H. J. Stephens, Correspondent 





Mrs. Elizabeth Hoffman, wife of Harold J. Hoffman, | 


died monday, May 3, at St. Johns Hospital, St. Paul, 


Minn., after an illness of three weeks. Burial was at | 
Hastings, Minn., on May 6. Harold is general manager | 


of the Smead Manufacturing Company, Hastings, 


Minn. . . . Miss Carol Jarchow, daughter of William | 
Jarchow of the H. H. West Company, Milwaukee, Wis., | 


has been ill recently with German measles and other 
complications, but is reported as progressing satisfac- 
torily at this time. ... Al Linde, of the H. C. Miller 
Company, Milwaukee, Wis., has just received an inter- 
esting ‘“V-mail” letter from Corporal Larry J. Schubert, 
former Globe-Wernicke representative, who is now 
stationed somewhere in the Near East. OFFICE APPLI- 
ANCES last month published a snap-shot of Larry and 
a pal, cockily perched astride camels, with the Pyra- 
mids as a background... . Gil Winkelman, who has 
been in the H.C. Miller Company organization for quite 
a spell, was called into the armed forces on May 22 
and left Milwaukee for active duty on May 29. His 
many friends will miss him and wish him well. Eddie 
Friedman, who takes an active part in association 
affairs in the Northwest, now is on his twenty-fifth 
year as representative of LePage’s Adhesives, Inc. Soon 
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% Tables for Army, Navy, Maritime and 
industrial specifications. 


% The 





JOWNS TABLES 


% Tables manufactured in a modern wood- 
working factory geared to meet delivery 
schedules under wartime conditions. 


ST. JOHNS catalog will give you 


complete information and details. 


BUY WAR BONDS 


No. 24 Table Description: 


% Selected Northern Oak in 
Office Golden or School Brown 
Finish. Top is 7%” thick, Legs 
2144” square. 





Sizes: 
27 x 48 inches 
27 x 60 inches 
30 x 72 inches 


St. Johns Table Company 


CADILLAC, MICHIGAN 


New York Office: 206 Lexington Ave., N. Y. C. 
Chicago Office: 666 Lake Shore Drive, Chicago 











NU-VIZ SIGNALS 
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MAPTACKS 
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BREAK BY KEEPING 


OFFICE RECORDS 
WITH 


SIGNALS 


Records . . . more important than ever. . . 
are kept more precisely and efficiently today with 
the aid of GRAFFCO s:gnals. 

Records for production are being broken daily 
in American plants. GRAFFCO products seem 
to be in ever-increasing demand in essential war 


and defense operations. 

Constantly we strive to keep pace with demand 
and fill our customers’ requirements. We shall 
continue, subject to panne: to give the best 
possible in service and merchandise. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave., Cambridge, Mass. 


Makers of Cellugraf Signals, Nu-Vise Signals, 
Nu-Viz Signals and Maptacks. 
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CARBON 
| PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
Dart. = 
11-13-15 Vandewater St., 
New York, N. Y. 



























DUPLICATING 
pe Sas 
TODAY more than ever, 
customers want QUALITY, 
x TEMPO is “tops.” 


WRITE FOR INFORMATION 
NG CO. 


436 West Pico Blvd., Los Angeles 
617 Commonwealth Annex, Pittsburgh 


Manufacturers of famous TEMPO FILM STENCILS 
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he may consider the job permanent. ... Richard 
Wehse, formerly with the Kuschbert Office Supply 
Company, Milwaukee, Wis., now with an anti-aircraft 
unit stationed at Camp Stewart, Ga., returned to 
Milwaukee on a ten day furlough during May... . 
Announcement has been made of the appointment of 
J. Ed Conlon as vice-president of the Rockwell-Barnes 
Company, Chicago, Ill. Ed is a past president of the 
Northwest Travelers Club, and his many friends among 
the dealers and travelers in this district are happy to 
learn of his advancement. ... An interesting bit of 
news comes back to his family from Lt. Robert S. 
Jerue, formerly of the McClain & Hedman Company, 
St. Paul, Minn., who is now stationed in England. Bob 
writes that his room-mate for a time was none other 
than Captain Clark Gable, former screen star and 
actor. . . . Number One activity during the month 
was, of course, the gathering of the dealers, travelers 
and manufacturers for the Seventh NSA regional 
meeting at the Nicollet Hotel on Monday and Tuesday, 
April 26 and 27. Among the 108 registrants were the 
faces of many dealers who had not attended for some 
time past. A welcome visitor from outside this district 
was Herb Rummelhart of Mageaths, Omaha, Neb... . 
The Northwest Travelers Club held its annual meeting 
and election of officers during the regional meeting, 
and the officers for the coming year are: President, 
Larry Ackert, Eaton Paper Corporation; first vice- 
president, Al. J. Nordstrom, Smead Manufacturing 
Company; second vice-president, Elgin J. Burke, 
Wilson-Jones Company; secretary-treasurer, Roy 
C. Clarke, F. S. Webster Company (re-elected); 
auditor, Ken FE. Chase, Dennison Manufactur- 
ing Company. .. . Congratulations are extended 
to Governor Charlie Regan and his staff of 
committeemen and co-workers, among whom were 
Sterley Jerue, Ed Hanson, Bob Davies, Herb Fall, Art 
Grayston, Oscar Bertelson and Floyd Konsvik, on the 
success of this regional meeting, due to their untiring 
work and planning! ... And grateful acknowledge- 
ment is made of the co-operation of Roy Clarke, Al 
Nordstrom, Stan Griebel, Karl Kastle, Larry Ackert, 
Fred Schaefer, Ed Friedman, Ken Chase and others 
among the Northwest Travelers for their efforts in 
making this meeting so successful. ... The dealers 
of the Seventh District are to be congratulated on 
their election of Charles F. “Chuck” Mixter, of the 
Hale-Haas Corporation, Eau Claire, Wis., as their new 
governor! And a hearty welcome and congratulations 
are extended by the members of the Northwest Trav- 
elers Club, together with their pledge of assistance 
in making his term of office most successful. 
oe 


NEW ENGLAND TRAVELERS NOTES 

Twenty-three members of the New England Trav- 
elers Club and their guests attended the quarterly 
meeting of the organization in the Hotel Gardner, 
Boston, Mass., April 30. At the business portion of the 
meeting, the treasurer’s report was read and accepted, 
the resignation of J. P. Davidson, former secretary- 
treasurer, was read and accepted, and an important 
discussion of continuing NETCLUB membership in the 
NSA was held. 

* * * 

Secretary-treasurer Jim Armington has taken on the 
C-Thru-Ruler Company, Hartford, Conn., account for 
New England, excepting Connecticut. The concern 
manufactures a high-quality line of transparent mate- 
rial school and technical rulers, protractors, triangles, 
and map-reading items. 

* * * 

Dan Thompson, formerly of the sales staff of Den- 
nison Manufacturing Company, has accepted a posi- 
tion traveling the state of Washington for the Amer- 
ican Pencil Company, and has been “breaking in’ for 
the new work with Ted Bruen in western New England. 


* * * 


Ed Singer, a loyal golfer. with us regularly in the 


JUNE, 1943 


141 






on a MODEL 3-C is our 


XS WAR BABY 


Those glistening streamliners—the famous SPEED “Swingline” 
| STAPLERS — had a lot of the stuff that wars are won with... Our 
fighting men have first claim on those strategic materials now... 
So the “Swinglines” —the staplers that others try to equal — 
cannot be produced for general sale “till the shootin’s over.” 





4 














But our War Baby — Model 3-C — is a lusty and capable substitute 
— even though made with the restricted amount of critical materials 

. While it lacks something of the regular “Swingline’s” magni- 
ficence — all working parts are metal — the machine will operate 
smoothly and efficiently for a lifetime. 





RARER 
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1S THE ORDER OF THE DAY 
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SPEED PRODUCTS COMPANY 


37-18 Northern Boulevard, Long Island City, N. Y. 


TOT Staplers, Speedmatic Tacker, Speedway (War Model) Punch, Speedo Index Tabs and Sheets = available with proper priorities at the time this advertisement 


was prepared. Parr Rubber Typewriter Keys, Finger Tips and Bands, Long-Reach Stapling Machines and some Staples — discontinued for the ‘duration’ 
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YOU ASKED FOR IT 


Here they are! 


3 new multiple drawer 
Card Cabinets 28° Deep 
and 52’ High 


To meet popular demand we present these 
three new multiple drawer card cabinets to 
match NEW ENGLAND Files in both height and 
depth. Not only that, but these new cabinets 
have full suspension drawer action as smooth 
and light as a feather. 


Made of hard woods by the experienced NEW 
ENGLAND craftsmanship—the “know how” of 
many years of fine cabinet making experience. 
Though made to save steel as a wartime neces- 
sity these cabinets are durably constructed for 
real service. 


7 Drawer—14 Compartments for 8 x 5 cards 
8 Drawer—16 Compartments for 6 x 4 cards 


10 Drawer—20 Compartments for 5 x 3 cards 


Ready for delivery. Order now. 


*We are still making the same line in 18” depth and 50” height. 


512 E. 137th Street 









FILING CABINETS 


Now made in 2, 3, 4 and 5 
drawer—in letter and legal 
sizes—with or without lock— 
easy sliding full drawer suspen- 
sion—plastic label holders and 
drawer pulls—in olive green or 
walnut finishes. 
























NEW ENGLAND WOODWORKING CO. 


New York, N. Y. 


CARD CABINETS 


Sturdily made of laminated birch. 
Olive green finish has a steel-like 
appearance. 1-drawer, 2-drawer, 4- 


drawer, 6-drawer and 9-drawer units 
for 5 x 3, 6 x 4 and 8 x 5 cards. 
Select a sample order from our cata- 


log. 
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good old days, has been appointed to the position of 
assistant treasurer of Samuel Ward-Adams, Cushing 
& Foster, Inc., and we all want to congratulate him 
on this well-deserved promotion. 


* * * 


Carl Whitney, salesman for the Berry Paper Com- 
pany, Lewiston, Me., has recovered from a broken leg 
sufficiently to make some calls on crutches. Carl hates 
to have the cast removed, because all his friends have 
autographed it, and he doesn’t want to lose any of 
them (the autographs, we mean). Interesting, Carl, 
as we understand the cast went from thigh to ankle. 

* * * 


R. H. Llewellyn & Company, Manchester, N. H., have 
leased and redecorated a 100x40 building at 357 Main 
Street, Manchester, in anticipation of merchandise 
shortages. The building has a railroad landing at the 
rear, and all details reflect the progressive methods 
and far-seeing planning of this concern. 

+ * * 


The Malsbenden Office Equipment Company moved 
May 1 from Davis Square, Somerville, to 192 Broadway, 
Arlington, and will occupy larger and better quarters 
at the new address. 

* oa * 

Dave Aransky, owner of the Commonwealth Sta- 
tionery Company, Brocton, has moved again, this time 
combining his three companies—Liberty Printing 
Company, Brockton Lithograph Company, and Com- 
monwealth Stationery Company—under one roof, on 
the second floor at 71 Centre Street, Brocton. The 
new quarters have some 10,000 square feet of operat- 
ing space. 

(The above news items are from the May number of 
New England Travelers Club News.) 

a 


OFFICE EQUIPMENT MEN IN GREATER NEW YORK 
FUND CAMPAIGN 

Merrill B. Sands, president of the Dictaphone Cor- 
poration, has accepted the chairmanship of the Man- 
hattan business machines division of The Greater 
New York Fund campaign, according to an announce- 
ment by Medley G. B. Whelpley, a partner of Guggen- 
heim Bros., chairman of the Manhattan industry sec- 
tion of the fund. 

At the same time it was announced that Moe Tur- 
man, president, Metwood Office Equipment Company, 
would serve as chairman of the office furniture divi- 
sion, and that Louis F. Carracci of the Nor-Wood 
Company, Inc., would serve as chairman of the com- 
mercial stationery division. 

It was also reported that Carroll Stevenson of the 
Dictaphone Corporation would assist Mr. Sands as 
vice-chairman and that Tracy Higgins, president of 
the Higgins Ink Company, Inc., had agreed to head 
the activities of the Brooklyn committee. 

In taking over the chairmanship, Mr. Sands ex- 
pressed confidence in the loyalty of the industry for 
the fund, an annual appeal directed exclusively to 
business concerns and employee groups on behalf of 
406 voluntary hospitals, health and welfare agencies. 

“The services of these agencies always have played 
an important role in New York City,” he declared. “In 
a period of wartime emergency they are doubly vital, 
safeguarding health and morale on the home front.” 

He also indicated that the work of organizing the 
industry and forming a representative committee to 
give competent leadership to the 1943 effort is under 
way. 


Citing the services provided by the hospitals and | 
health and welfare agencies affiliated with the fund, | 
he stressed the part these agencies play in keeping | 


the metropolis a friendly community in which to live 
and do business. Every year, he pointed out, the agen- 
cies assist directly 2,000,000 New Yorkers—two out of 
every seven. 

“In times of war, he added, “the fund-affiliated 
agencies must continue their traditional work in addi- 





ACME 
VISIBL 


SAVES )§ 
TIME! 


ALL RECORDS 
ARE /NSTANTLY 
AVAILABLE 















—— j 
Delays are out—as the unheard of demand on American 
industry makes it necessary to speed up—NOW. Scores of 
businesses, manufacturers and Government departments are 
handling increased volume easier and quicker with Acme 
Visible Records — because they have available at all times 
up-to-the-minute accurate data that saves precious time and 
enables them to keep pace with skyrocketing requirements. 





Acme Visible Equipment is applicable to every kind of 
record and, when applied, multiplies the value of the record 
and, in addition, effects a substantial savings in clerical time. 


Ask for your FREE copy of illustrated folder, ‘‘VISION” 


ACME VISIBLE RECORDS. INC. 


122 S. MICHIGAN AVENUE, CHICAGO, ILLINOIS 














Again we say: 


“Light is essential—vital to war 
industry.” 





Intense individual fluorescent 
light furnished by VAN DYKE 
increases the efficiency of every 
war job. 


All orders placed for VAN DYKE 
Fluorescent regardless of style 
must carry priority ratings. 


America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 








VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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CANT SLI 


Cant-Slip is in demand today. Every office needs 
it to keep aging typewriter rollers in good work- 
ing order. Cant-Slip offers you a good profit and 
guarantees satisfaction. Order Cant-Slip today 
and display it. Write for free advertising aids. 


LCUCEWS 
RUBBER 


ROLLERS 





ULAR OTP 


INSTANTLY 


Dealers everywhere are reporting increased sales 
of Clarotype. It creates repeat sales and increases 
profits for you. The handy dauber prevents spat- 
tering. Feature this national leader. Write today 
for liberal discounts and free advertising aids. 


BOTH PRODUCTS ARE NON-INFLAMMABLE 


THE CLAROTYPE CO., INC. 


16-G HUDSON STREET NEW YORK 13, N. Y. 














INVESTIGATE 
THE MERITS OF 


ROBERTS 


cw MODEL 95 


% Capacity for ten wheels. 





ee 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


*%* UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue’ Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 
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tion to all the extra responsibilities that rise in the 
wake of war. 

“For that reason the business community is called 
on for an extra effort in helping this year’s campaign. 
On our response depends to a large degree how well 
the home front is to be maintained in strength and 
health.” 

The fund has set $4,500,000 as the minimum goal 
this year. Because of rising costs and special wartime 
services, the agencies involved will require a minimum 
of $76,500,000 for operations in 1943. Of this amount, 
$55,500,000 is obtained from fees, endowments, legacies 


| and other sources. This leaves a balance of $21,000,000 


of which $16,500,000 is raised by the agencies directly 
in their own appeals. The fund’s campaign is designed 
to supply the remaining $4,500,000. 

“In obtaining contributions from publicly owned cor- 
porations, the fund will ask one total gift from each,” 
the chairman explained. “Thereafter they will not be 
solicited by any of the affiliated agencies.” 

“Such gifts, however, should represent the corpora- 
tion’s proper and adequate share of the $21,000,000 
that must be raised from the generosity of the com- 
munity for the support of the vast network of welfare 
and health institutions,’ he continued. “Corporations 


| will be asked for larger gifts this year because of 
| greater demands faced by the agencies due to war- 


time needs.” 
In obtaining contributions from partnerships and 


| privately owned corporations the fund will ask for a 


supplemental gift over and above the amount the fund 


| expects they will give to the individual agencies to 


which they have a traditional loyalty. 
— 
WESTERN HEMISPHERE FOREIGN TRADE 
CONFERENCE HELD IN NEW YORK 


Discussing patents and cartels at the First Western 
Hemisphere Conference on Foreign Trade and Arbitra- 
tion, conducted May 20 in New York under auspices 


| of the Inter-American Arbitration Commission, Gil- 


bert H. Montague, New York lawyer, defended the 
loyalty of American industrial leaders who, he charged, 
had been “smeared” by a “little group of federal office 
holders” who have been “grinding out books, articles, 
statements and speeches, defaming them as greedy 
dupes or venal agents.” 

Citing many court decisions to uphold his views, Mr. 
Montague said that governmental agencies were un- 
fair in their rulings and appraisals of the patent and 


| cartel situations as they applied to industrialists. 


An opposite view was taken by Joseph Borkin, of 


| the Justice Department’s anti-trust division, who told 


the conference that “private monopoly groups have 
carved up and appropriated whole segments of our 
economy.” 

The conference was concluded by a dinner at which 
Thomas J. Watson, president of International Busi- 
ness Machines Corp., received the commission’s first 
Western Hemisphere Arbitration Award for his serv- 


| ices in establishing an Inter-American system of ar- 


bitration, and Eric Johnston, president of the United 
States Chamber of Commerce, received the commis- 
sion’s distinguished service medal for outstanding 
achievement in promoting American good will and co- 
operation in trade relations. 

Mr. Watson, in accepting the award, declared that 
arbitration should be carried “beyond the bounds of 
commerce.” 

“Tf the principles of arbitration had been fully un- 
derstood, appreciated and put into practice,” he as- 
serted, “the war which is now being waged would not 
have occurred. It is important that we expand arbitra- 
tion so that disagreements, disputes and misunder- 
Standings may be resolved before they grow to serious 
proportions.” 

Referring to Latin America as the land of the future, 
Mr. Watson said that every possible effort should be 
made to develop fully its resources for the successful 
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DEALERS, there’s EXTRA PROFIT in 
i ] y LOCKERS, FILE CABINETS 
CE*\ JH anv postuRE CHAIRS 


The Bee-Line LOCKEROBE 


A compact locker with the advantages 
of locked storage compartments, 
room for full-length garments and 
using a minimum of floor space. Built 
of heavy plywood panels and seasoned 
hardwoods, strongly braced and fin- 
ished inside and out in olive green 
enamel. 




























Single front style affords locker 
space for 10 persons, double front af- 
fords locker space for 20. Overall 
dimension, single front, 54” wide, 
18” deep, 7514” high. Double front 
is 36” deep. Available with or without 
locks. 


The Bee-Line FILE CABINETS 


A sturdy, durable 
cabinet built of sea- 
soned hardwoods 
with full suspension 
drawers sliding easily 
on rollers. Masterful, 
Bee-Line construc- 
tion throughout. 
FULL STANDARD 
SIZE OVERALL, let- 


The Bee-Line POSTURE CHAIR | tere tesat six 


available, with or 

























*Priorities Required 











The tilting, swiveling posture chair that’s taken the country or without locks. 
by storm. Completely adjustable and flexible for every 


use .. . every user. Ingenious wood spring gives it its 
tilting action, wooden swivel allows it to turn noiselessly. 
Sample orders accepted. 











DEALERS—WRITE TODAY TO 


Biow Adsociates 


1217 H Street N.W. Washington, D. C. 
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Impressive 
Performance 








There are fewer Jap Zero planes in the 





skies these days as a result of the heroic 
job our boys are doing. These are the chaps 
from America's Main Streets all performing 
in the inimitable American way—sparing no 


sacrifice to assure our Victory. 


Back of the planes and ships and tanks that 
are flowing in ever increasing quantities to 
our fighting forces is a skillfully, coordinated 





plan. The strategy of war .. the manipula- 
tion of our industrial resources . . spring 
from the DESKS of the nation's leaders. 


In providing desks for wartime requirements, 
Jasper Desk Co. and its dealers are making 
a worthy contribution to the war effort. 











Office Furniture Warehou 
Company H. A. Ciaweneon (Easter rn) 
S73 Broadway, New York, N. Y 
William H. Brown (Chicago 
Midwest) 6708 Glenwood Ave., 
—% rage Hlinois 
Umphred (Western) 

308 “Euclid Ave., Oakland, Calif. 

W. Young & Son (Michigan) 
$i3 Free es Bidg., Detroit, 
Michi ng 
E. Thomas Boutheet) 
Box W493 Peninsula Stati 
Daytona Beach, Florida 





Pedestal Typewriter Desk with 
Patented Wood Mechanism 








al The Jasper Desk Company 


JAS PER INDIAN A 
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prosecution of the war and for the peace. Through 
developing Latin American industry, he explained, 
purchasing power will be increased and markets cre- 
ated for North American productive capacity. 

Charles E. Wilson, vice-chairman of the War Pro- 
duction Board, who presented the plaque to Mr. Wat- 
son, praised his services in the creation and mainte- 
nance of the Good Neighbor Policy. In his presenta- 
tion address, Mr. Wilson called attention to the fact 
that Canada had just joined the other 21 nations of 
the Western Hemisphere in the formation of the 
Canadian-American Commercial Arbitration Com- 
mission, thus marking the tenth anniversary of the 
Inter-American Commercial Arbitration Commission. 

Mr. Johnston declared that American postwar lead- 
ership must be of the type which the public of other 
nations will support and welcome, “the type of leader- 
ship which private enterprise is eminently fitted to 
provide.”—BJ 


He 


FEHRING JOINS SHEBOYGAN CHAIR 
G. E. Carter, president of Sheboygan Chair Com- 
pany, has announced the appointment of Raymond 
J. Fehring as personnel director of the organization. 
He will have full charge of labor relations and all 
other duties that normally come under the jurisdic- 


| 
| 














R. J. FEHRING 


tion of such an office. Mr. Fehring has for the past | 
20 years served in a similar capacity for the Milwaukee | 


office of the Standard Oil Company of Indiana, his 


responsibilities covering the entire southern half of | 


Wisconsin. His previous experience is certain to make 
him a valuable addition to the Sheboygan Chair Com- 
pany organization. 

—-—-—— 


EVERS TO EVERS TO EVERS 

The May number of this journal carried a news item 
of an interesting advertising blotter used by Evers 
Office Supply Company, 10920 S. Michigan Avenue, 
Chicago. The blotter featured the expression “Tinker 
to Evers to Chance,” recalling that famous infield trio 
of the Chicago Cubs which was functioning so smooth- 
ly aS a double play combination some thirty years ago. 
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CARBON PAPERS 
INKED RIBBONS 


Our men get around to many 
offices and retailers; perhaps 
they’re familiar with the same 
kinds of problems that you and 
your customers have. They can 
probably suggest short-cuts, sim- 
plifications, etc., that will ease 
the war-burdened personnel situa- 
tions both you and your cus- 
tomers are experiencing. 

Ask the Neidich Salesman... . 
make it a habit . .. . there’s 
never any obligation! 


NEIDICH 
PROCESS 


NEW YORK: 117 W. 33rd St. 
SAN FRANCISCO: 779 Mission St. 
ST. LOUIS: 511 Locust St. 


BURLINGTON, N. J. 











Some one told the story to Johnny Evers, who was one | 


of the brainiest men in baseball. He in turn told the 
story to his son who wrote to Evers Office Supply 
Company for a few of the blotters. The Chicago Evers, 
no relation to the former ball player, was happy to 
comply with the request. 
————— 2 
COMMERCIAL PRINTING COMPANY SUSPENDS 
BUSINESS FOR THE DURATION 

Lloyd H. Barnett, head of the Commercial Printing 
Company of Altoona, Pa., has announced that the 
plant will cease operations for the duration of the 
war, effective May 15, 1943. The company was estab- 
lished in 1918. The retail store, the Altoona Office 
Supply & Equipment Company, will continue in opera- 
tion at 1110-12 Fourteenth Street. 


POPPERS 


No. 380 R. C. No. 380 A. C. 


Two New Chairs 


By BRIGHT 


BRIGHT Craftsmen have produced these two numbers to comply 
with present war-time restrictions of the use of strategic metals. 
The new swivel used on the revolving chairs is smooth, easy and 
positive in action and adjustable for height. 


Customed in full accord with the BRIGHT tradition for fine crafts- 
manship, which enhances the natural beauty of fine woods and 
beautiful, long-lasting leathers of your own choice. Made in 
mahogany, walnut or oak. 

These BRIGHT numbers are receiving ready acceptance every- 
where. Order samples for your floor today. 


BRIGHT CHAIR CU., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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Do the labels on the type cleaner you sell 


state it is ““NON-INFLAMMABLE”? 


MARTENS TYPE CLEANER is both NON. 
INFLAMMABLE and NON-CORROSIVE, 
both of which are VERY IMPORTANT 
FACTORS. 


REQUEST A BOTTLE and see why dealers 


obtain splendid results handling same. 


Martens Type Cleaner 
7 West 29th St. New York City 








THE PERFECT FLUID AND PATENT APPLICATOR 











CARD INDEX CABINETS 
1 & 2 Drawer—3 x 5—4 x 6—5 x 8—Green 





WAGEMAKER CO., Grand Rapids, Mich. 
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MORRIS MOVES TO MICHIGAN AS 
MANUFACTURER’S REPRESENTATIVE 

George Morris, who has spent most of his business 
career in Chicago, has resigned from Tallman Robbins 
& Company, with whom he has been associated for 
nineteen years, and has moved to Bangor, Mich. He 
resides on his farm, the mail address being R. F. D. 
No. 1. He would like to hear from manufacturers seek- 
ing representation in all or part of the Lower Penin- 
sula. His present address is near such cities as Grand 
Rapids, Kalamazoo, Muskegon and Benton Harbor. He 
will also work farther north and east to Detroit, 
according to the requirements of the concerns he 
represents. With ample training in both direct and 
dealer selling, he will consider propositions involving 
either type. 

George Morris started in the stationery business 
with the old Twinlock Company in Cincinnati. About 
a year later he became Chicago marager for Sta- 
tioners Loose Leaf Company, where he remained for 
eight years. Between that connection and one recently 
relinquished he was connected with Accounting 
Devices Company and Burroughs Adding Machine 
Company. He is well informed on practically every- 
thing concerning accounting and office supplies in 
general. 





“DISPLAY IDEAS”, PUBLISHED BY DENNISON 
MANUFACTURING CO. 
(Description on page 9) 


RUTHERFORD WHOLESALE DISTRIBUTOR 
FOR OLD TOWN 

Gus Rutherford, owner Rutherford Duplicator Com- 
pany, Houston, Texas, announces his appointment as 
wholesale distributor for Old Town Ribbon & Carbon 
Company in South Texas. 

Remodeling and expansion of the company’s store 
at 1215 Prairie has been completed, doubling the floor 
space and greatly increasing both warehousing and 
display facilities. 

In addition to conducting the wholesale distribution 
of Old Town ribbons, carbon paper and duplicating 
supplies in South Texas the Rutherford Duplicator 
Company sales organization will serve the retail trade 
in Houston. 

Mr. Rutherford has been in the duplicating machine 
business for over twenty years. For the past several 
years he was one of the outstanding distributors for 
the Standard Duplicating Machines Corporation, 
which position he resigned in January to enter the 


supply field. 
ee ee 


KERN COMPANY NEW IMPERIAL REPRESENTATIVE 

The Imperial Methods Company, Forest Park, IIl., 
announces that the Jack C. Kern Company, Allen 
Building, Dallas, Tex., has been appointed its sales 
representative for the Southwest. 
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Pattern 


Remember that wheeze of the last war; of the much 
decorated general who stayed right at his desk, though 
he had three chairs shot out from under him? That 
pretty much expressed our common contempt for swivel 
chair generals. 

But desk-and-swivel-chair work is important to 
winning the war—tremendously important. One need 
only recall the split second timing of the African inva- 
sion to realize the months of arduous preparation, the 
desk-and-swivel-chair work that brought it off success- 
fully. That is why Gunlocke dealers are delivering 
thousands of chairs every month to the Armed Forces, 
both at Washington and in the field, and to war plants. 
Those chairs are part of the essential equipment of 





WAYLAND, NEW YORK 





or Victor 


e 


administrative offices, technical classrooms, medical and 
recreational centers everywhere. 

And in America’s vast industrial army it would be 
hard to find a corps of workers more on the job than 
Gunlocke’s. The quantities of chairs they are turning 
out is unprecedented, anywhere in the industry. And at 
the same time they are maintaining quality, and meet- 
ing as adequately as possible the demands of dealers 
whose good will is the foundation of Gunlocke business. 

If now and in the future you find that deliveries are 
not as prompt as desired, you will understand that we 
are doing our best to meet your demands, and that only 
requirements of other dealers, even more important, can 
stand in the way. 


. H. GUNLOCKE CHAIR COMPANY 
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Jones is having a conversation 
with his alter ego—which is 
fancy for his “other self." They 
are discussing ribbons and car- 
bons. Let's listen: 


JONES: You've certainly had 
some rough going in the sta- 
tionery business under war- 
time conditions. 

ALTER EGO: You're telling me. 

a Merchandise hard to get, deliveries bad, many profits out the window for the 

uration. ... 

ALTER EGO: Come, come, old man, quit grousing. We all have to make sacrifices. Why 
not look at the brighter side? 

JONES: For instance? 

ALTER EGO: You are still doing a fine job with PEERLESS KEY-IMPERIAL Ribbons and 


Carbons. The quality is pre-war and the profits are still generous. ... 


JONES: You have something there. 

ALTER EGO: And don't forget that it's a pleasure to do business with the PEERLESS KEY- 
IMPERIAL people. They are more 
than cooperative when it comes to 
going after worthwhile accounts. 


JONES: The other day a rival salesman 
tried to tempt me with four color 
spreads and fancy packaging. 


ALTER EGO: What did you tell him? 


JONES: | told him | was sticking with 
PEERLESS KEY-IMPERIAL. They 
are my kind of people, talk my lan- 
guage, have my interests at heart. 
I'll see the war through with them— 
and after, too! 





PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 401-407 Mulberry St., Newark, N. J. 
NEW YORK OFFICE, 321 Broadway 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 
DETROIT, 37 Linden St., River Rouge, Mich. @ CHICAGO, 179 W. Washington Street @ LOS ANGELES, 528 S. Spring Street 
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MOSLER RECEIVES ARMY-NAVY “E” FLAG 


The cherished Army-Navy “E” flag, awarded for ex- 
cellence in production, now flies over The Mosler Safe 
Company factories in Hamilton, Ohio. The company, 


which has meant safes and safety for almost a cen- | 


tury, is making important contributions to the indus- 
trial war production program. 


In addition to meeting an especially large demand 
for the company’s regular line of products for the 
military service, the plants are turning out great 
quantities of sub-contract work and are machining a 
wide variety of armor plate for land and sea equip- 
ment as well as producing other material for the Navy. 


Edwin H. Mosler Jr., now with the company, repre- 
sents the fourth generation of the family to be asso- 





WITH A STRIKING MURAL FOR A BACKGROUND, MOSLER 
FOLK AND ARMY AND NAVY REPRESENTATIVES HOLD UP 
THE “E” BANNER.—Left to right: Colonel Fred A. McMahon, 
representing the Army and Navy, Harry H. Lynn, executive 
vice-president and treasurer, Carl P. Bartels, factory superin- 
tendent, Miss Lillian Renneker and Miss Leona Niehaus, repre- 
senting the women employees, A. E. Trapp, secretary, Edwin 
H. Mosler, Sr., president, all of The Mosler Safe Company, and 
Commander J. W. Butler of the Navy. 


ciated with the company since its founding by Gus- 
tave Mosler. Moses and William Mosler, sons of 
Gustave, followed in the management. 


since 1922. 





Edwin H. | 
Mosler Sr., president, has been head of the company | 


More than 2500 employees, guests and Army and | 
Navy Officials attended presentation of the Army- | 


Navy “E” Flag which was made by Colonel Fred A. 


McMahon representing the Army and Navy, to Presi- | 


dent Mosler. 


Commander J. W. Butler of the Navy presented the 
“EK” lapel emblems, which were given to every em- 


ployee. This presentation was made to Joseph Wolke, | 


oldest active worker in the Mosler factory in the point 
of service, having joined the company in 1886, and 
Walter E. Riley, president of the Safe Workers Or- 
ganization. 

A number of other veteran employees, all of whom 
have been with the company more than fifty years, 
occupied seats of honor on the platform during the 
presentation. 

Three hundred fifty Mosler employees are now in 
the armed forces, their names being inscribed on the 
honor roll posted in the company’s plant. 
















CHALLEN 
STENCIL 
TRIAL OFFER 






You can try 10 quires 
of Challenger Stencils 
at our 
50 quire price Rem, 
$1.45 per quire ; 
This price means dol- 
lars in your pocket. 


SELL CHALLENGER STENCILS WITH 
A MONEY BACK GUARANTEE! 


Confidence in Challenger Stencils prompts this offer to 
responsible stationers. We will ship you an initial order of 
10 quires at our regular 50 quire price. Place these stencils 
with some of your customers. If these users—at the end of 
30 days—are not entirely satisfied, send the unused stencils 
back to us and our invoice will be cancelled in full. 


Satisfy your customers—increase your stencil profits—sell! 
Challenger Stencils. 


WINDSOR DUPLICATOR SUPPLY CO. 


125 WINDER AVE. DETROIT, MICH. 
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8 PASTEL 
C otorep file folder labels offer an COLORS 
additional filing and finding conven- BUFF 
ience to your customers. Don't be con- GOLDENROD 
tent to sell just one color. Take time to CHERRY 
show customers the advantages of using ‘ar 
a color scheme in their files. MANILLA 
BLUE 
SUPERDEX roll labels are made in 8 WHITE 


pastel colors—of good quality stock on 
fully automatic machinery. Scoring, per- 
forating and gumming are always uni- 
form and perfect. 


Give SUPERDEX roll labels a real place 
on your counter. They sell with a mini- 
mum of effort. 


THE WARSHAW MFG. CO., INC. 
1 MAIN STREET, BROOKLYN, N. Y. 


GUIDES INDEX CARDS FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEX TABS 
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OLSEN DESKS 


“Tried and true;” the all wood mechanism in our 
secretarial desks was developed by the Seng Co. 
of Chicago, production specialists in this type of 


equipment, 
Rigid, Compact, Neat and Efficient 


During the emergency. the demands on OLSEN 
Production and Craftsmanship are great. We shall 
continue to do all in our power to care for these 


unusual needs. 





O. C. S. OLSEN COMPANY 


2527 W. MOFFAT STREET e CHICAGO, ILLINOIS 











Our 45 years’ experience in the 
poate settt fe Co dttd- Mme) MEEEe Leh o)bCaledebete! 
el coM-telod o) (SMUT CoMe) si am colt mi tel 
otel=t-1M 9) cole blot Me} oh Costelode) (etek fe 
where. 

Our PREMIUM INK is a high 
grade black ink that has the 
properties of Quick Drying and 
Minimum Penetration into the 
paper. The finest ink made for 
first class stencil duplicating 
work. 


BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
Foebbebbecttteeis) Melel—) a 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES!! 


INK SPECIALTIES CO., INC. 
931-S. LAFLIN STREET . . » . CHICAGO, ILL. 


“SATISFACTION GUARANTEED OR YOUR MONEY BACK’ 
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FACTORY OFFICE SYSTEMS 


In the March 1943 issue of Industry Illustrated, 
official organ of the Office Management Association 
of England, the following enlightening discussion ap- 
peared under the heading, “Factory Office Systems”: 

“The vast change in the volume and nature of the 
country’s industrial production during the war has 
brought with it many problems. One which bears 
heavily upon factory output and is ever present in the 
minds of managements who operate factories, is that 
of obtaining from the clerical administration services 
the greatest possible aid to factory production. This 
problem is now rendered more acute by the depletion 
of staffs as well as by the increased work due to the 
necessity of producing additional information to meet 
the requirements of a number of Government depart- 
ments. 

“In view of its close association with industry, the 
British Standards Institution was requested to inquire 
into this matter, although it was recognized that the 
problems involved were somewhat outside its usual 
field. 

“After some preliminary discussions, the Institution, 
with the approval of the Minister of Production, held 
a conference at which it was decided to set up a com- 
mittee which would make recommendations on the 
most efficient procedure designed to promote sim- 
plification and greater efficiency in the clerical side 
of works production and organization. 

“The subject is in the first instance being studied 
from the point of view of the engineering and allied 
industries. 

“The committee, through expert sub-committees, 
has in course of preparation a number of booklets the 
titles of which will be announced at an early date. The 
following are among the subjects which will be dealt 
with in these booklets: 

“Factory Production Control Methods, Costing Sys- 
tems, Industrial Purchasing, Storekeeping, Receiving, 
Despatching, Invoicing, Pay Roll Methods, Office Prac- 
tice and Organization. 

“The principles set out in these booklets will be 
familiar to large and well-organized firms, but the 
majority of the works in this country are small units, 
and it is in particular to assist these that the booklets 
are being issued. 

“The object of these booklets is to bring to the at- 
tention of those engaged in the management of pro- 
ductive engineering enterprises those methods which 
are generally considered to be the most efficient in 
dealing with the clerical side of works’ production and 
organization. 

“It might at first appear difficult to make proposals 
which would be equally applicable to establishments 
differing widely in size and type. It is, however, be- 
lieved that the principles involved must be the same 
whether the factory employs ten operatives or many 
hundreds. Care has therefore been taken to define 
principles whilst at the same time suggesting a choice 
of practices to suit varying needs. The attempt to 
make available throughout the country a knowledge 
of the best factory organizational practices, involving 
a simplification of the clerical work involved, is an 
essential move towards achieving maximum produc- 


tion.” 
fa gai 


A BUSINESS WITHOUT SALESMEN 


When L. I. Kriloff established the Kril-Office Prod- 
ucts organization in Chicago about three months ago 
he determined to secure orders only by mail or tele- 
phone., A steadily rising volume testifies to the success 
of his plan. The shortage of manpower makes it wise 
to “use the mails instead of men.” He pointed out in 
a recent interview that he could call on sixty people 
a day by letter. Following this method he states that 
he is handling a volume of business which usually 
requires a sales staff of half a dozen men calling on 
customers and prospects. 
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1 of MUM 


The engineering skill, the ultra- 

exacting standards of accuracy, the 

modern manufacturing methods, re- 

sponsible for Monroe supremacy for 

a quarter-century ... are being used to 
speed Victory. 

Army and Navy engineers have selected 
our plant for special tasks that require just 
such a background of precision designing 
and Nth degree accuracy in making fine equip- 

ment. For the duration Monroe will concen- 
trate on production for war; when peace 
comes, Monroe will be better equipped than 
ever to hold its position of leadership. 
Because war industries must have an ever- 
growing volume of accurate figures and records 
to speed production, certain models of Monroe 
machines are available under WPB regulations. 
Let a Monroe expert analyze your figure work 
and suggest time-saving short cuts; keep your 
Monroes operating efficiently through regular in- 
spections by trained specialists under our Guar- 
anteed Maintenance Service. Call the Monroe 
branch nearest to you, or write Monroe Calculating 
Machine Company, Inc., Orange, New Jersey. 


MONROE 


Machines for Calculating, Adding and Accounting 
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Lead in Service to WAH Industries 


with New Indiana Chair Company 
All Wood Pedestal Office Chairs 


The first conclusive answer to the office chair problem 














in time of war needs and stoppage of material sources, 
found expression in this serviceable group. Here in our 
1943 series is modern facility in swiveling, height ad- 
justment, tilting action, comfort and durability, with 
all materials available in quantities for regular oper- 


ation. 


No. 251 





These designs present an attractive 
effect whether in complete new instal- 
lations or when put in as additions or 
replacements among furniture pro- 
duced before Pearl Harbor. Birch wal- 
nut, birch mahogany and quartered 
oak will be available. Quiet swiveling 
is assured by use of impregnated bear- 
ings. 


TO OUR DEALERS: If your order is not now on file here, 
we recommend that you lose no time in placing it, being 
sure to indicate priority. This is an outstanding office 
furniture sales opportunity. 


NEW INDIANA CHATTER CU. 


JASPER, INDIANA 
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LT. LEE FIELDS VISITS VICTOR IN CHICAGO 

Lieutenant Lee Fields, of the U. S. Coast Guard, was 
a visitor at the Victor Adding Machine Company fac- 
tory last month. The photograph shows him dis- 
cussing global strategy with General Sales Manager 
M. S. Bandoli. 

Lee joined the Victor Adding Machine Company’s 
sales organization in 1931 and served as manager of 





M. S. RANDOLL GEN. SALES MGR., VICTOR ADDING 
MACHINE CO., AND LT. LEE FIELDS, FORMERLY AN 
ACTIVE VICTOR MAN, “TALK IT OVER” 


the company’s Washington office until June, 1942, 
when he took a leave of absence to enter the U. S. 
Coast Guard as a lieutenant, junior grade. Early in 
1943 he was promoted to a lieutenant, senior grade. 
Lieutenant Fields is a native of Wisconsin and a 
graduate of Carlton College, Northfield, Minn. In 
addition, he did considerable post-graduate work at 
the American University in Washington. 
= Pe 
GREAT LAKES TRAVELERS SELECT JUNE 24 
FOR OUTING 
The annual golf outing of the Great Lakes Travelers 
Club is to be held June 24 at the Rolling Green Coun- 
try Club, which is located on the Rand Road, also 
known as U. S. Highway No. 12, north of Desplaines, 
Ill. Play is to start at one o’clock. The fee for golf 


and dinner is $3.50. Serving on the committee are | 


Harry Balch, Quality Park Envelope Company; George 


Cormack, Wilson Jones Company, and Dick Gingland, | 
Esterbrook Pen Company. This outing is the principal | 


social event of the summer season for the club and 
its friends among the dealers. 
_——- 


VICTORY STOOL ENTHUSIASTICALLY RECEIVED 
The Theodor Kundtz Company of Cleveland, Ohio, 


reports that since the Eclipse Victory stool and chair | 


made its initial. appearance about two months ago, 
it has been enthusiastically received for factory use 
by war industries. One of the salient features of the new 


chair is the ease and speed with which adjustments | 


can be made for changing shifts, the new worker 


adjusting the chair to his personal comfort in a matter | 


of seconds. 
———9 9 
LEO ALEXANDER RETURNING TO HAWAII 
Leo Alexander, vice-president of Alexander Brothers, 
Ltd., who has been located on the mainland for the 
past 15 months assisting the president, Fred P. Alex- 


ander, in the San Francisco office, is returning to the | 


Hawaiian Islands shortly. 
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EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 





SEND US THIS COUPON 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 





(Please attach your business card or letter-head) 
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An Active Ally 


on the 
Production Front 


MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
business men has supplied the vital “KNOW HOW” that 
enables them to produce sturdy tables fast for Uncle Sam 

. not only to serve the war winners of today. but as well, 
the peace makers of tomorrow. 


Write for complete descriptive Catalog. 








MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 








S 4 Petty Thefts 


No. 10 WONDER [OCK does everything the or- 
dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely lock 
every kind of a drawer, file or door, 
(See Illustration). Also made to pro- 
tect the contents of show cases. No 
holes to drill—no nails or screws, no 
tools required. Two drawers may be 
‘ secured with one WONDER [OcK by the 
List Price $2.50 use of brace plate furnished. 





Every store, office, factory and home a prospect. Used by U. S. govern-. 


ment. Write at once for price and full particulars. 


Prompt Shipments 
WONDER QOCK 5% W. JACKSON BLVD., CHICAGO, ILL 











SPEED-MO...The Automatic 
Inking Pad 


The automatic inking surface re- 
leases ink only on pressure of 
stamp. Surface is self sealing 
against evaporation. 


A size and model for every need 
. with these 12 features 


Clear, Sharp 9. Super Large 
Impressions Ink ~~ 
long Lived 10. Cleans Stam 
Sag Proof while inking 
Lint Proof 11. Full, h 
Inking 

Dust Proof 12. Can bere-inked 
Silent indefinitely; no 
Saves Rubber ring OY before 
Stamps re-in 


Send for catalog No. 141 showing 
many types of stamp pads. 


RIVET-O MFG. COMPANY 


95 JASON STREET ORANGE, MASS. 
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NEW BROCHURE “CARD MAGIC” DISTRIBUTED 
BY DIEBOLD SAFE & LOCK COMPANY 

One of the most attractive brochures of the year, 
“Card Magic,” has been prepared by the Diebold Safe 
& Lock Company as an aid in promoting the distribu- 
tion of the Cardineer, a convenient rotary file with a 
capacity of 6,000 cards. Theme of the new advertising 
piece is its clever comparison of the operation of the 





DIEBOLD’S “CARD MAGIC” BROCHURE 


Cardineer to the shuffling of a deck of cards, with 
every card retaining its proper sequence, and entire 
segments capable of being easily and conveniently re- 
moved from the file for work by several people at the 
same time. Saving of space and time, reduction of 
fatigue and economy are listed as the outstanding 
advantages of the Cardineer rotary file. 


———_o— a - 


HOUSE MAGAZINE EDITORS CONFERENCE 

A national wartime conference of the National 
Council of Industrial Editors Associations, dealing with 
current problems of both the internal and external 
industrial house magazine editor, was held in New 
York at the Waldorf-Astoria on Monday and Tuesday, 
May 17 and 18. House Magazine Institute of New York, 
one of the 16 member groups of the NCIEA, served as 
host. 

Representative delegations from the local groups 
throughout the country gathered to participate in the 
two-day session devoted to such topics of current im- 
portance as: Incentives vs. Absenteeism; A Challenge 
to the Industrial Editor; The Company Publication: 
An Industrial Tool; Is the Company Magazine Used to 
Full Effectiveness?; The External Publication in a 
Wartime World; Making the Whole Company Maga- 
zine Interesting to Women in Industry or the Family 
at Home; The Government and the House Magazine 
Editor. 

Special guests, representative industrial editors, and 
Government, Army and Navy officials who participated 
in the program included: Clyde M. Vandeburg, deputy 
director, OWI, and formerly public relations director, 
Packard Motor Car Company; Chet Shaw, managing 
editor of Newsweek; Lawrence Appley, executive direc- 
tor, War Manpower Commission; Sutherland Den- 
linger, editor of OWI’s Victory News Letter, and well- 
known feature writer; E. W. Palmer, assistant director 
of WPB’s printing and publication division; Merlyn 
Pitzele of Business Week; J. P. Sime, industrial rela- 
tions director, Johns-Manville; E. F. Hackett of Inter- 
national Business Machines’ Think; Miss Sadie Rogers, 
general chairman, Employees Publication Section, Na- 
tional Safety Council; Professor Roscoe Ellard of the 
Columbia School of Journalism; and others. 

While the editors group did not want to stimulate 
unnecessary travel, it welcomed at the important two- 
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day session the attendance of individual editors who 
were able to reach New York from the more distant 
parts of the country as well as those from local areas. 


Howard A. Marple, Monsanto Chemical Company, 
St. Louis is president of the NCIEA. Edward C. 
Badeau, International Nickel Company, New York, is 
chairman of HMI, the New York host. Details of the 
conference were planned by Richmond B. Williams, 
vice-chairman of HMI, of American Telephone & Tele- 
graph Company, program chairman; and Kenneth 
Ede, Cleveland, president of the American Association 
of Industrial Editors and conference chairman for 
NCIEA. 

ee ee 
ACCOMPLISHMENTS OF BUSINESS IN WAR EFFORT 
DESERVE HIGH PRAISE OF NATION 


The accomplishments of American business in the 
all-out war effort necessitates that we revise our rat- 
ing of business in general, Henry H. Heimann, execu- 
tive manager-on-leave of the National Association of 
Credit Men, declares in the association’s Monthly 
Business Review released May 17. In stressing the 
part that business has played in the present war 
effort, Mr. Heimann said, “It was not my thought to 
under-emphasize the great contributions made by 
other groups. Since business, however, in the past has 
been frequently unfairly condemned, we should pro- 
ceed to a fair analysis of just what it has contributed. 

“By its war performance the American business in- 
stitution has not only justified itself time and again, 
but it has demonstrated that if we are to meet the 
post-war challenge, American business must be fos- 
tered and nutured, continued strong and healthy and 
be given the respect, confidence and co-operation of 
every living citizen of this country.” 

In continuing his praise of American business, Mr. 
Heimann declared, “the day of business-baiting must 
go.” He stated that it is high time for the American 
people to recognize just what American business has 
meant in the present war crisis. 

In considering some of the major post-war problems, 
Mr. Heimann pointed to the fact that “when Victory 
Day comes, we may have ten million men under arms. 
We may also have thirty million wage earners em- 
ployed in war work, and the plant capacity of the 
United States will be greatly increased through the 
many factories which have been erected directly or 
indirectly through government finance during the war. 
Another problem he discusses is that when V-Day 
comes American industry will be brought face to face 
with a settlement for some fifty billion dollars in un- 
fulfilled contracts. 

“First, one need but consider the staggering outlays 
which have been made for the purpose of converting 
peace-time plants into war production,” Mr. Heimann 
points out. “By the same token one should not over- 
look the staggering outlays which will be required of 
private enterprise to reconvert from war- to peace- 
time production. Unless private industry is put in 
such financial condition, or is allowed to work towards 
that sound condition, that will enable it to effect this 
conversion without endangering its structure, then 
surely we are not discharging our responsibility in 
helping to make the world a better place in which to 
live. 


Financial Reserves for Business 


“It should be obvious to everyone that American 
business must be allowed to establish reasonable re- 
serves with which it can finance a speedy post-war 
reconversion to peace-time production. We must re- 
member that in normal times some of the earnings 
by American business were set aside as reserves for 
depreciation on plants and machinery as well as for 
innovations in production. It is only through a more 
liberal interpretation of our Federal tax law that busi- 
ness can provide these proper reserves for reconver- 
sion. Management of American business under such 
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circumstances considers itself the trustee of these re- 
serve funds so that in the post-war period its own 
solvency will be insured and it will have the finances 
with which to undertake reconversion. 

“Next, it should be remembered by our government 
officials that in settlements under the termination 
clauses in war contracts, it is absolutely essential that 
prompt adjustment be provided for and that they not 
be allowed to drag as they did during the first World 
War. When Victory Day comes most of the plants in 
the United States will have more than the amount of 


| their capital involved in the goods in process on war 


contracts. Unless these claims are handled fairly and 
expeditiously American business will be compelled to 
sit idly by, unable to respond to the nation’s peace- 
time demands by reason of having much of its capital 
frozen in unadjusted claims.” 

_ — —>_>- 


RELIANCE “PENCILLING” PLANS FOR POST-WAR 


While it is full speed ahead at Reliance Pencil Cor- 
poration taking care of the present greatly increased 
demands, plans are being laid for post-war expansion. 

Things have gone beyond the pencil-on-paper stage 
for, coming on the heels of a recent factory expansion, 
post-war plans are actually in work for a further en- 
largement of plant facilities. 

Maurice I. Levine, president of the corporation, says, 
“T am looking forward with great confidence and 
optimism to the future. The growth of our company, 
while rapid, has been solid and conservative. Any new 
pencils we have added to our line have come not only 
after thorough experimentation and study both in the 
laboratory and plant, but also in the field itself. When 
we felt we were on the right track, we turned on the 
green light. 

“As a further measure of our confidence in the 


| immediate present and the future, we are also com- 


leting plans for our advertising and sales-promotion 
which will be the most ambitious in our history. To 
carry them out, we have appointed as our advertising 
agents, the Ray-Hirsch Company, New York City”. 
According to Mr. Levine, an advertising campaign 


| featuring Templar DuroLead will be run in national 


consumer publications as well as in industrial and 


| trade papers. In addition to this, industrial and trade 


publications will be used in connection with the firm’s 
other products, such as DuroLead multiple carbon 


| copy pencils, the new Templar drawing pencil, Tem- 


| plar colored and colored indelible pencils, Durol type 


cleaner, and so on. 

To back up the publication advertising, dealer helps 
(window and counter displays, counter cards, pencil 
displays, blotters and window streamers) will be made 
available. 

Looking ahead, in line with the expansion program, 
the Reliance sales force has been augmented. The 
most recent addition is Larry Green, who will cover 
the Pacific Northwest territory. 

$9 ——>-9—___— 


KLING-DAWERS STATIONERY COMPANY OF 
OAKLAND RETIRES FROM BUSINESS 
The Kling-Dawers Stationery Company, Inc., has 
announced its retirement from business, a decision 


| brought about by the extreme difficulty of retaining 


an experienced sales force, and by the occupation of 
their premises by the U. S. Maritime Commission. The 
inventory of the company has been acquired by Smith 
Bros., Inc., 1721 Broadway, Oakland, who will handle 

all outstanding accounts now due at that address. 

———= —__ 

FIRE DAMAGES GF YOUNGSTOWN PLANT 
Sparks from a fan in the paint room of the Gen- 
eral Fireproofing Company, Youngstown, Ohio, on 
May 5 caused damage to the plant estimated at 
approximately $15,000 by fire officials. Company offi- 
cials announced that loss would be light, and that 
there would be little interruption of production —AK. 
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e@ NIEMANN is justly proud of its many fine dealer 
contacts. It is our desire to foster these relationships 
in the months that lie ahead. 


Naturally war brings restrictions but NIEMANN in- 
genuity has proven equal to the task. Thus it is 
possible to continue serving you. Some changes, too, 
have been made in construction in conformance with 
Government regulations . . . they have proven prac- 
tical and successful. 

Wartime furniture needs must be filled first; under 
these circumstances, prime consideration must be 
given to dealer orders supported by priorities. Our 
ability to cooperate with you may be tempered by 
conditions but rest assured that NIEMANN will make 


every effort to “carry on.” 
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Army and Navy chiefs, Government officials, war 
industry heads spend the major part of their wak- 
ing hours in conferences and meetings. This difficult 
schedule cannot help but tax the energies of these 
top ranking executives. 


Chair comfort means relaxation and increased effi- 
ciency at a time when great decisions are being 
made. NIEMANN leather upholstered davenports 
and lounge chairs provide the comfort that helps our 
leaders and business executives over trying hours. 
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fou install the Security Wood Line with complete confidence—confidence not only 
that it will afford a satisfactory match for present equipment, but that it will give years 
of that efficient service on which Security reputation is based. . . . To secure future busi- 
ness—to be assured of continued resales, install the Security Wood Line now. We shall 


be glad to send you our new catalog which gives complete details and specifications. 


SECURITY STEEL EQUIPMENT CORPORATION - AVENEL -WN- SJ 
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CORPORAL SANCHEZ—TYPEWRITER MECHANIC 


By Technical Sergeant Jim E. Lucas, 
Marine Corps Combat Correspondent 








SOMEWHERE IN THE SOUTH PACIFIC.—Back in 
the States when your typewriter goes on the bum you 
pick up the telephone and call the repairman. If it 
needs a new part he has it with him; if the job re- 
quires more than a few minutes his company is ready 
to furnish a supply typewriter while he fixes yours. 

If it’s only a ribbon your machine needs you non- 
chalantly pick one out of the supply cabinet, or per- 
haps from your desk drawer, and proceed to snarl 
and fret until you have the darn thing working or else 
have enlisted the support and sympathy of the entire 
office force. 

Out here in the South Pacific area it isn’t so simple. 
There are typewriters, scores of ’em, and they’re an 
absolute necessity to efficient prosecution of the war. 
Top ranking officers use them in writing orders; radio 
operators use them to record messages; correspondents 
use them to beat out their pulse-heightening stories of 
battle actions. In short, they are indispensable and 
are coddled like babies. 

There are times, however, when the most petted 
typewriter goes on the blink and refuses to write a line. 
The carriage gets contrary or the keys get fouled up 
with sand and salt. Ribbons wear out and become 
shreds of black cloth. Then the generals fume and 
the admirals rant and the air is filled with unpleasant- 
ness. 

Right there is where nineteen-year old Corporal 
Manuel J. Sanchez, of the U. S. Marines, comes into 
the picture. Corporal Sanchez learned his typewriter 
technique before coming into the Marine Corps as an 


employe of the Lacey Typewriter Exchange in Laredo, | 


Texas, his home town. 
As head of the typewriter repair division on this 


island outpost, Corporal Sanchez does his full share | 


toward keeping the war running smoothly. He dis- 
cusses the ailments, quirks and eccentricities of the 
various machines with their operators in the same 
tolerant tone a doctor would use in classifying his 
patients. Then he goes to work and despite the virtual 
nonexistence of spare parts he manages to keep all 
machines in running order. 

Some of the machines come back frequently and for 
them Sanchez has developed an exasperated devotion 
similar to that a doctor adopts toward his most 
puzzling case. 

Corporal Sanchez seemingly knows what each ma- 
chine will do and when it will come back for another 
“treatment.” 

His biggest problem, though, is rationing ribbons. 
They are increasingly hard to get and constantly in 
demand. 

In addition to repairing regular office typewriters, 
Sanchez labors over portable typewriters of a score of 
Marine Corps Combat Correspondents as well as civil- 
ian war correspondents. He recently worked on the old 
portable typewriter on which Richard Tregaskis, Inter- 
national News Service Correspondent, wrote “Guadal- 
canal Diary.” 

“It had taken an awful banging around,” Sanchez 
said, “but look where it had been!” 

Corporal Sanchez left his job in Laredo on Aug. 9, 
1942, to join the Marines. Immediately after recruit 
training at San Diego he was assigned to his present 
post. 


—— 
BALDWIN TAKES MORE TERRITORY 

W. H. Baldwin, the genial representative of Mittag 
& Volger, Inc., is pinch-hitting for some of his asso- 
ciate representatives who are in the services of our 
country. He is now covering the entire eastern half 
of the United States and is receiving appreciated co- 
operation from the trade, whose members are individ- 
ually benefited by his visits. 
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legibility on liquid style machines. 
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Social Engraving Sample Book mailed for deposit of $1.00 whieh Is 
refunded after receiving $10.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 
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POSTAL SCALE 


Modern—Efficient 


> The fastest working mail scale. 
Accurate to the fraction of an ounce. 
P Shows exact postage instantly on 
computing dial—air mail—first class 
and merchandise—no figuring. 
> Automatic—no beams or weights 
to adjust. Will pay for itself in a 
short time with postage saved. 

See your jobber 
ASK FOR BULLETIN No. 5 


Hanson Scale Co. 
525 N. ADA ST., CHICAGO 

























































Wartime Restrictions Limit the Supply—but— 
We DO make WELTY’S “GUARANTY 
a fine line of FOR LIFE” 

“TRI-FIL” SACLESS—ALSO SAC TYPES 


3 sy $3.50, $4.00, 
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200 SOUTH PEORIA STREET - CHICAGO 
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NTOMDA CONVENTION 

(Continued from page 21) 
by President Irwin Vincent and General Chairman 
Robert Randazzo: 

Program and Exhibits: Lamont H. Wood, chairman, 
Kansas City, Mo.; Irving R. Ritchie, New York, N. Y.; 
Robert C. Goldblatt, Chicago, Ill.; Jessie L. Taylor, 
New York, N. Y.; and Marjorie Vowell, Chicago, IIl. 

Registration: John Sizemore, chairman, Kansas 
City, Mo.; Vito Randazzo, Kansas City, Mo.; Walt Jen- 
sen, Kansas City, Mo.; L. H. Weiss, Pittsburgh, Pa.; 
Paul McWilliams, Little Rock, Ark.; L. M. Deans, At- 
lanta, Ga.; F. Ketcherside, Detroit, Mich.; Wilbur 
Walker, Wichita, Kan.; Walter Calvert, St. Joseph, Mo. 

Hospitality: J. Earl Chaffee, chairman, Kansas City, 
Mo.; M. C. Hobbs, Kansas City, Mo.; W. R. Shilling, 
Pittsburgh, Pa.; Byron Gaar, Louisville, Ky.; George 
Hammond, Sacramento, Calif.; Cecil Brown, Denver, 
Colo.; M. M. Newmark, St. Louis, Mo.; Ed Crowder, 
Topeka, Kan. 

Convention Hall and Exhibits: Sam Steves, chair- 
man, Kansas City, Mo.; H. M. Anderson, St. Joseph, 
Mo.; M. Teschion, St. Paul, Minn.; Lee Grundin, 
Seattle, Wash.; J. W. Densford, Shawnee, Okla.; Ru- 
dolph Nettle, Boston, Mass.; L. N. Mauck, Richmond, 
Va.; Don MacDonald, Washington, D. C. 

Entertainment: J. D. Doyle, chairman, Kansas City, 

o.; Lamont H. Wood, Jr., Kansas City, Mo.; C. Elmer 
Anderson, Pasadena, Calif.; John Loser, New York, 
N. Y.; Joe Rubin, Montreal, Canada; W. F. Clausing, 
Chicago, Ill.; E. J. Eggleston, Pittsburgh, Pa.; Jasper 
C. Frazier, Topeka, Kan. 

Sergeant at Arms: O. D. Morrill, Ann Arbor, Mich. 

Association Attendance: C. E. Bush, chairman, 
Washington, D. C.; Nicholas Fucci, New York, N. Y.; 
Robert C. Goldblatt, Chicago, Ill.; M. Speiss, Cleveland, 
O.; J. T. Boyce, Dallas, Tex.; O. A. Olson, Detroit, 
Mich.; F. W. Gray, Milwaukee, Wis.; W. F. Wittels- 
berger, Baltimore, Md.; W. H. Estment, Richmond, 
Calif.; James J. Sheehan, Providence, R. I. 

Signs: Sam Hindman, chairman, Kansas City, Mo.; 
Dwight Whitney, Topeka, Kan.; R. A. Novak, Cleve- 
land, O.; William Purvin, New York, N. Y.; G. N. Pax- 
ton, Bloomington, Ill.; C. W. Voss, San Antonio, Tex.; 
John P. Hoffman, Port Huron, Mich. 

Meeting Attendance: Sam Hutter, chairman, New 
York, N. Y.; Robert Manchester, Kansas City, Mo.; 
E. A. Glassman, Rochester, N. Y.; F. H. Fogg, Joplin, 
Mo.; F. O. Bragg, Long Beach, Calif.; W. H. Wolowitz, 
Washington, D. C.; H. G. Convery, New York, N. Y.; 
I. Mercurio, Milwaukee, Wis.; C. I. Whitmer, Colum- 
bus, O. 

Transportation: C. F. Fidler, chairman, Kansas City, 
Mo.; Fred Hock, Pittsburgh, Pa.; I. M. Fifield, Water- 
loo, Ia.; C. E. Sellers, Mitchell, S. Dak.; O. B. William- 
son, Fort Smith, Ark.; L. R. Castle, Danville, Il.; John 
S. Bialas, Chicago, Ill.; Ben F. Schweiss, St. Louis, 
Mo. 

Ladies: Mrs. Irwin’ Vincent, honorary chairman, 
Topeka, Kan.; Mrs. Robert Randazzo, chairman, Kan- 
sas City, Mo.; Mrs. James P. Ward, Sr., Washington, 
D. C.; Mrs. W. R. Shilling, Pittsburgh, Pa.; Miss Mar- 
jorie Vowell, Chicago, Ill.; Mrs. Harry Turner, Topeka, 
Kan.; and Mrs. C. F. Fidler, Mrs. Sam Hindman, Mrs. 
J. D. Doyle, Mrs. Walt Jensen, Mrs. M. C. Hobbs, Mrs. 
J. Earl Chaffee, Mrs. V. Randazzo, Mrs. J. B. Sizemore, 
Mrs. Lamont H. Wood, Jr., Mrs. Robert Manchester, all 
of Kansas City, Mo. 

Legislative Committee Asks Suggestions 

J. W. Densford, chairman of the Legislative Com- 
mittee, has asked all dealers to consider matters that 
might be of interest in a legislative way, and to write 
him directly or contact other members of the com- 
mittee. Dealers are requested to lend special considera- 
tion to the proposed legislative act to give the procure- 
ment division of the Treasury Department legal sanc- 
tion to make the new price on typewriters retroactive, 
in order that sales made to the Government prior to 
Jan. 14 will be included. 
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“DURATION” 


NOW EQUIPPED WITH ROLLERS 


Priced for a Transfer Job . . 


DURATION Transfer Case is the most versatile performer 
on the market today. Made of selected wood frames with 
sturdy wood board panels. Non-sag drawers operate 
silently and smoothly on 2 wood rollers. Overlapping 
drawer front construction makes the case relatively DUST- 


PROOF. 





Qualified for a Filing Job! 


Drilled front and back for easy stacking Removable fol- 
lower block and rod optional. Finished in Olive Green. 
Furnished in Letter and Legal size only. Duration is offered 
at a price your customers will welcome. ORDER your 


DURATIONS TODAY. 
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MAKERS OF FILES AND FILING EQUIPMENT - 
2931 WENTWORTH AVE - 


Wood Rollers Assure 
Smooth Drawer 
Action 


Non-sag drawers oper- 
ate smoothly and silent- 
ly on wood Rollers. 
Rollers drop into 
grooves when drawer 
is closed locking drawer 
until re-opened. 


“Where Price Never HEDGES Quality” 
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Duration Offers 
Plus Features 


Easily stacked . . drilled 
front and back for this 
purpose. Good enough 
to handle the biggest 
job. Overlapping 
drawer construction 
makes case relatively 
Dustproof. 


As" S MANUFATTURING COMPANY - 
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Victory Begins on America’s War Desks! 


@ We in the United States rejoiced in the victorious outcome of the North 
African campaign. We were proud of our own military services and the skill 
and courage they employed in helping to sweep axis forces from the African 
continent. We salute Uncle Sam’s great fighting forces. 

Due credit must also be given to America’s industrial front for furnishing 
the tools of war. For war has become a gigantic business . . . military strategy 
is formulated . . . industrial plans are conceived and crystallized on America’s 
war desks. That’s why we enthusiastically lay such great stress on the nation’s 
desks; we feel they are the nerve centers of our total war effort. 

Our dealers may well share our satisfaction in contemplating the great 
numbers of Jackson Desks now functioning in war service. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 


S. R. Evans, 421 Hampton Court, Athens, Ga. 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 2718 Cockrell Ave., Ft. Worth, Tex, 
Charles L. Pettibone, Bedford, Ohio 


REPRESENTATIVES: 
James H. Davison, Hotel Figueroa, Los Angeles, Cal. 
Marion V. Follin, 220 Fairbanks Road, Riverside, fi!. 
George B. Wray, 130 W. 42nd St., Room 819 New York 
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GOVERNMENT BUSINESS THROUGH ESTABLISHED | 


DISTRIBUTORS 


From M. E. Hansell II, of F. F. Hansell & Bro., Ltd., 
New Orleans, a copy of the resolution below was re- 


ceived early last month. It was adopted by the board | 


of directors of the New Orleans Association of Com- 
merce on April 13. Although it refers specifically to 
jobbers and wholesalers, Mr. Hansell points out that 
it was the intention that it should include all estab- 
lished distributors, which naturally covers commercial 
stationers. 

“WHEREAS, the method of distributing through a 
jobber or wholesaler developed to economically chan- 
nel manufactured goods from the manufacturer 
through to the ultimate user is a practice in dis- 
tribution which is the net result of many years of 
experience on the part of industry and has been 
adopted by almost all classes of manufacturers, and 

“WHEREAS, in the development of this system of 
distribution there has been produced a large branch 
of industry which each in their respective fields are 
specialists of many years’ experience in the sphere of 
their operation; and their organizations in the aggre- 
gate represent an army of workers whose training and 
experience are of inestimable value to our country in 
the present emergency, and 


“WHEREAS, with the tremendous and rapid expan- | 


sion which has necessarily taken place in our Govern- 
mental Agencies, it is not to be expected that they 
would have been able to develop an organization of 
the same type and character, and 

“WHEREAS, any policy on the part of the Govern- 
mental Agencies which fails to utilize fully the ex- 
perience and knowledge of tke various local distribut- 
ing organizations as procurement agencies is not for 
the best interest of our national welfare and causes 
unnecessary loss of man hours through the needless 
duplication of effort, and 

“WHEREAS, it is not equitable to expect the jobbers 
or wholesalers to perform their services only on occa- 
sions when the urgency of the case at hand actually 
demands the class of service which the jobbers or 
wholesalers are in a position to render, and on the 
other hand, by-pass them in instances when the same 
degree of urgency does not exist, and 

“WHEREAS, nothing in the foregoing preamble is 
intended to include instances involving engineering 
problems or contracts placed on an annual service of 
supply basis, NOW, 

“THEREFORE, BE IT RESOLVED, that the Board of 
Directors of the Association of Commerce appeal for 
more complete use of the facilities of the wholesalers 
and jobbers in the placing of business by the various 
Governmental Agencies and that the above facts be 
presented to the purchasing agencies of the War De- 
partment, the U. S. Army, the U. S. Navy, the U. S. 
Maritime Commission, other Governmental Agencies 
which the Board may think advisable, the United 
States Chamber of Commerce, the Louisiana Delega- 
tion in Washington and various trade associations.” 

Copies of the resolution were sent to Government 
and administration officials with the following letter 
signed by Stuart A. Seelye, president of the New 
Orleans Association of Commerce: 

“The war has brought about a tremendous increase 
in Government business of all kinds, particularly in 
the fields of construction and supply. The equitable 
distribution of this business throughout all sections of 
the United States, to insure the quickest and best 
deliveries and to preserve the stability of our manu- 
facturers and distributors, is a matter of paramount 
importance to our national economy. 

“Over the years, distribution of merchandise from 
manufacturer to consumer has been handled effec- 
tively and expeditiously through the wholesaler and/ 
or jobber, a practice which is the result of many 
years of experience and seasoned business judgments. 

“This system of distribution has produced a group 
of specialists in their respective fields, which, because 
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STARKRAFT 


STENCIL 
CORRECTION 
FLUID 


Every day, new users sing praises of 
its excellence and declare it to be 
THE FINEST FLUID in THE BEST 
PACKAGE. 


For full information, prices and 
samples, write 


STARKEY PAPER & SUPPLY CO. 
720 Delaware St. Kansas City, Mo. 































MARKILO 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 














MAGIC FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 
Correction Fluid 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


569 W. Van Buren St., Chicago 

















ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and utomatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 











I. D. COTTERMA 


4535 N. Ravenswood Ave. 
CHICAGO 
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LIBERTY—sACHIFICE 


Two Words Eternally Linked Together 



























Priorities, taxes, curtailments, government reports — all 
these are gladly accepted by manufacturers that we may pre- 
serve the great “Torch of Liberty”’. 

Add these together and they can’t help but result in delayed 
shipments to customers — some orders impossible to fill. 

But not a customer of ours, we know, would have it other- 
wise. In spirit, they say: “Fill this order if you can, but we 
will understand if you can’t.” 

It’s this sort of understanding from our customers which 
helps to sweeten the many bitter disappointments which we 
experience as our country places war needs first and civilian 
needs second. 

But who will say that these sacrifices won’t make Liberty 
all the more cherished when that unbeatable, old-time service 


of Imperial comes back again. Remember it? 


PEMPERIAL 


DESK COMPANY 


EVANsvitite INDIANA 
—> 














= 
























































JUNE, 1943 
















“M&V" Typewriter Ribbons and Carbon Papers 
“THAT STUBBORNLY REFUSE TO WEAR OUT” 


Utilizing both tracks of a single-color Ribbon, reversing Carbon 
Paper topside down when worn, “conserve without curtailing busi- 


ness procedure’. 








CHICAGO BOSTON 





( perfect; 
led 


# (= Duty ower 


To your Country and to yourself is to furnish the trade with the BEST: 


Ask “M&V"” about other “conserve without curtailment” methods. 
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===» hese convenient branches to serve you faster and better 


SAN FRANCISCO LOS ANGELES 





Office Furniture 


DEALERS 


are doing a profitable business selling 
our Heavy Duty Tool Trucks to factories that 
have War contracts. They will furnish you 
the necessary (A-le or better) priority cer- 
tificates. 


These trucks are extremely essential fac- 
tory equipment on account of their time- 
saving, work-speeding qualities. 


Made in 3 different styles: No. 7170 with 
one tray; No. 7150 with 2 trays; No. 7160 
with 3 trays. For full description, see our 
catalog pages 30 and 31 or ask for our folders 
No. 871 on which you can place your imprint. 


No. 7160 with 3 trays 
Drawer is extra 








UNITED STATES 





BUY 


WAR 


SAVINGS THE TOLEDO METAL FURNITURE CO. 
1768 HASTINGS STREET 


BONDS and 
STAMPS 


VICTORY UHL STEEL Furniture 


Manufactured by 








TOLEDO, OHIO 
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UP ON TOUGHEST JOBS— 


Wherever there was a tough 


job to do and Nev-R-Kurl Carbon 





Paper was tried out, it has sold 








itself. Nev-R-Kurl staunchly met 






CARBON PAPER 


Absolutely a non-curling Car- 
bon Paper. Lays flat when it’s 
hot, humid or cold. 


every test where clean, read- 
able, exact carbon copies were 


a necessity. Buyers demand it; 


Never trees or wrinkles when 
inserted into machine. Smudge- 
less. - 


typists prefer it; dealers profit 


Actual experience and tests 
show 35°/, to 50°, more copies 
obtained from each sheet. 


by it—in repeat orders. 


Universal because same sheet 
is efficient on standard or 
noiseless typewriters, billing 
or bookkeeping machines. 
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FOR WAR-TIME AND ALL-TIME RECORDS! 
WOOD-BACK PRONG BINDER 


New conservation model—with minimum of metal and government approved—now avail- 
able in all sizes and four capacities, 1", 114", 2” and 3”. Prong Binders are quick operating 
—sheets may be inserted or removed in a jiffy. The logical choice in place of Ledgers, Post 
Binders, Minute Books, Ring Books and other restricted devices. Immediate delivery—descrip- 


tive literature on request. 


SOME PRE-WAR NUMBERS STILL AVAILABLE 
We still have a moderate inventory of Compression Back Ledgers, Chain Post Binders, Metal 
Hinge Post Binders, Catalog Covers, Ring Books, etc., made up prior to government restric- 
tions. Not all sizes in all styles but a good general assortment. Inquiries invited. 


Long Island City THE ad E.SHEPPARD CO. New York 





















































STR OR SPT 






JUNE, 1943 


of their experience and the flexibility of their organi- 
zations in the aggregate, represent an army of work- 
ers whose training and knowledge should be of ines- 
timable value to our country in the present emergency. 

“The rapid expansion of Government requirements 
has naturally caused the establishment of large scale 
Government purchasing agencies. It stands to reason 
any policy on the part of these Government agencies 
which fails to utilize to the fullest extent the ex- 
perience and knowledge of the well established local 
wholesaler and jobber, is not in the best interest of 
our national welfare, and will cause unnecessary delay 
and loss of manpower through needless duplication of 
effort. 

“The wholesalers and jobbers of this country are 
threatened with extinction unless Government agen- 
cies, such as the Army, Navy, Maritime Commission 
and others responsible for the placement of Govern- 
ment orders recognize the situation and undertake to 
use the services of these important business institu- 
tions. 

“May we urge, therefore, that any future business 
placed by the War Production Board is handled in 
such a way that regular trade channels are not dis- 
turbed, and that the local distributor, whose success 
is so important to the proper functioning of his com- 
munity, in whatever section of the country he may 
be located, may have the opportunity of contributing 
his facility to the successful prosecution of the war 
effort.” 

= Pee 
“FIRST COMMERCIALLY PRACTICAL ADDING 
MACHINE” 

In a news item on page 58 of the April issue, William 
Seward Burroughs was referred to as having invented 
and assembled “what is believed to be the first com- 
mercially practical adding machine.” 

Because the accuracy of the statement was ques- 
tioned, the historical article on adding and calculat- 
ing machines in the Twenty-Fifth Anniversary issue 
of OFFICE APPLIANCES, June, 1929, was checked for in- 
formation. The following comments were discovered: 

“Early key driven machine in the United States did 
not achieve great success on account of the difficulty 
in providing means to control the overthrow of the 
indicating device resulting from a quick thrust of the 
key. The difficulty was solved by Dorr E. Felt of 
Chicago, who made a crude model in 1885, which was 
patented in a perfected form in 1887. This machine, 
since greatly refined, is known as the Comptometer 
and holds a leading place among calculating ma- 
chines.” 

A Comptometer was in practical use as early as 1887, 
as evidenced by the following statement written by 
the cashier of the Equitable Gas Light & Fuel Com- 
pany of Chicago under date of November 19, 1888: “I 
have used the Felt and Tarrant Comptometer during 
the past 18 months and now heartily recommend it 
for accuracy, rapidity, durability and labor-saving 
features.” 

A Felt & Tarrant Comptograph listing adding ma- 
chine was in practical service in the Merchants & 
Manufacturers National Bank of Pittsburgh as early 
as December, 1889, according to a testimonial of the 
bank’s cashier. As the Burroughs Adding Machine 
Company advertisement in February, 1908, OFFIcE 
APPLIANCES Claims “First in Use (1892),” it would seem 
clear that to Dorr Eugene Felt goes the honor of hav- 
ing invented the first commercially practical adding 
machine. 

<P —__——- 
BEEKMAN NAMED SALES REPRESENTATIVE FOR 
KIL-KLATTER TYPEWRITER PADS 

The American Hair & Felt Company has announced 
the appointment of Robert E. Beekman of Medina, 
Ohio, as sales representative of Kil-Klatter typewriter 
pads for Michigan, Indiana, Ohio, West Virginia and 
western Pennsylvania. Mr. Beekman has covered this 
territory for many years with similar lines. 












We can make immediate 
shipment of 


NUTYPE 


TYPEWRITER 
TYPE CLEANSER 
Always a large stock on 
hand. ... No priority neces- 
sary. Order some today. 


Walter G. Gies Company 


Manufacturers 
Crownsville, Maryland 
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DAYTON STENCIL 
WORKS CO. *oric™ 





holds your copy up 
so you can see it. 
Typists like it for 
accuracy and speed 
with less fatigue. 
Retails for $2.50 
($2.75 on West Coast) 
Folder and dealer discount on request 


Shipments from stocks in Louisville and San Francisco. 


FRANKLIN TABLE COMPANY 


2020 Village Drive, Louisville, Ky. 


| MAKERS OF THE GENUINE | 


“EYE-EASE” 
| PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 


NATIONAL 
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NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. New York Chicago Boston =i 
—_}j 
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Symbols of Success 
4 the a for All at Victory / 


In the Office « e In Combat e e 


an Efficient Desk A Mobile Rapid Firing Fortress 





@ Modern warfare requires the ultimate in 
efficiency. America’s formidable tanks prove 
their merit in actual combat. 

Office desks—such as are made by Indiana 
Desk Co.—also make a real contribution to 
the war effort—here is where Uncle Sam 
“draws” the plans for Victory. 





4 desk for every 
office need 





Catalog will be mailed on request. 


INDIANA DESK COMPANY 


JASPER INDIANA 

















An Instant Success— | 

Ez STORM SPIRIT 
A NEW SPIRIT 

HECTOGRAPH CARBON : 





Here's a new spirit hectograph carbon for general use that 


assures better results at lower cost. Send for samples now. 


WwW 
H. M. STORMS COMPANY 561 Grand Avenue, Brooklyn, N. Y. 
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LEGI BILITY OF 
SHARPNESS 
ON FIGURE WORK) WHY LETTERS 
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FILL ALL THEIR REQUIREMENTS 


An exceptional quality of fabric for the 
satisfactory replacement of silk. 18 yards 
long. Newly styled with welded edges. 
Available in three inkings. 


WRITE FOR INFORMATION AND PRICES 








| LIKE ECHO FOR 
DURABILITY ON 
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CARBON €& RIBBON MFG.CORP 


165 DUANE STREET 
NEW YORK, N. Y. 











* Dnrociso PAPER TRIMMERS 


OUT TO TRIM THE ENEMY 


War production comes first. Our facilities are engaged 
100% in war work. We are doing our part to help win the 
war as speedily as possible. 

The situation is temporary. When the war is won we will 
again supply you with even finer PRECISE PAPER TRIMMERS 
than before, and be glad to care for your needs as we have 
in the past. Just now, it's Yours for Victory. 


Precise DEVELOPMENTS CO. 


SUCCESSORS TO 








AMERICAN PHOTO LABORATORIES, INC. 


# 28 N. Loomis St., Chicago, Ill. * 








NON-RUBBER 


Typewriter 
Keys 


® 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 





Speed Key Mfg. Co. 22°.,cctumeus "rece 











a Friend—.: business acquaint- 


No levers to pull. No 


ance who might like to keep in touch hapchepeeali:. Hated 
with office equipment by reading ous figuring. No errors. 
Office Appliances? If so, send us the ae the answers 
name, address and business and we will mo Sage Angee ior 
; form. Sold on 10 day 

send a sample copy with our com- jie lial. Whiten 
pliments. ally advertised! Write 


for details nowl 


THE OFFICE APPLIANCE COMPANY 























is SELL MEILICKE CALCULATORS 
Have You The Modern Method ‘of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 






Simply tip 
the card , 
and copy “mm 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. Meilicke. Systems, Inc. Chicago, Ill. 
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HE year 1943 promises to be the grimmest, hardest 

) pees this country has ever faced. Every effort, and 
every dollar of national income not absolutely needed 
for existence, should go into war work and War Bonds. 

In the Pay Roll Savings Plan, America finds a potent 
weapon for the winning of the war—and one of the 
soundest guarantees of the preservation of the Amer- 
ican way of life! 

‘Today about 30,000,000 wage earners, in 175,000 
plants, are buying War Bonds at the rate of nearly half 
a billion dollars a month. Great as this sum is, it is not 
enough! For the more dollars made available now, the 
fewer the lives laid down on the bloody roads to Berlin 
and Tokio! 

You’ve undoubtedly got a Pay Roll Savings Plan in 
your own plant. But how long is it since you last checked 
up on its progress? If it now shows only about 10% of the 
gross payroll going into War Bonds, it needs jacking up! 


This is a continuing effort—and it needs continual at- 





tention and continual stimulation to get fullest results. 


You can well afford to give this matter your close 
personal attention! The actual case histories of thou- 
sands of plants prove that the successful working out of 
a Pay Roll Savings Plan gives labor and management a 
common interest that almost inevitably results in better 
mutual understanding and better labor relations. 


Minor misunderstandings and wage disputes become 
fewer. Production usually increases, and company spirit 
soars. And it goes without saying that workers with sub- 
stantial savings are usually far more satisfied and more 
dependable. 

And one thing more, these War Bonds are not only 
going to help win the war, they are also going to do much 
to close the dangerous inflationary gap, and help prevent 
post-war depression. The time and effort you now put in 
in selling War Bonds and teaching your workers to save, 
rather than to spend, will be richly repaid many times 
over—now and when the war is won. 


You've done your bit 4 Now do your best! 


This space is a contribution to victory today and sound business tomorrow. 
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Gold was discovered 
in California in 
1848. World’s larg- 
est nugget weighed Loving 
600 iIbs., sold for Cups 
$148,000. always 
Symbolize 
Awards of 
Merit 


Forty years of constant improvement have added to Heyer Duplicator 
Inks, refined qualities, as uniform as Gold. Smooth texture and even flow 


| —uniform tone in long runs—good impressions—these attributes are re- 
sponsible for Heyer Inks becoming a standard of quality, as gold has 


become the standard of values. 


jer Quality , Heyer Quality 
plies, prod- ; , Supplies consist 
sof 40 years yar sn ; of a complete 
ience, defin- OC RaRRROO | . line, for every 
assure your ui ‘ aie . ' make of Gelatin, 
mers econ- & —. a al Stencil and Liquid 
long service : : ‘ Duplicators. Every 
lasting satis- 1 eer $\ oO git product fully 
on. 3 M ee ae — 5 GUARANTEED. 
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Carbines are now 
in mass production by 


Note the 


CARBINE... 


“ ..increases fire power 33%!” 


“After 35 years, the Army goes from the pistol 
to the carbine . .. The Winchester carbine is 
rated high, and is judged to increase the fire 
power of the infantry regiment by 33 per cent.” 

As reported by a prominent news magazine 


“All the men and officers in the infantry who 
have been armed with the pistol will carry 
the carbine instead . .. We believe it to be a 
weapon of great merit .. .” 

ROBERT P. PATTERSON, Under Secretary of War 
The same manufacturing ability that hasmade 
Underwood Elliott Fisher typewriters, adding 
and accounting machines famous through- 
out the world, is now being applied 
to the production of carbines. 


TO OUR MILLIONS OF VALUED CUSTOMERS: 7YPEWRITERS—New and used typewriters 
are sold only to the U. S. Government for the armed services. You may rent 
used machines under Office of Price Administration regulations. 


ADDING AND ACCOUNTING MACHINES—New Machines are available under War 
Production Board regulations. We have been able to assist many of our 
customers with their accounting problems. 


RIBBONS, CARBON PAPER, ETC.—We may sell ribbons, carbon paper and other 
supplies for all types of office machines without restriction. 

MAINTENANCE—QOur maintenance service is in complete and efficient opera- 
tion from coast to coast to help you keep your Underwood, Elliott Fisher and 
Sundstrand machines operating efficiently and we are permitted to manufacture 
the necessary parts. 


on o 
Buy More War Bonds 


To Shorten The Duration 


Former and futu.e makers ot Typewriters, Adding and Accounting Machines 








